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Independence Is A Wonderful Thing! 














Holland-Racine Dealers 


place a high value on their inde- NATIONALLY ADVERTISED IN 
pendence and so do we. Seeing eve = BOOST - COLLIER’S - LIBERTY - ESQUIRE 
© eye on the importance of this 
independence, we seek at all times 
to strengthen it, never to compete 
with it. 

















PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY .. . 
Three comprehensive, Nationally Advertised lines — and as the ads ome sold only 
pe fey ee dealers who are professional hands at shoe fitting; double assurance 
ness. 


HOLLAND-RACINE SHOES, INC. sicinekt 
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In 37 of the best department stores in 37 of the biggest 
cities from coast-to-coast, the September issue of 
Charm came alive in windows, in fashion 


shows, in advertising, in exclusive merchandise . . . Susie, the *Business Girl, 


; ise when she b 
a salute to the girl-on-the-job, the American ere te 
Business Girl. September fashions designed, 
presented, and sold to hundreds of thousands of 


BGs* set a new high in sales, proved that they 


are still America’s best customers. 


CHARM 


the magazine for the business girl 


a Street & Smith Publication 


*Business Girl 
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e College Counselors say that the shoe with a must be 












smart, comfortable and sturdy. That’s why students from 






Maine to California are asking for Walk-Over “Easi- 






Gaits”’ ... high-style welt shoes that are flexible and 






perfect fitting. 7 
Catch ’em while they’re young, with “Easi- 
Gaits”—and they'll say ““Walk-Over”’ for the 







rest of their lives. 







CHICAGO SHOWING, OCT. 27-31 
WOMEN’S SHOES 
ROOMS 782, 783——PALMER HOUSE 
ROOM 614—MORRISON HOTEL 
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New York Sales Rooms Geo. E. Keith Company 
Marbridge Building — 822 and 906 Brockton 63, Mass. 







October 15, '946 








Bz-z-z-z went the trick buzzer in Jerry Bai- 
ley’s hand. I pulled my hand away, startled. Jerry 
chuckled. “Kinda jumpy, heh?” 

“Still Jerry the Joker,” I said. 

“Yep. Keeps me young!” A squirt of water from 
his fake lapel flower caught me. 

I mopped my face as I pushed him to a chair. 
“O. K., joker, sit down. Let’s try something on you.” 

Jerry eyed me suspiciously as I pulled out a new 
wing-tip. “Look, pal, jokes are my angle.” 

“This isn’t a joke,” I assured him. “Just try these 
on. They’re made with an Armstrong’s Cushion 
Cork midsole. It'll give you a new sensation . 
comfort with every step.” 

Cautiously Jerry slipped into the shoes, then 
walked gingerly around. Suddenly he stopped. 
“Say, boy, this is the real thing . . . soft and 
springy. I like it!” 

“That’s the Armstrong’s Cushion Cork.” Then I 
told him how Cushion Cork eases breaking in . . . 
insulates against heat and cold . . . allows air to 
circulate with every step. 

Jerry held up his hand. “Say no more, pal. Just 
wrap up my old clogs.” He hesitated a moment. 
“Sorry about the jokes, fellow. Here . . . have a 
cigar.” He flipped his lighter. 

The cigar tasted good . . . and maybe Jerry 
wasn't such a bad guy after all. Then, BANG! 

“Haw, haw,” howled Jerry. And out he ran. 

I felt like hauling him back. But he’ll be in for 
more Cushion Cork shoes. And next time .. . I'll 
be ready for him! 


* * * 


You'll keep felks smiling when you sell them shoes 
made with Armstrong’s Cushion Cork. They'll appreciate 
your telling them about the extra comfort advantages of 
Cushion Cork. And it will bring them back again and again 
.-. When shoes are more plentiful. 

Be sure to specify Cushion Cork on your next shoe order. 
Available in men’s, women’s, and children’s shoes, Cushion 
Cork is used as midsoling, filler piece, platform, and 
in combination with insoling. Armstrong Cork Co., ® 
Shoe Products Dept., 9610 Arch St., Lancaster, Pa. 


Coashean Cove 


ADDS COMFORT TO EVER 


ARMS TRONG’S SHOE PRODUCTS 
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Ec Ree ; NEW YORK, 746 MARBRIDGE BLDG. 


TO MEET 

THE FAMOUS — 

DR. HISS. 
9 


ey 
* egal 1 Saget 4 
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Dr. John Martin Hiss of the famous Dr. Hiss clinic in Los Angeles _ 
will be in attendance and shall be happy to discuss foot fitting —. 
problems with the many merchants who fit Dr. HissBalanced Shoes. 





~ THE IRVING DREW CORPORATION, LANCASTER, OHIO 
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Tue Crassic 


The Most 
*  Walked-About 


Shoes in America 





Tse PrRancer 


The Featured 
Daytime Line 





in Stores Where Quality Counts 





THE FLORSHEIM SHOE COMPANY 
CONVENTION HEADQUARTERS 
‘ROOMS 752-754, PALMER HOUSE 
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by jiminy . . . see those! 
JUNIOR 


) MA 
Daylnens 


The wonderful new line of 





children’s shoes . - Supported by 
National shisisiien: 


See them at the 
NATIONAL SHOE FAIR 
PALMER HOUSE 
Rooms 876-877 

















Parents will say. . . 
they’re marvelous! . . . how they wear! 


And you know that will bring them back 


FOR BOYS AND GIRLS 


Children’s sizes 8Y2 to 12 


Misses’ sizes 122 to 3 
This line of misses’ and children’s shoes is made by Gale. . 
eighty years. So you can be sure they’re styled right and built right to fit growing feet and take 


the kind of wear that only children can give to shoes. Junior Daytimers are made to be your staple 


line . . . the line that brings in profits steadily, year after year. Mothers know and have confidence 


. makers of good shoes for more than 


in Nationally Advertised Daytimers by Gale. 


DAYTIMER SHOE COMPANY NORTH ADAMS, MASSACHUSETTS 




















WOHL SHOE COMPAN Y 
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Known because y 
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xtensively nationally advertised 
€ . 
faa) Preferred 

of style shoes in America refe 


tmost 
because they represent the utmo 


I alue 
in style, quality and v 


{ ‘his is your invitation to 


see the presentation of our 


spring line at the 


y PALMER HOUSE 






SAINT LOUIS, MISS OC WVan! 











1. DEPENDABLE RIGIDITY ... 2. UNIFORM SHANK FIT 


Tests are made during production of 
every lot of shanks to confirm 
TOUGHNESS and HARDNESS. 


3. CLEAN SHANKS 
The shanks, coming from the Vita-Tem- 
pering furnace are clean — ready for 
insertion in the shoe. 


Each shank fitting is made directly to 
the last. ‘Jita-Tempering preserves 
the UNIFORMITY of bend and temper. 


The Vita-Tempering Process 
is a significant advance in en- 
gineering that contributes to 
shank steels the accuracy 
of fit and uniformity of bend 
that is important to the science 
of shoemaking. 


To the shoe manufacturer, 
Vita-Tempering means .. « « 


_ BETTER SHANES! 


UNITED SHOE MACHINERY CORPORATION 
. BOSTON, MASSACHUSETTS 
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ee CC RADARD 
two Way BOOTS 


X Sin Stony a 


Avttentions will Rain on You when you wear 
the Combridge “Radar” Boot with the new 
two-way effect. Beautiful Brown with Beige 
Lining that can be worn either straight up or 
turned down for the fashionable two-tone 


cuff that mokes stormy weather a pleasure. 


The lining will never ring your hosiery, os 
it can be cleaned spotlessly — easily —when- 


ever necessary. 


Write to Dept. SC-1 for nome 
of neorest Combridge Boots 
Retoiler, Rodor Boots retail ot 
oround $3.95 in most stores. 


Sze Cambridge Rubber Company 


FIRST in [forv ffackion 


CAMBRIDGE © MASSACHUSETTS 





NOVEMBER ISSUE 
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THERE’LL BE SOMETHING FOR 
SWAN CUSTOMERS TO SEE 


Room. 903-W Palmer House, Chicago 





























All the time-tested Swan slippers you've 
never had enough of, as well as some 
variations in the 1947 manner, 

will be on display. “Quality at 

Fair Prices” will be there, 


too, in every transaction. 


You can be sure a warm 


welcome will await you. 


SWAN SHOE COMPANY, INC., BALTIMORE 18, MD. 


“‘Makers of Fine Leather Slippers for Men, Women and Children“ 
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The Foundation 
which makes the 
Nation’s Best Work 
and Boys’ Shoes 


Wear Longer...and Remarkably 
Sure-Footed for Greater Safety 








See Mr. Richardson 
Mezzanine Floor — Hotel Morrison 
National Shoe Fair, Chicago 
October 27-31, 1946 
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General Shoe Corporation 
Nashville, Tennessee 


H. Childs & Co., Inc. Allen-Squire Co. 
Pittsburg 22, Pennsylvania Spencer, Massachusetts 


Compore 
Vul-Cork Soles with a 
Hound's Pow... Note iden- 
tical suction cup treod. 


Hanover Shoe Company Ascutney Shoe Corp. 
Honover, Pennsylvania Hudson, Massachusetis 


Albert H. Weinbrenner Co. 
Milwoukee |, Wisconsin 


Milwaukee Shoe Compony 
Milwaukee, Wisconsin 


Worcester Shoe Company 
Worcester, Massachusetts 


//e Cambridge RUBBER COMPANY - 


October 15, 1946 
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Kc LPINOS DIVISION MARILYN SHOE CO., 1224 W. VINE S 
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as shown in Vogue, The New Yorker, 


Mademoiselle, and Harper's Bazaar 


in full colors: But SMOKE « RED OAK 





GOLDEN GRAIN e GREY FOX ¢ ASH BLONDE e COCOA 
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KANGAROO tanneo w americe 
ARE AVAI LABLE 


FROM YOUR REGULAR SOURCES OF SUPPLY 


“70 the consumer who once has worn Kangaroo, shoes of no 
other leather give quite the same satisfaction. Soft, supple, 
easier-on-the-foot | ar roo, you know, is 17% stronger, 
weight for weight, than any other leather used in footwear. 
Kangaroo’s tight grained surface polishes more easily, takes a 
higher gloss and keeps shoes looking better longer. But, it. is 
the friendly feel of Kangaroo that has won for this leather uni- 
versal popularity. Yes, customers will continue to ask for shoes 
of Kangaroo ‘Leather. You should continue to ask for them from 
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The powerful salesmanship 


of glamour in full color! 


7 Ew a1 axee 
“HONEYBUGS 
4 4 By 


America's outstanding indoor footwear 
created by Holiday Casuals 
nationally advertised in 
Vogue * Seventeen 

Mademoiselle « Glamour 
Charm « Jr. Bazaar 

Mayfair « Calling All Girls 

Miss America! 


National Shoe Fair, Chicago 
Sherman Hotel, Room 329 
Oct. 28 thru Oct. 31 





VONNE DE CARLO, 
Lechriwolor production 


L MIveTsdi & 


SHAHRAZAD.” 





favorite store or write to 


Casuals, 644 Broadway, New York 
Keg S. Pat. OF 






















































































long life and a beautiful 
one is promised footwear 
crafted in Tandrite. For under 
its admirable color and fine 
finish you know there exists a 
native quality and rugged dura- 
bility tanned-in by the exclusive 
Tandrite process . . . That's 
why Tandrite reputation 
reaches from deep into the past 


to far into the future. 


+S. SS SS Ses See ee 
’ : ; 
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” cnplicity 
High heel pump smartly accented 
with a three-button ornament, by 


LAIRD, SCHOBER & CO. 


INCORPORATED 
HAVERHILL, MASS. 


Tandrite Calf Color No. 572 
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Sponge Hexsoles feel so good... soft fleable, 
durable... handy zipper... keeps ¢m cozy I 


National Shoe Fair, Chicago 
Hotel Sherman, Room 104 


Wetico SHOE CoRPORATION 


WAYNESVILLE * NORTH CAROLINA 
General Sales Representative: WALTER MARX, 47 West 34th Street, N. Y. C. 
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Has This 





Conidtriction 


Our Spring and Summer Models for men’s, women’s 
and children’s wear are beauties! We'll look for you at 


the Hotel Sherman— Room 104. 


Wetico SHOE CoRPORATION 


WAYNESVILLE e NORTH CAROLINA 
General Sales Representative: WALTER MARX, 47 West 34th Street, N. Y. C. 
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“WALKERS 


THE U.S.A. 
by J.P. SMITH SHOE CO. Chicago 


These shoes, 
supple as a concert pianist’s fingers, 
firm as the muscles of a grid-star, 

are giving the public 

a new life of walking pleasure; 

a new enjoyment of style-rightness. 










Their famous feature, 
patented, Synchro-Flex construction 
—the great, modern advance 
in shoe building — 

has made once - accepted, value measures 

as obsolete as the biplane. 

© © © 


During the National Shoe Fair in Chicago 
a characteristically notable selection of 
Synchro-Flex-British Walkers for men and 
women invite you to 


ROOM 796 PALMER HOUSE 
on October 27, 28, 29, 30 and 31 
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Efficiency 


FOR EVERY MEMBER OF THE FAMILY 


WITH THESE 2 : NeseeeChe 


# 
eee EVICE S— 
Of Fit ; 


With the Brannock Device means: 1. 
More Accuracy. 2. More Speed. 3. More 
simplicity of Operation. Modern shoe 
selling and modern shoe fitting are 
companion sciences. Success in each 
requires a maximum of efficiency. 
Brannock “Efficiency of Fit” brings 
them closer together. With these two 
devices, Adult and Junior models, the 
shoe fitter can get immediate “Heel-to- 
Ball” —“Heel-to-Toe” —“Width-at-Ball” 
—direct measurements, This means 
speedy, accurate fitting; more sales per 
fitter; more perfect fitting; fewer mis- 
fits with their subsequent costly and 
troublesome exchanges. 


ADULT MODEL* $15.00 


Busy days ahead for shoe retailing and for the man at the fitting 
stool. Simplify his job—make him a more efficient shoe fitter and 
reduce his average. fitting time with these two Brannock Devices. 
The Adult Model fits men, women, boys, girls—size range 1 to 

JUNIOR MODEL* $12.50 15144. The Junior Model fits babies, infants, children, misses—size 
range 0 to 5. 


Brannock’s reconversion is now complete and latest designs are based on the same fundamental principles 
which have placed Brannock Devices in leadership throughout the shoe industry of the world; the same 
principles as the special Brannock Machines we designed and made during the war and which were used so 
successfully by the Army and Navy in the fitting of millions of its personnel—soldiers, sailors, Wacs, Waves, 
ete. An investment in these two Brannock Devices will pay immediate and long dividends to you. 

* Available at special cooperative price if ordered through certain shoe manufacturers — for this list and full details write to 


THE BRANNOCK DEVICE COMPANY 
201 ONEIDA STREET SYRACUSE 4, NEW YORK 
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d Lines 
YOU Will DEFIMITELY 
Want To Stk... 


THE STo 
RY OF r 
HE 
wae. YEAR 





The Prag _ 

for the AME 
for the FINEST LINE ate. 
FINEST SHOE SALON 


IN AMERICA 








- - - - At the following regional shows: 


Nov. 2-4, Detroit, Mich. Nov. 11-13, Des Moines, lowa Nov. 20-21, Indianapolis, Ind. ( 
Nov. 2-5, St. Paul, Minn. Nov. 11-14, Dallas, Texas Nov. 25-26, Chicago, Ill. 
Nov. 9-12, Pittsburgh, Pa. Nov. 16-19, Cincinnati, Ohio Dec. 2-3, Detroit, Mich. 

Nov. 16-18, Grand Rapids, Mich. 


‘October 15, 1946 
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in fhe acne | 


how about you? 


There's nothing wishy-washy about Teena the high 
school girl. Our girl Teena has definite ideas about 
the clothes she wears, the food she eats, the home 

she lives in and the things she and her teen-maies 
like to do. Independent, decisive, she makes up her 
mind quickly and is quick to pass on her 

opinion to parents and friends. She 

Kas taste, intelligence and a healthy sense 

of values. And she knows what she 

wants — though she's not always sure 

where, or how, to get it. It's up 

to you to tell her—in the magazine 


she reads and believes— 


A 


if 
| 


S ( V Cll f ( Ail « the a girl’s i magazine 
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TO RETAIL ABOUT $1350 AND IN 


master craft division of 
lester pincus 


131 DUANE STREET NEW YORK 13, NEW YORK Mid-West Sales Office: 
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A—Thong. Black and Brown 
maoracain, Red and White 
glezed kid, Black satin with 
Gold or Silver kid straps. 





B—Sendal. Black, Brown, 
Red and Kelly Green suede, 
Black patent leather, Black 
and Brown colf, Silver and 
Gold kid. 


C—Pump with bow. Black 
and Brown svede, Black calf, 
Black patent leather. 

















D— Pump without bew. 
Black and Brown suede, 
Black patent leather, Block 
calf, Brown glazed kid. 























E—Pump. Black suede, Black 
and Brown maracain, Black 
and Brown calf, Black potent 


a lester pincus a 
presentation on teas a 


From the talented hands of Le Danne come shoes 
Boston Shoe Show 


of rare perfection . . . Le Danne Originals . . . Oct, 21-89-93-26 
designed for street and dress occasions . . . in the Hotel Statler, Boston 
Suite 501-503 


softer silhouettes of this year's feminine fashions. 








| 7 National Shoe Fair 
IN-STOCK ASSORTMENTS will be one of the many On. 97-20-89-20-31 
attractive features of this new Lester Pincus offering, Hotel Morrison, Chicago 
Suite 505-506 
with deliveries starting after October 15. 
NATIONAL ADVERTISING breaks with full pages in West Coast 
Shee Travelers Show 
October 15 Vogue and November Harper's Bazoar . . . Nov. 24-25-26-27 
to be followed by pages in these and other leading ote ast 
fashion publications. 
189 West Madison Street, Chicago St. Louis: 1405 Washington Ave. Los Angeles: Room 710, Hoas Bldg. 
October 15, 1946 35 
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This 2 page 
advertisement 
appears in color 
in October 
Ladies’ Home Journal 


JULIAN & KOKENGE 
COMPANY 


Columbus 15, Ohio 


38 


NATIONAL 
SHOE FAIR 


Palmer House 
ROOM 722 
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In plastic, as in fabric and leather shoes, enduring 
conformity to the originally-lasted shape depends 
upon backing . . . an important factor for making 
the sleek line and the graceful curve of a pattern 
look good to the eye and feel good to the foot. 


. » CORP. 
ACME BACKING A 6, N.) 


a pa ‘KING CO 
{ BAL hi St. Lou Ki P. 


OULS fy Vio 


AB 





satisfied with any others — many of our — 
dealers have termed this “the quick turn- 
over" line. | 








Tricky styles may come — and go — but 
comfort + fine craftsmanship + choice 
materials, go on forever. 











Boudoir Classics are sold from coast to 
coast at shops frequented by smart women. 





reves Art 


Lustrous satin and lining. 
Heart shaped vamp. ~ 
Slotted heel. 


Retails for about 


*5.00 
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See Them! ] ty Bs 
: : Yn & 
National Shoe Fair, Pigs 
Chicago, Lil., ; 
October 28, 29, 30, 31, The 
Palmer House, Room 916 ,< 
Look ahead with € 
Miracle-Tread Be 


* 


* 





WA ACALR -VAaR Ad DAN \S\OW LRredheck Veatry Shoe Corporation, 


Lyachberg,. Ye 
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CROMWELL, the Colt, says “W'S BRAND NEW!" 


a. {loatees 


by COLT-CROMWELL 


coon 


z/ ‘iz ASA é : 
: ‘ i EAA ““<_ 


a { > 
: | 
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: et " a The newest innovation in the women’s 
— casual-wear field. Styled by the Pioneers in 
a ‘ST this type of footwear for women. 


COLT-CROMWELL 


Ae 
jn © 3 A os = 7 
oF “a F really has something brand new— 
é vi FLOATEES 


K }' ; designed in quality leather for comfort — foot 
<— Ye ~ TF support — style — and fit. Easily re-soled. 
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> Made under the exclusive patents* of 


> 


SEBAGO-MOC COMPANY —2 revolutionary 
new process, 


FLOATEES by COLT-CROMWELL 


More flexible than otber 
Hand-Sewn Moccasins 


The Combination of Genuine 
Hand-Sewn Moccasin with 
features of Goodyear Welt 
Construction. 

Soft upper leather next to the 
foot, cushioned by resilient 
bottom filler—extreme foot 
comfort. 

Built-in arch support — a rare 


feature in genuine moccasins. 





THE 
NATIONAL SHOE FAIR 


CAGO -( P 
i COLT-CROMWELI 


os 





RIDING BOOTS - COWBOY BOOTS + JODHPUR BOOTS + MOCCASINS - SHOULDER STRAP BAGS 
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STACY-ADAMS. 
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A FRANK STATEMENT 


We are displaying at the National Shoe Fair, 
Room 865, Palmer House. We do not see 
the slightest ray of hope for supplying any 
shoes at all to additional accounts, nor even 
to increase our allotments to Steacy-Adams 
accounts of longstanding this season. But we 
are looking forward to visiting, exchanging 
ideas, and dreaming with all of you. Please 


visit us, 









SHOES FOR MEN 


and the name 


behind the name is.. ; 


It’s no coincidence that the name behind the 
great names in shoemaking invariably is 
Compo. The building of a great name de- 
pends upon many factors ... not the least 
of them the ability to recognize the merit of 
new techniques and the initiative to adopt 


them. For eighteen years the most practical 


new ideas in shoemaking, along with the 


OMP 


TRADE MARK 


machinery and techniques to carry them out, ~ 
have come from Compo. So it’s only natural 
that the smart new “Leisuals” by Jarman 


are Compo shoes. 


COMPO SHOE MACHINERY CORPORATION 


BOSTON - 


MASSACHUSETTS 


MACH IN ER Y 











. proudly presenting 
THE NEW W. L. DOUGLAS 


style-line for Spring 


With our expanded manufacturing facilities and the hope of 

gradual improvement in the material situation, we look forward 

to giving our loyal customers better service by Spring of 1947. 
And the new W. L. Douglas 
line will provide the best pos- 
sible answer to the growing 
demand for shoes correctly and 
handsomely styled as well as 
fashioned of fine materials. 





VISIT OUR DISPLAY 
ROOMS AT THE 
SHOE SHOW 
Room 797-798 & 
PALMER HOUSE ; 











SSTILL UNLIMITED 9° 
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T.. retailer, after reading in his daily newspaper of the 
continuing disturbed condition of world offairs, will quickly 
appreciate the reasons for the extreme shortages of shoes made 
from Surpass Leathers this Fall. This beautiful Kid and Kid Suede 
for which he found such on excellent acceptance in normal years 
will be shorter than ever in su; ly this Fall. There is, however, 

a measure of satisfaction for. cand consumer alike in the — 
realization that shoes made of Genuine Surpass Glazed Kid, ; 
Capre, Suede and Kangaroo Leathers continue to be marked by . 
the two distinguishing qualities of Uniformity and Dependability, 
which have earned for these beautiful feathers such national — 
acceptance. These quolities are appreciated too, by the manufac- a 
turer who, even under the present conditions, desires to mointali 
the character of his line BW oon of his ibrand name. 
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One of America’s outstanding lines 
of low heel leather sandals 
for 
Men * Women ° Children 


ON DISPLAY 
NATIONAL SHOE 
FAIR—Palmer House 
—Room 787. Chi- 
cago, October 27, 
28, 29, 30, 31. 
SOUTHWESTERN TRAV- 

- BLERS SHOE SHOW — 
Dallas, Texas, Novem- 
ber ate 12, 13, 14. 


They are made of the finest full grain leathers. . . fashioned with that 
ee attention to detail that is the hallmark of sound craftsmanship.. 
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Nationally Advertised in the 
Saturday Evening Post and Esquire 
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SHOES BY sTETSON 


STETSON SHOES FOR MEN On Display 
ARNOLD AUTHENTICS FOR MEN 
BANISTER SHOES FOR MEN 





Room 731 


OCTOBER= 
50 


> 
THE STETSON SHOE COMPANY, INC. + M. N. ARNOLD SHOE COMPANY + JAMES A. BANISTER COMPANY + SOUTH WEYMOUTH 90, MASSACHUSETTS 
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ke co hateales 


to dealers attending 
the National Shoe Fair 
October 28--31 


This is a cordial invitation to our many dealer friends, 
old and new, to visit us while in Chicago during The 


National Shoe Fair. 
For nearly 50 years, this organization has maintained 


highest standards of quality — not only in the shoes 
we feature, but in our merchandising and relations 


with dealers. It is our purpose to continue to maintain 


these standards in the years ahead. 

That we may talk over the various factors which affect 
our mutual progress during this period of transition, 
and make plans for the future, we hope you will make 
it a point to visit us. Our headquarters will be in the 


Morrison Hotel at the rooms indicated below. 


October 15, 1946 
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DISTRIBUTORS OF SHOE FABRICS "WOVEN OF Leask % YARN 
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HUMBOLDT, TENN. 


O’DONNELL SHOE CORP. 





“Time 
is S tyle... 


Nothing 1s as changing as time...or style. 
Both are fleeting..both must be caught on the upswing. 


\ 
Both are synonomous...because time is an expression of the age WR 





in which we live..the way we think..the things we do. 
Time is movement, the forward, surging movement into a 
tomorrow that is constantly new. 

So is style. 

Time looks to the future..never backward. 


Time is style. 
cul, 


MERCURY FOOTWEAR, BROOKLYN 6, N. Y. 


At the National Shoe Fair, Chicago, Oct. 27-30 
Palmer House, Rooms 682-683 


October 15, 1946 





Copyright, 1946, Dixon-Bartlett Company 








wt Fodslee Must Look Ahead 


The makers of famous HILL and DALES Improvements in manufacture and service 


are looking beyond today’s uncertainties. also are being developed. 

Planning for the time when business is From this critical self-examination will 

more normal—and competition keen. . comeanewleadership for HILLand DALE 
Every detail of HILL and DALE crafts- Walking Shoes—and greater prestige for 


manship and styling is being studied. — the many stores in which they are sold. 


DIXON-BARTLETT COMPANY 
Ballimore 24, Ma. 
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Anda, phenomenal as that growth has nee ri 
really quite natural. For we're feeding 


“ELEVATORS” story * terrific advertising 


th after month, 
n. Week after — nal publications 


campaig oO leading natio 000 en- 
otal of I 966; Pens 


truly 


ELEVATORS 


HEIGHT-INCREASING SHOES 
YOUR PERSONAL PEDESTAL 


/ breve 


RADE MARK NE.TARLOW € nC 


The Original and Genuine “ELEVATORS” are manufactured exctusively by 


STONE-TARLOW CO., INC. 


BROCKTON 68, MASS. 


October 15, 1946 












your Customers 
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7 BE WITH you aT THE SHOE SHOW 


Because of lack of space we were not able to obtain 


Hat WE CAN 


proper accommodations to receive you in our usual Knomark manner. Rather than 
disappoint you, we are “‘sitting this one out”’ 


We will be with you at the next Shoe Fair. 


The Esquire Boot Polish Boys 


“King” Ed Farian “Western” Al Rugetti “Shorty” Bob Andrews 

“Texas” Lou Hart “Dude” Percy Hart “Windy City” Bill Cohan 

“Sandy” Sanderson “Beans” Manny Orner “Evangeline” Phil Mann 
“Dem Bums” Al Abrams “Mustache Pete” Sam Abrams 


PRODUCT OF KNOMARK MANUFACTURING CO., INC. 
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PLACE 


BROOKLYN 


WITH NEW, 
BRILLIANT 
FOUR-COLOR 
FREE DISPLAYS 


Window and Counter 
Size...21”%x 11” 


Wall Mural Size. 42” x 22” 
Here's a display thot's really a 
knockout. With the cutest darn kil- 
ten you've ever seen, it tells at 
a glance how LANOLIZING with 
ESQUIRE BOOT POLISH gives that 
“Looking Glass" ‘Shine. And it's 
yours .. . absolutely free. . . to 
display in your store... in your 
window. Write for your free dis- 
play, today. 





5 NEW YORK 








throughout your entire factory 


Every department, every office, every building oper- 
ates on the same accurate time when it is equipped 
with the IBM Self-Regulating Electric Time Indi- 
cating System. 

An IBM Master Time Control “manages” your 
entire timing operation with split-second accuracy, 
checks each secondary clock once each hour and 
coordinates it with the Master. 

Shifts come and go, their movement based on 
identical time. Each employee knows at a glance 
when to expect the change-shift signal. Uncertain- 


IBM 














ties and confusion caused by time inaccuracies are 
eliminated. 

The Master Control coordinates time records, 
too, through its “management” of IBM Time Re- 
cording devices. Of many types, these include At- 
tendance Time Recorders, Door Recorders, Job 
Time Recorders. IBM Systems also provide for co- 
ordinating signaling devices employing bells, buzz- 
ers, gongs, horns or sirens. 

IBM’s complete and fully responsible advisory 
service is yours without obligation. 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 
Electric Punched Card Accounting Machines—Electric Typewriters 


International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N.Y. 
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“RIGHT” FROM 





EVERY ANGLE! 





Take it from any angle . . . here's shoe value that pay» off 
in pretty profits. Sir Walter Shoes step out alongside more 
expensive lines . . . move in fast to carry off top honors 
with value-wise and style-wise men. Styled right, made 
right, priced right . .. the “Sir Walter ™ is “right” for you. 
NATIONAL SHOE COMPANY 


Division of Craddock-Terry Shoe Corp. 
Lynchburg. Virginia 


SEE THEM! 














.. still means 


every word 





v it says...! 


PAHO 


kip /eathetrs 


SINCE 1870 


Sales pnts: 


$T. Louls 
Allen & Stis 
1433 Locust St. 


MILWAUKEE 
C. E. Becker & Co. 
647 W. Virginia St. 


CINCINNATI 
W. D. Cost & Company 
307 E. 4th St. 


SAN FRANCISCO 


730 Mission St. 
f oF e 


240 W. SUSQUEHANNA AVE., PHILADELPHIA 22, PA. 
83 SOUTH STREET, BOSTON 11, MASSACHUSETTS 
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DU-BARRY 


(IN STOCK) 
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SAPPHIRE - - true style gems . . . 
real shoe fashion jewels . . . 

in genuine full California process 
construction. Available to select retailers 
in the high style category, 
SAPPHIRE footwear offers a brilliant 
array of fashion for 1947. 

4 # 25 last 

a's Black patent leather, or 

‘ Black Suede Kid 

22/8 heel 
Full kid lined 

Full leather-bound platform 


Sizes: AA - 512-9 
B-4-9 


H. 
), MANCHESTER ey 


i E 
Spa Pavey 














N 97CC NORTHWESTERN TANNAGES 





Five bross eyelets 
odd to the sturdy 


lines of this moc 
casin-vamped 
biucher; heavy 
stitching is re- 
peated on the 
quorter. Designed 
by Freemon Shoe 
Company 





Phymouth 
= Waste 74 


FOR MEN 


LEATHER COMPANY * waseae Gee 





















































Some smart shoe salesman has added to their perfect bliss 

. . . he knew the buoyant comfort of Rajah Soles would give 

them that walking-on-air feeling. Knew, too, as all up- 
ae to-date salesmen do, the moisture-resistance, flexibility and 

wear (wear with a capital W-E-A-R) that have made 


National Shoe Fair 


Rajah Soles a ul untry’s finest leisure 
Oct. 28, 29, 30 & 31 ja Sole popular feature on the co try s est le 


footwear. You, too, can build your sales future with 
that famous phrase, SOLES BY RAJAH! 


Rajah SOLES 


U.S. PAT, OFF, 


Founded 1837 


AtPeReeoe BWAtCe @Ousespere CORP ARVT, NORT A @u:incvy7ti, MASS. 
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October 15, 1946 








GRES TER S C.Relee se a 


The home of Servus Rubber foot- 
wear, Rock Island, Illinois, in the 
heart of the Middiewest . . . ideaily 
situated on the Mississippi River and 
serviced by four railroad lines and 
cross-country trucking service. 


_—_— 


THE SERVUS RUBBER CO. 


With confidence in the future born of twenty-five 
years of experience and successful operation in the 
rubber footwear industry, The Servus Rubber Company 
looks forward to the years that lie ahead. As evi- 


dence of its faith in the years to come and of its’ 


desire to be of the greatest possible service to its 
ever widening circle of friends and customers, Servus 
is today increasing its production and distribution 
facilities. 

It is the sincere desire of all of us at Servus that 
the future may bring a continued mutually pleasant 
and profitable relationship between our loyal custom- 
ers and A GREATER SERVUS RUBBER COMPANY. 


70 


On the occasion of its 25th an- 
niversary, The Servus Rubber 
Company wishes to express its 
appreciation to the many friends 
and customers who have contri- 
buted in great measure to the 
Company’s successful growth and 
sound position in the rubber foot- 
wear industry. Your loyalty and 
cooperation through these many 
years have been a source of in- 
spiration to us all. 
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Located at the crossroads of American production and shipping, The Servus 
Rubber Company plant and general offices in Rock Island (branch office in New 
York City and warehouse in Lambertville, New Jersey) supplies the nation with 
rubber and canvas footwear noted throughout a quarter of a century for its 
quality, style and workmanship. : 





Servus is looking forward to meeting and talking with its many friends at the National Shoe 
Fair in Chicago, October 28, 29, 30 and 31. Our headquarters will be located at the Blackstone 
Hotel. Stop in to see us there. 


October 15, 1946 





or heel ad 


Only Oo , phies have this improved 





Ah 


Oomphies are bringing your customers some- 
thing brand new in comfort—improved heel seats* on scuffs and 
sling back styles—an exclusive Oomphies patent! Here's a heel seat 
that’s scientifically designed to cushion the wearer's heel against all 
shock. Customers will instantly appreciate the difference—they just can't come down hard on their 
heels! It’s a completely new construction, the heel seat becoming part of the arch support, to give 
increased comfort and resilience where most needed. And so Oomphies keep 
getting more and more comfortable! With this exclusive patented 
feature, we give you one more reason why your 


137 Varick St., New York 13 
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a 
gee: TO MEET US AT 


NATIONAL SHOE FAIR, CHICAGO, ROOM 789 
OCTOBER 28, 29, 30, 31 


THE Cr Oni’ 
| “SKYROCKET” 
GOES INTO HIGH! 


NOW...AIR-O-MAGIC’s tremendous 











magazine and newspaper advertising, 





power-packed promotional material and 


sensational contest go to work for you! 





“O-MAGIC dealers from be event ave FREE ENTRY CAS... aed vous 


ly now, ond if more ore . 
just write ovr Contest Deporiment at | 


planning windows, running local ads, distributing Marion, Indiano. 
contest entry blanks. NOW it’s up to you! 
Make your store contest headquarters and watch 


profits and prestige zoom UP! 


We're 
turning 
the page... 


WITH U.S. 
RUBBER HEELS 


October 15, 1946 














_ FOR FALL SHOE PROMOTION! 


As featured in: 


e HARPER'S BAZAAR, September and October; 
e VOGUE, October 1 and November 1 


Connoisseur Colors. . . distinguished contribution of VinyuiTE Plastics to a colorful 
fall ... and a fashion theme worthy of aggressive shoe merchandising and promotion! 
The same superb qualities that characterize other VINYLITE Brand Plastic formula- 


tions are to be found in each of these exciting shades, too. Thus you can build a front 
page color story on a sound, reliable basis! 
Capitalize on this Connoisseur Color splash by featuring every dramatic shade: 


e Mink Brown e Picasso Red 
e Venetian Wine @ Deep Sapphire Blue 
e Ming Green e Ebony Black 


Add extra punch by contacting your hand- 
bag buyer for a promotional tie-up . . . 


AND FOLLOW THE SALES-PACKED 
“VINYLITE” PLASTICS CAMPAIGN IN: 
e Saturday Evening Post ¢ Esquire 
e Ladies’ Home Journal e@ Parents’ Magazine 

e Better Homes and Gardens 


BAKELITE CORPORATION 
Unit of Union Carbide and Carbon Corporation 
30 East 42nd Street, New York 17, N. Y. 


Distributors: HERMANN LOEWENSTEIN, INC., New York ag 





PLASTIC PRODUCTS CORPORATION, Boston and New York 
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* A DIVISION OF THE FAMOUS TARSAL TRED LINE OF SHOES 


THE H. C. GODMAN CO., 


COLUMBUS 16, OHIO 








BB batons 
PANGLENG 


Soles 


The increasing eagerness for sole economy and 
sole wear is encouraged by a far-reaching PANOLENE advertising 
campaign in powerful national magazines. Millions of women 
are reading and remembering “Buy your shoes BOTTOMS UP!” .. . 
are being urged to look for PANOLENE. And reports coming in from 
all over the country show that they are doing just that. 


We’re telling it to 
millions of customers in the 
nation’s foremost magazines 


PANOLENE DIVISION; PANTHER-PANCO CO., CHELSEA, MASS, 
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OAST-TO-COAST CUSTOM 
THE Y WANT STYLE 







No. 12002 
Women's Smooth Elk T 
No. 12003 STRAP © Leather Plat 
Women's Smooth Elk JESTER »* form © Black or Brown 
Leather Platforms * Black or Brown Sizes 4-9. AAorB 
Sizes 4 - 9. $3.60 
AA or B. $3.60 h 


~ 
MOTHER, 





eae your styles, name your 


materials, name your patterns. 
















More important still, name your Me 
. o.% Wir 8 
own delivery dates. If it’s a spe- Sess 6 
. No. 4102 it 
cialty shoe for street, casual or No. 12008 sll nies Gall hit 
i ak a Women's Smooth Elk LOAFER ° form * Leather Sole * Brown 
lounging wear, or if it’s rubber Leather Platform, Sole and Heel * - Black, Red, Blue. Sizes 4-9 A 
Brown or Red, Antiqued 
footwear for every member of the Sizes 4-9 $2.35 
: : = gr s M. Width $3.30 Available No. 4103, no plat 
family, Gerda’s Got Them. Gerda’s Also No. 12009, Brown Rubber Sole No. 971 form $2.25 
si — No Platforr > 
stock is the talk of the country. $2.9 ~ 


Gerda’s speed of delivery makes 
merchants rub their eyes in won- 
der; and Gerda’s prices give them 
that happy “mark-up” smile. 
But, it’s the simplicity with 
which all these needs can be or- 
dered from one house that makes 


Gerda so popular with merchants. 


IDA IS ALWAYS AT YOUR REGIONAL SHOW 





No. 4470 
Embroidered Bengaline « 
Leather Soles * Black 
Royal Blue, Red, Wine 
Pink, Light Blu 


All 
White. Sizes 4-9 
M Widths $2.50 
Also Gore Back No, 4475, 


Same Colors $2.40 















Embroidered Bengaline * Leather 
Sole, Hidden Gore * White. Red 
Light Blue, Royal Blue, Black, Pink 


No. 316 


Embroidered Spiral Bengaline « 
Leather Soles . White, Red, Light 
Blue, Roya! Blue, Black, Wine, Pink 


Sizes 4-9 $2.35 
Also available No. 316X in velvet . 


Black, Red, Blue. $2.50 














eathe 





TOMERS ARE ON THE RUN 
VARIETY SiZeES$ 


No. 1000 
Men's Leather Electrified Shear 
ng Bootee * Brown, Red. Blue 
Wine. Sizes 6 - 12 $2.50 
Also available in Women's No 
1008, Sizes 4-9 


No. 624 


Men's Crushed Leather 

Romeo * Leather Soles 

© Brown. Sizes 6 - 12 FATHER, 

$2.95 

Aremnican men, women, and 
children are hungry for better 
shoes. They'll wear more shoes 
in “47 than they ever wore be- 
fore, and they'll demand the 
best shoes that their money can 
buy. Gerda Dealers will be 
ready for them with the fine, 
high grade merchandise these 
customers are seeking, because 
Gerda, months ago, planned its 
production facilities to produce 
a steady flow of just this “right 


kind” of merchandise. 


SEE US AT THE NATIONAL SHOE FAIR, 
HOTEL CHICAGOAN, ROOM 1694 


For this greatest shoe buying season 
ever, Gerda offers NOW these 21 styles 
in-stock, selected from the strong Gerda 
line. Use the Gerdagram order blank on 
the following page for more efficient or- 


dering and speedy guaranteed delivery. 


IMMEDIATE DELIVERY 


No. 318 


Bengaline, Gore Back « F 


, 
a 
Collar, Leather Sole ‘ 4 
White Pink Light Blx " o r 
Royal Blue, Red, Bla >a) . 
\ + 
we 


Sizes 4-9 


$2.35 Pe 
— 7 


SHOES FOR THE WHOLE FAMILY Ww 





= FASTEST-GROWING SPECIALTY HOUSE 
SHOES FOR THE WHOLE FAMILY 


Gerpa knows the American public like a book. They have been serving the 
retail trade for years. Thus they know what it is that the buying public is looking 
for in the line of footwear for the whole family . . . Shoes, slippers, casuals, rubber 
and tennis footwear. 

Call it uncanny if you will, but Gerda knows and Gerda always has the RIGHT 
shoes in stock at the right time, ready to ship when your customers want them. 


he ul f Way 4b Sinple- p ractical - Etficient 





—— — 


Und fot EACH a ic CHILDREN Ze 7 


It’s just one big, happy family with hundreds of new dealers joining up every day to bring 
these better Gerda values to hundreds of thousands of their customers. Write your sizes on 
the Gerdagram below. Mail it immediately. Gerda’s speed of delivery will astound you. 
We've tried to illustrate every wanted style. If we've overlooked your favorite, we prob- 


ably have it in-stock just the same. It’s well worth a letter of inquiry. 


No. 30! 


No. 306 
FAUST ¢ Kid Leathe 
pers . Leathe S 


Brown, Blue. F 


$2.10 


nUAGHAM 20 


To: GERDA FOOTWEAR COMPANY, INC. ees ae tk 


s for Th Whole Family 
Phone: WOrth 2- 1796 * 2-1797 


PLEASE SHIP CASES: 

Brown Blue Red Wine Black | ny Pink ite White See Pik Brown Blue Red Wine Biack eg Pink ike’ waite ‘see 
No. 1008 
No. 311 
No. 310 
No. 624 
No. 729 
No. 306 
No. 30! 
No. 40! 
No. 710 
No, 1829 
No. 464 = Red and Bive Combination Blue and Red Combinetion 


Name 
Address 
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tel 















Waar BETTER PROOF is there of Buskens unsurpassed 


© quality and style leadership than the tremendous consumer 


ig acceptance indicated by more than 2,000,000 pairs sold in a 


> 
a 


year and a half. What better proof is there of the soundness 
of Buskens as a line than the stores that successfully and profit- 
ably promote it. Buskens are nationally advertised in Mademoi- 
selle, Seventeen, Glamour, Screen Guide and other important 


magazines. 


y. ae America’s outstanding line of outdoor 


and indoor casual footwear, retailing for $3.00 to $5.00, lead- 
ing in dealer newspaper advertising in its field.” 


See the New Spring Sushens 


NATIONAL SHOE FAIR, CHICAGO 
October 28 — Nov. 2, Hotel Sherman, Gray Room 
*Women's Wear Retail Advertising Index 


CORTELL SHOE COMPANY, MANCHESTER, N. H. 


New York Show Room, Room No. 633, 47 W. 34th Street, New York 
Boston Show Room, Room Ne. 601, 111 Lincoln St., Boston, Mass. 


October 15, 1946 
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The “Who's Who" in 
American Business features 
Akron, Ohio A. Potsky Company 
Asheville, N.C. Ivey's, Ine. 
Atlanta, Ga... . Rich s 
Augusta, Ga. J. B. White 
Baltimore, Md. Hochschild Kohn Co. 
Birmingham, Ala. Parisian Dept. Store 
Birmingham, Ala. Toranto Bros. 
Boise, Idaho C. C. Andersen 
Boston, Mass. Jordan Marsh Co. 
Bristol, Tenn. H. P. King Co. 
Brooklyn, N. Y. Abraham & Strauss 
Brunswick, Ga. Altman's 
Buffalo, N.Y. Hengerer's 
Canton, Ohio Stark D. G. Ce. 
Charieston, S.C. Condon's 
Charlotte, N.C. : Ivey's 
Chicago, tf. Mande! Bros. 
Chicago, Ill. Wieboldt 5 
Cincinnati, Oe. ............ Shillite's 
Columbus, Ohie F & R Lazarus 
Dallas, Texas W. A. Green Co. 
Dayton, Ohio Elder & Johnston 
Des Moines, lowa Younker's 
Elizabeth, N. J Levy Bros. 
El Paso, Texas Given Bros. 
Erie, Pa. Erie D. G. Ce, 
Fayetteville, N.C. Fleeshman's 
Fresno, Calif. Paul Galtond 
Ft. Worth, Texas The Fair 
Glens Falls, N. ¥. Kohn Bros 
Greenville, S.C. Meyers Arnotd 
Houston, Texas Levy Bres. 
Jacksonville, Fla. Paxson's 
Joplin, Mo. Christman's 
Kansas City, Ken........... tsis Shoe 
Kansas City, Me... Peck's 
Lewistown, Pa. siti Glick Bros. 
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a > Now Available 
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BOOTS . 





INDOOR AND OUTDOOR © 









. For 








) TADTLUM. Boot 


NU Viney soon 


x « Siuver CAPERS 
(sstek poornes 


penis « Resi 


; J MATES & SHEARLING SPECIALTIES 


ONSOLIDATED Poorwear | 


SOURCE 


SLIPPERS... 


SCUFFS - OPERAS - SPECIALTIES 


The Family 


Uorponarion 


+ te’ 
VISIT US AT THE 


NATIONAL SHOE FAIR 
HOTEL MORRISON 
ROOMS 722—724—726 Oct.'27,'28,'29,'30,'3) 


Let us discuss your ‘47 requirements and show you 
how advantageous this arrangement can be to you. 


MALONE 
NEW YORK 





A NEW SMOOTH 


Makes the foot slide so easily 
into the shoe. All wanted shoe 
colors. 
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DICKERSON FAMILY REUNION 
PALMER HOUSE 


OCT. 28th +» CHICAGO «+ OCT. 3ist 


ime 


SALESMEN AND EXECUTIVES 
IN ATTENDANCE 


ROOM—806 
W. T. DICKERSON, PRESIDENT 


OWEN H. DICKERSON W. T. SPANGLER, Sales Manager 


WM. P. LANIGAN O. H. KIRKPATRICK 
ROOM—8&55 ROOM—8&56 
PAUL J. LEE LARRY MINOR 
ROOM—8&57 ROOM—8&58& 
R. H. (BOB) LEWIS KEN RANSOM 


THE WALKER T. DICKERSON CO. 


COLUMBUS . OHIO 


October 15, 1946 85 








among 
yertised 


America 


*According to Women's Weer 
Advertising Index for 6 months, 
ending June 30, 1946 


among all 
magazine 
s in America 


SK 


SANDLER @-" 


OF BOSTON atin, 


Ow 
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THE QUALITY ELASTIC BACKING 

Make your satins shining examples of custom-like fit! 

Shape them, drape them with Firestone Contro elastic shoe 
backing . .. you'll get more material results! For Contro holds all 
shoes in fitting shape...and keeps that shape through 


miles of wear! It's the only elastic containing Vitalin, 


“the life-giving rubber vitamin! 
Write or call Firestone, Akron, or our New York Sales Office, 
Empire State Building, New York 1, New York, for further information. 


*REG. U.S. PAT. OFF. aw 


Listen te the Voice of Firestone Mondoy Evenings over NBC 








in the glove-fit 
style made possible 
by Lastex yarn 


« The increasing popularity of this 


type of shoe with the wearer has 


put the demand for it far ahead 


of the supply of necessary 
materials. However, the situation is 
improving in this direction and we hope 
to be able to make substantial deliveries 
on orders timed for Spring lines. Under- 
write customer satisfaction by specifying 
“Vamos”’ elasticized shoe fabrics . . . all made 


exclusively with Lastex yarn . . . all 








made to the exacting “Vamos” 


standards of quality. 


semcnasect”_\ ALFRED VAMOS, INC. 
aed QUALITY SHOE MATERIALS 
406-416 Marbridge Suilding » 47 W. 34th St., New York 1, N. Y. * Tel: Wisconsin 7-8827 
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gTis shoe quality 


proval, Cu 
¢ the winner. 


y for public ap 
the pennant 
style No. 860) 


In the keen 

and value oO 
(Illustr 

cHUS eTTs 


Four Generations of 
Fine Shoemaking curtis SHOE COMPANY, 





See us at the 


PALMER HOUSE 
Exhibition Hall 
FOURTH FLOOR— BOOTHS 77-78 


THESE ARE THE AV0 N SOLES TO SPECIFY FOR YOUR SHOES 


Du-Flex NAP, Du-Flex GRISTLE, Du-Flex GUMSAR and AVONITE in all approved standard 


colors and thicknesses for all types of shoes for men, women and children. 


AVON SOLE COMPANY + AVON, MASSACHUSETTS 


Specialists in the production of fine quality sole materials for thirty-five years 





a style 
can be 


copied —_ 


but a quality leather 


can only be imitated. 
| 


In patent, there's nothing 


to eq ual 





—anywhere in the shoe world, 
the name means the finest 


patent leather 


SETON LEATHER CO. .NEWARK 4, N. J. 








an Kid Leathers for 444 Yours 
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Plastics, toa 



















And naturaily the newest 
and finest virgin vinyls pro- 
i duced by modern science 
... Fisher Products. 
























ae 
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@ A surface of lasting per- 
fection 

@ Uniform texture and 
toughness , 

@ Chemically balanced 

@ Accurately compounded 
and fabricated 

@ Economical cutting ...no 
waste in films or sheeting 

@ Full range of color in 
transparent, opaque and 
variegated effects 


@ For shoes, bags and 

















For full information, write our Plastic Division 


WILLIAM AMER €0. Miidel hia 23, Ba. 


AGENCIES— MULLINS, TROWBRIDGE & CO., 40 South St., Boston Tl, Mass. © C. ROY FISHER, 45 Andrews St., Rochester 4, N. Y. © GEO. W. NEWMAN LEATHER CO., 
232 E. 8th St., Cincinnati 2, Ohio; 30 W. Mound St., Columbus 15, Ohio © WM. M. TAGGART & CO., 1602 Locust St., St. Lovis 3, Mo. © A. A. WAKEFORD, INC., 918 
N. 4th St., Milwaukee 3, Wis. © SAMUEL D. ALLEN, 193 2nd St., Son Francisco 5, Col. © LUBELL HOCHMEYER, INC., 188 Williom St., New York 7 N. Y. 
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Pre-School 
and School 







Pre-Walker and 
First Stepper 


For the man who is thinking 
of tomorrow, the Dr. Posner line 
is a positive policy of Profit Protection. 


Shove Why 


1. Since 1888, the Dr. Posner name has had 
Professional Distinction in children’s shoes. 





2. The Dr. Posner lasts have been scientifically 
determined on Correct “Body Balance” principles. 





3. it is a “Balanced” Line — with styles and sizes for 
every child of every age “from crib to college days”. 


4. Powerful National Advertising. Four color pages in 
Good Housekeeping and Parents’ Magazine — black and white in 
Ladies’ Home Journal, Woman’s Home Companion, Child sud 
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This 4 Page Advertisement Appears in October 
Good Housekeeping Magazine 








IF YOU'VE EVER SAID 


“My Feet 
Pohe Killing Me “ 


a Se 
‘w 


try these amazing shoes 
designed by 
Dr. M. W. Locke 





Tired of pain-wracked feet? And tired, too, 
of sacrificing foot-comfort to shoe-style? Then pamper 
your feet ... delight your sense of smartness .. . in 
Dr. M. W. Locke Shoes. Designed by the only man who 
ever treated a million feet, these truly different shoes 
assist in relieving foot misery by helping the bones and 
muscles of the foot to function normally. For serious 
foot ills see your foot specialist first. Otherwise 
visit your nearest Dr. Locke Shoe Dealer. See his 
Dr. Locke Shoes in smart new styles for working, 
walking, and informal social occasions. 


Dr. M, Ue ocke doce GY 


FOR MEN, WOMEN AND CHILDREN 


MAIL COUPON FOR FREE BOOK TODAY! 
“INVITATION TO FOOT COMFORT” 









Please send me a FREE copy of your book- 
pe par li pt pin eg 














Lock wedge Shoe Corporation of America, Name 

Inc.. 270 So Front St., Columbus 15, Ohio. andi 

(In Canada address Lockwedge Shoe Cor- 

poration, Ltd., Perth, Ontario.) City State... 






NATIONAL 
SHOE FAIR 


Palmer House 
ROOM 724 








LOCKWEDGE SHOE CORPORATION 


of America, Inc. 


Columbus 15, Ohio 
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1947 


AS ALWAYS 


— Sndividuatity 
IN STYLING plus INGENIOUS CONSTRUCTION FEATURES 


SEE 





NATIONAL SHOE FAIR 
Chicago, October 27-31, 1946 
Mezzanine Floor — Hotel Morrison 


Cambridge Rubber Company 


mls a 


CAMBRIDGE 38, MASSACHUSETTS 


















“HOME OF THE 
CHICAGO SHOE CLUB 


_ While at the Shoe Fair 
VISIT OUR TENANTS: 


Advanced Wool Skin Shoe Co. 
American Footwear 
Beeson, Sam A. 
Boot & Shoe Recorder 
Bristol Mfg. Co. 
California Slipper Co. 
Carolyn Shoe Co. 
Casuals Inc. 
Chapman, Julian H. 
Charlsam Footwear Corp. 
: Chicagoland Footwear 
: Consolidated Slipper Corp. 
Cossack Bootees, Inc. 
Desco Shoe Corp. 
Dodd, Dorothy Shoe Co. 
| Eastern Footwear Corp. 
; Empire Specialty Footwear Co. 
Engquist, Howard J. 
| Enna Jettick Shoe Co. 
Evans, L. B., Son Co. 
Feltman & Curme Shoe Stores 
Co. 
| Fitzgerald, Sue M. 
- Hi-Grade Footwear 
Hoeffel, J. F. & Son 
Hollywood Shoe Co. 


International Shoe Co. 





ONE HALF BLOCK FROM 
THE PALMER HOUSE 


SHOE 
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Kay Karzmar Casuals 
Kline, H. J. 

Kling’s Theatrical Shoe Co. 
Knights-Allen Co., Inc. 
Kramer, Martin Shoe Co. 
Manistee Shoe Mfg. Co. 
Miller Shoe Co. 
Moncey Products Corp. 
Mond] Mfg. Co., Inc. 
Mooercraft, Inc. 

Moore, Joseph 
Myerson, Arthur 
Northern Footwear Co. 
Nurse Shoe Co. 
O’Connor & Goldberg 
Patterson, Warren D. 
Peterson, Robert J. 
Pfaff, Fred 

Queen Quality Shoe Co. 
Raymond, John B. 

Dr. Reed Cushion Shoes 
Sawyer Moccasin Co. 
Smith, Car] T. 

Smith, M. C. Co. 
Starlet Footwear Corp. 
Sun Valley Boot Co. 
Swan Shoe Co., Inc. 
Vogue Shoe, Inc. 
Walker, E. J. 

Walker, G. F. 

Wax, Simon B. 

Wendt, Fred H. 


e 
For Information on Building and 


Offices, Please Write or Phone 
CHAS. G. LINDEMAN 
GORDON STRONG & CO. 


209 S. STATE ST. 
HARRISON 819! 
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National Shoe Fair 
Rooms 728-729 
Palmer House 


eres how Pro-tek-tiv 
és haudliug Problem Parents 


@ Everybody talks about “Problem Parents.” Here’s 
what Pro-tek-tiv is doing about them. It’s making 
your service job easier with the “Check Feet Eve- 
6 Weeks” campaign . . . reminding parents to check 


feet as regularly as they do eyes and teeth. 


This pioneering Pro-tek-tiv promotion is com- 
plete in every detail . . . from the campaign 
in PARENTS’ MAGAZINE to clerk follow- 


ups and counter cards. 


Look to Pro-tek-tiv for more and better things 
in Children’s Shoes. For correctly fitted 
shoes for the completely normal foot 

... it’s Pro-tek-tiv. 
Also Manufacturers of 


Modern Age and Official 
Girl Scout Shoes. 


© Pro-tek-tiv 


CURTIS + STEPHENS + EMBRY CO, 
READING * PENNSYLVANIA 





SEE 7HEMM 


See the complete line of PLAY-POISE 
Shoes on display at the Shoe Fair. 
There’s a great sales future in PLAY- 
POISE, the only children’s shoes with 
“Magic Circle Fit, the Fit with a Future”. 
Advertised in Parents’, Good House- 
keeping, and Ladies’ Home Journal. 
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FULLSOLES g» CORD WHOLE HEELS 
The Tuff Cord Sole that's really tuff, tuff 


enough to take the hardest wear - yet flexible 

enough for every type of shoe. 

Buyers everywhere are welcoming this. all- qn 
weather Tuff Cord Sole and Heel combination i cae 

for the winter season as the ideal solution for the 

hardest to please-where every need is Satisified. 


This Tuff Cord Combination merits its 
position in the Spotlight, because of its 
stubborn, rugged - durability, its design, 
and the compounding creation by £ddex, 


TUFF CORD 


Spotlights 
@ Dry shod with Tuff Cord 


Soles 


@ Service and comfort 
@ For working and walking 
@ Tuff and rugged for the 


hardest wear 


RUBBER COMPANY 


TRENTON, NEW JERSEY 


fr 
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NATURAL BRIDGE SHOEMAKERS ~~ Division of Croddock-Terry Shoe Corp., lynchburg, Vo. 
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0. K., so it has been the number one leisure shoe 
with American men. We know it’s been the fastest 
thing afoot in the shoe industry for the past two 
years ; that’s why Falcon was so determined to make 


’ it really fit the foot. True it’s built sales and profits 


‘ 


for you, but you know well it’s been a headache 
too. It’s caused more cusses and torn socks than any 
shoe you ever fitted to a man’s foot, that is, Mister, 
it has — Up Until NOW. 


FALCON SHOE MFG. COMPANY 





(CASIUNALS | 


BUT, NO MORE. .. FalcOgphias solved every fitting 
problem in this popular shoe, and believe us, there 
were plenty. How we’ve done it is our business ; but, 
why we've done it is your business! In 1947 you'll 
sell Jodphamocs, the leisure shoe with a future, 
free from every fitting problem. 

To keep their fitting features safe for Faleon dealers, 
applications for JODPHAMOCS, registered name and 





C. H. Alden has, for over 62 years, produced 
a quality shoe of enduring appearance and 
satisfaction . .. a shoe which combines proper 
style, fine materials and skilled craftsmanship. 


NATIONAL SHOE FAIR 


Room 702, Palmer House 
Chicagea, Illinois 


OCTOBER 27th a 3ist 
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THE C. H. ALDEN SHOE COMPANY *« « « OLD COLONY SHOE COMPANY, BROCKTON, MASS. 
Offices: 505 Haas Bidg., Los Angeles 14 921 Marbridge Bidg., New York 1 
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Aniline colors, grain and finish 





matched only by genuine alligator 





R. NEUMANN & CO. 


fine leathers since 1963 
HOBOKEN NEW JERSEY 


maybe -nobody cares but us... 


just im case anyone is interested, 
five of our clients have advertisements in this issue 
eee and here’s who and where: 
John R. Evans & Company — on THE FRONT COVER 
Daytimer Shoe Company — on Paces 9-10 


Compo Shoe’ Machinery Corporation — on paces 44-45 
Avon Sole Company. — ON PAGES 90 
L: B. Evans’ Son Company — on Paces 184-185 


Lots more in other magazines, newspapers and on the air 


R. D. NORTHROP COMPANY 


an Advertising Agency in Boston... 
NATIONALLY RECOGNIZED AND FULLY ACCREDITED 
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The artistry of Joyce's fine shoemaking combined 


with Rueping’s richly-colored, soft, mellow leathérs 


to make shoes by Joyce a real campus joy. 


RUEPING’S LEISURE KANKAKEE 


FRED RUEPING LEATHER C€CO., FOND DU LAC, WISCONSIN, 
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follow 
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frend 
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NEW YORK 
SHOE MARKET 


STYLE... ECONOMY . . . CONVENIENCE . . . ACCESSIBILITY 
All within a stone's throw when you buy in the New York 
Market. In the Heart of Manhattan, grouped within a few city 
_ squares, are the most progressive shoe houses In the country. 
Your buying needs can be met from the tiniest toddlers to the highest 
fashion, if you follow the trend to the New York Shoe Market. 


Shoe Wholesalers Association 


SIDNEY 8B. FELSENFELD 
President Executive Secretory 


320 BROADWAY NEW YORK 17, N. Y. 
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EATURE CONSTRUCTIC 
THE EDGE 


BARBOUR REVERSE WELTING 
. +. Stitched or plain — all the 
advantages of reverse welt 
construction without expensive 
handwork 


NOTCHED 
WELT — the 
of youthful 


BARBOUR STOUT- 
EDGE WELTING— 
Grain Shoulder 
Bevel for Custom 
appearance 








BARBOUR WELTING COMPANY 


Brockton 66, Massachusetts 


Specializing in the designing and manufacture of Welting exclusively since 1894 





MORE me at Se - Pa. Us wEA Ras FOR sO Cree 2 
Coodvear Stout-l dve Dresswelt Stitchdown 
Stormwelt Split-Reverse Snowflake Rugged Edge 

Silhouwelt 


{ll Barbour Spee Ting Molt anise patented 











FIRST OF THE 
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TRADE MAR 
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IT’S THE Ail 
AND“ IT’S NEW! 


* 
iw 3 
Vena’ 


See the entire Conrad line 
in Room 676 
Palmer House, Chicago 
National Shoe Fair 









Perforated for comfort, laced for sma 
hand-stitched true moccasin upper construch 
and leather-soled for wear indoors and ¢ 








CONRAD SHOE COMPANY 











CONRAD 


NERYTHING A FELLOW/WANTS IN THE SMARTEST CASUAL SHOE!| 


LZ 


Sheen | 


¥ 









True to Conrad’s unmatched record for practical, universal- 
appeal style hits, we’ve done it again . . . this time with the 
SIOUX . . . the Big Chief leisure shoe for 1947. 


It's a man's shoe that has youth, virility, snap, in every 
line and feature ... comes up to a man's expectations 
in comfort and sturdy footwork anywhere. 





etailers tell us we've styled another winner — with 
ing accents that talk a young fellow's language! 






NO RTH 
MAS SACH 
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N. Leeznte hk Compny, Fae. 


121 BEACH STREET, BOSTON 11, MASS. +* TANNERY: BREZNER TANNING CO., PENACOOK, N. H. 
AGENTS 
H. B. Avzry Co. Homer Bear D. Crournarp Epwarp F, Hotmes Ep. R. Lewis 
St. Louis, Mo. New York, N. Y. Montreal, Canada Chicago 6, Ill. Leather Co, Ltd. 


Toronto, Canada 
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By Vic mie) meu: 
7. ADS IN THE 


|} SATURDAY EVENING ~ ~ 
Post | 














When a manufacturer asks you to “watch We 
for our ads in the Post,” he's calling your rr] 
attention to the best kind of local support. ¥ 





For advertisements in the Post reach your 
a best customers—the leaders, who are first 


to buy the new and better things. 


And advertisements in the Post get atten- 
tee ) tion. For people like to read ads in the 


-Post—far more than.in any other magazine. 
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| BITS WET OUTSIDE So-Lo’s “HEELSTPAD” ad 


ETTER PUT INA 


é 


= RUBBER OVERSHOES 77° 


Fast-Seller! 
Big “Rainy Day” Profits! 


They're back again—So-Lo’s “Heel-Strap” Over- 


shoes—and they're even more popular, even 
faster year ‘round sellers and bigger profit 
- makers than ever before! 

These Overshoes are made of 100% Pure Neo- 
prene Latex. They're smarf—in satin-finish jet 
black, with streamlined styling. Made in two 
sizes, for any size shoe—small for sizes 4 to 6 
and large for size 6/2 and larger. Many other 
outstanding popular features described at right. 


Folder “Reiny Days" 


ORDER NOW! 


Sell! 


< COMPACT— 
—— CARRY IN 


LONG WEARING PURSE. 


NON- 
a 
UG FIT a 


$-T-R-E-T-C-H TO FIT 


| wo NVA 
FREE Selling Helps fe SKID i 17 = 4 
_ cept bya ig iy enontng naga 
ne —_ 


A single rainy day means a big profit loss for you—if you 
DON'T heave So-le’s “Heel-Strap” Overshoes on hand. 


q Stock up—rush your order today! 


DISTRIBUTORS: A FEW TERRITORIES, INCLUDING 
EXPORT, STILL OPEN WRITE OR WIRE 

SS SSSR SBS SSSR SSSR BS SSS SS 
So-Lo Works, Incorporated 
Loveland, Ohio 

ND BIg. 4 eats a ree cir hi A Aap Ws 88 ; 
... gross So-Lo Overshoes at $66.53 per gross. 


ADDRESS 
SHIPPING POINT 
NOUS GN ods oda Bicavscckavdse pas rites pe 


October 15, 1946 


NOW BEING FEATURED ON RAINY DAYS BY: 


«Marshall Field, Chicago The May Co., Cleveland 


L. S. Ayres, Indianapolis Kaufman's, Pittsburgh 
Stix, Baer & Fuller, St. Louis Gilbert's, Los Angeles 
Wanamoker's, Phila., & N. Y. C. Filene's, Boston 
Macy's, New York City . Shillito's, Cincinnati 
Elder & Johnston, Dayton, Ohio Powers Dry Goods Co., Minneapolis 
Lazarus Co., Columbus, Ohio Hochschild, Baltimore 

and many others 


SEE OUR DISPLAYS 
at the Shoe Shows 
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HEADING YOUR WAY 


Thousands of shoe men are heading for shoe conventions and 
style shows. They will note how calfskins, as always, are re- 
served for true style footwear. Shoe manufacturers, retailers, 
and consumers prefer beautiful calfskin shoes, made from 
American calfskins, that show quality construction and style 
to their best advantage. 


AMERICAN HIDE and LEATHER COMPANY 
BOSTON 
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(OU°VE EVER SEEN OR SOLD 


Combining The Perfection Of Fit Of American 
Lasts The Beauty Of American Styling With 
The kch Selection Of South American 


Materials And Their Wasterly Shoemaking 


Women’s Shoes In The World”—that is indeed a strong statement and 
yet, more modest words could never describe CORMONS CREATIONS ade- 
quately. America’s foremost judges of fine shoes enthusiastically acclaim them 
and say that of all imported footwear they've seen, CORMONS CREATIONS 
most closely approximate that perfection of detail which makes a wonian’s shoe 


completely desirable. 


Products of the finest shoemakers in South America, CORMONS CREATIONS 
are being featured currently by an impressive list of stores throughout the 
country. They are available now to other fine stores. We will be proud to show 
them to you and to point out how well they can supplement your high grade 
women’s shoe merchandising. 





eA 
MARX « NEWMAN COMPANY, Inc., 

























DERNIER CRI e GONDOLA WALK e JUNGLE FLATS* 






nd 

e- R.. years Buenos Aires, Baris of the Western Hemisphere has 

m Send ate its style origination and for the perfection of 

iS il ee in the beautiful women’s shoes it pro- 

e x a cosmopolitan city, the finest, most luxurious 
roan have been made available for its artists and craftsmen 
in shoes. f 

S 

Marx & Newman concehtat the: plan ‘af adopting and supplying 

; South American Shoémakers with Am ivar lasts with standard 

size markings over which‘to make beautiful shoes. American 

lasts were sent post-haste tg Buenos: Aires and several months ago 


our customers received the first chip tiaets ‘of CORMONS CREA- 
TIONS. We expected "bedutiful shées.. . . But, never believed that 
such exquisite shoes could be made evéllable to American women 
at the present time. They’r® ready for your inspection. When you 
see them, you'll share our enthusiasm for glamorous, lyxurious 


CORMONS CREATIONS. 


* TRADE MARKS. REG. U.S. PAT. OFF. 











Right in the middie is “right."’ Philadelphia is the most 
centralized industrial market on the entire eastern 
seaboard. Freight rates to most points ore a good 
deal less. The Philadelphia wholesale shoe market is 
compact and accessible. Buy in the Philadelphia 
market. You'll save time and enjoy your buying 
trip. Discover for yourself why Philadelphia is 
FIRST FOR FOOTWEAR 





7 -sanee THESE ESSENTIAL ADVANTAGES 


- Lower freight rates to most points . Close to famous hotels and restaurants 
. Greater number of “good” houses Cordial and friendly atmosphere 

. Most centralized morket on East coast . Faster and better service 

. All’ houses located on one street . Complete price range and selection 

. Close to all major train terminals . Close to manufacturing resources 


“Firat tu “Footwear ; 
PHILADELPHIA SHOE WHOLESALERS’ ASSOCIATION 
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1922 


SINCE 


KRISCHER, ROGERS AND FISCHER 


“Hoon for Reliable Jrotooan” 


20 NO. FOURTH STREET 


19 
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That means lighter and stronger than, leather, no slipping 
on wet pavement, better insulation against heat or cold. 

See how easily it flexes, Madam? Nothing else will 
give you such flexibility and still provide such firm 
footing. Furthermore, DANOLITE* holds the shape of 
your shoe better, because it.stays flat — never curls. It 
won’t mark a floor, either. 

And talk about style! It comes in all colors» and you 
can see for yourself how thin it is. Yes’m, it’ll be as easy 
for you to wear DANOLITE as it is for me to sell it! 


DANOLITE 





“THE SOLE REASON FOR BETTER SHOES” 








"Trade Marks Reg. U. S$. Pat. Off.» Danolite Division of the Danbury Rubber Company. Danbury, Connecticut 


120 Boot and Shoe Recorder 















) for various types of sports wear. Then they 

= Now. ! see they’re back—or rather, this Danbury 
eet 

Sempany has developed a synthetic crepe called 


: 
a fet 
-PexX* | 


—— 


: re EPEX comes in all colors, gives extra comfort 
Walking, has excellent flexibility and softness— 
Wears and wears and wears. And, because of the 
pep, corrugation, CREPEX won't skid. | guess you 
Might say that it’s the sole with the perfect grip. 

™ That’s why we're both going in to get some shoes 
soled with CREPEX. 





S 






wes (sed 3p) ees eee ae ~Vrrode ftelis tag. U2S. Sat 08. «Danbury Rubber Compiny, Danbury, Connecticut 
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THE FLORSHEIM SHOE COMPANY @ Convention Headquarters Rooms 752-754, Palmer House 
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ashin shinglon newsre of 


by EUGENE J. HARDY 


The 1946 National Shoe Fair will find the shoe indust on the 


threshold of its greatest production year despite weighty price and material 
ablan 








Black markets in meat and low hide and leather inventories notwith-— 
standing, the best available government estimates indicate that about 
510,000,000 pairs will be made this year. 

Price-wise, the horizon is also clearing up. 

The manufacturing industry's position in regard to decontrol has 


changed radically. The principal pressure is for decontrol of livestock and 
meat, since it is quite clear that OPA means business in regard to leather and 


shoes. 





In some quarters, decontrol of livestock and meat has been labeled as 
the crux of the present leather supply problem. Undoubtedly, this is the long- 
range cure, since a return to the law of supply and demand is the only sure cure 
for the economic constipation afflicting the country. From a short-range view, 
however, the cure might be worse than the disease. Lifting of controls on live-— 
stock and meat at this time would result in an almost immediate strike in the 

cking indust according to experts here, resulting in the complete shutting 
off of all hide supplies for an indefinite period. Re-imposition of meat 
controls by the Price Decontrol Board about two months ago was the only factor 
that averted a strike at that time, according to these sources. Th® permanent 
cure for all these troubles will not be evident until after the government 
scraps all its controls, not only price, but wage, allocation, subsidy and all 
the other weapons of economic regimentation. 


More immediate and more concrete is the OPA plan to eliminate dis-— 
crimination in shoe pricing resulting from increases in imported raw stock. 
At the time of this writing, OPA had only permitted increases in "2a" (base 


period) shoes made from goat and kidskin. 


An extension of increases to cover increased costs of other imported 
leathers to only "2a" shoes has | “been recognized as manifestiy unfair by OPA. 


Such a situation might find one manufacturer using any of the imported 
leathers, on which OPA has upped prices, primarily in "2b" (priced on com 
petitor's models) and "3b" (comparable lines) shoes, with his own prices-subject 
to the same shoe ceilings as heretofore, while his neighbor, using his imported 
leathers in "2a" shoes, would thereby be entitled to a higher price. 


Convinced ak” i_some thing had to be done, OPA decided to adjust all 
shoe prices, not only b riod t s, to cover the increased cost of the 


various imported eathiens 
The price agency hopes to have this action embodied in an order before 


the end of the month. It is estimated that it will increase the level of shoe 


prices five to Six Pee cent, none of which will have to be absorbed by the 
stributive t 


eRe rm an overall price increase is not being considered and will 
probably not be seriously discussed unles there i rd movement in hide 
necessitating an adjustment all along the - However, an i © 
ent hide ceiling is definitely n h : drop 


oe production over a period of months would also result in some price 
astten: but this is also considered in Washington to be extremely unlikely. 
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Mode Art franchise holders will see our new 
line in white leathers ot the National Shoe Fair: 


ROOMS 1041-2-3-4-5-6. MORRISON HOTEL 


Also, during November, ot openings in: 


sT. LOUIS ° BOSTON ¢ NEW YORK ° PITTSBURGH 
CINCINNATI ¢ LOS ANGELES ¢ KANSAS CITY @ DALLAS 
MILWAUKEE ¢ \NDIANAPOLS ° ST. PAUL ¢ OMAHA 

NES @ OKLA e AUGUSTA, GA. 
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JRVING E. GROSSMANN, execu- 
tive head of the manufacturing divi- 
sion of I. Miller & Sons, Long Island 
City, New York, addressing some 
300 people at the first post-war 
regular I. Miller Dealer Meeting at 
the Ritz Carlton Hotel, said: 

“T am sure that I need not im- 
press upon you merchants the im- 
portance of happy labor conditions; 
‘and there is no better tonic for 
happy labor conditions than a max- 
imum take-home pay, twelve months 





in the year. Many men have writ- 
ten of the great challenge to capital- 
ism or industry. I doubt whether 
there will be a challenge if we, mer- 
chants and manufacturers collec- 
tively, will evolve a plan of steady 
income, at fair wages—wages rela- 
tive to the prices we place on our 
merchandise and the profits we 
both make. 

“Before the responsibility of 
management for its product, is its 
responsibility to its people—your 
workers and our workers. Business 
managements are, in a very real 
sense, the trustees of the potentiali- 
ties of those who work for them. 
After all, isn’t it people who make 
a business? Show me the business 
where people are growing and I 


will show you a business that is. 
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making a contribution towards the 
happiness of the workers, as well 
as a contribution to the American 
form of industry. The greatest con- 
tribution that we can make, you the 
retailers and we, the manufactur- 
ers, towards stability is to find a 
way of operating our business more 
profitably and with a more consis- 
tent volume for our workers. Every 
business man owes this major re- 
sponsibility to his organization. 
Only a profitable and steady-grow- 
ing business offers security to its 


* members.” 


J. J. BYRNES, sales manager of 
Johansen Bros. Shoe Co., Inc., St. 
Louis, Mo., says: 

“To predict when the shoe indus- 
try will be back to normal is quite 
an order. However, we believe that 
due to the critical leather situation, 
shoes will continue to be scarce 
through the Spring of 1947. No 
doubt there will be some relief in 
the Fall of that year. 

“As far as we are concerned, I 
believe we will be on an allocation 
basis for at least the next two and 
a half years. It is our firm belief 
that the shoe production for 1947 
will be the greatest in the history 
of the country." 


D AVID S. HIRSCHLER, president 
of Hofheimer’s, Norfolk, Va., says: 

“I do not know of any time in my 
33 years of operation, when our in- 
dustry has had more difficulties 
from the standpoint of manufactur- 
ing, and the retailer from the stand- 
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of the trade 


point of distribution. Materials are 
unavailable to the manufacturers, 
which therefore brings about a com- 
plication to us, as retailers. Some- 
thing has got to happen very soon, 
and fair prices must be given to the 
hide people and tanners in order 
that the industry can really start 
moving again. 

“From my observation, and re- 
cent return from the various centers 
where we depend solely for our sup- 
plies, conditions are most chaotic. 
There is hardly enough material 





flowing in to the manufacturers each 
week to keep their plants going. In 
return this will bring about reaction 
from the standpoint of the retail dis- 
tributor. A shortage of shoes will 
continue to exist until this situation 
is overcome. 

“We are going through an entire 
readjustment period, not only in our 
own industry but also in the eco- 
nomic situation of the world itself; 
but I have faith and confidence that 
all of these complications will ad- 
just themselves in the course of 
time.” 

om * > 


E. J. FANNING of Oak Park, IIL, 
says: 

“The public received a liberal 
education in shoe values the past 
four years. Many store keepers did 


{27 








WHAT PRICE FOOTWEAR? 


—At a recent Recorder editorial 
conference, the question came up 
as to the number of working hours 
required in various countries to 
enable the workman to buy a 
pair of average good quality 
shoes. 


—Through the good work of the 
Recorder's Washington office, we 
were able to obtain figures that 
are more precise than was orig- 
inally thought possible. 

—As a base we selected good qual- 
ity men's dress shoes retailing at 
at about $8.50 per pair on to- 
day's market in the U. S. This 

ir of shoes would require 8.3 
vestigate weil sare goer fh 
average American workingman. 

—A pair of shoes equivalent to the 
$8.50 pair was selected for each 
of the foreign countries. The for- 
eign figures also take in black 
market situations, currency evalu- 
ation and exchange, and inflation 
as it exists in each country. All 
of this material lends accuracy to 
the information herewith. Japan 
was left out of the calculations 
because the situation over there 
is so muddled that nothing accu- 
rate could be obtained. 

Working hours required 

to buy a pair of good 

quality shoes—on above 
basis 
United States 8.3 
Switzerland 13.6 
Denmark 16.9 
United Kingdom 19.8 
Sweden 20.2 
The Netherlands 25.8 
France 29.6 
Belgium 30.3 
Soviet Union 250.0 


—So you see, our country—with all 
its trials, tribulations and turmoil 
"shod" than any other country in 
the world. 

—Something to think about. 


Fb Then 


President ° 





not have a source of supply for bet- 
ter grade shoes due to the fact that 
they sold only low price shoes in the 
past or pre-war days. 

“If there was ever a time for the 
lower price stores to grade up, now 
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is-the time to do it . . . keeping in 
mind always this thought: If you 
don’t have fine quality at a better 
price, your lower prices will still be 
high to your customer—by lack of 


comparison.” 
. o * 


HENRY L. NUNN, president of the 
Nunn-Bush Shoe Company of Mil- 
waukee, Wis.—whose firm pioneer- 
ed in offering an annual wage as a 
solution of labor-management prob- 
lems — addressed a teachers’ con- 
vention recently. He spoke on “In- 
dustrial Peace” and said: 

“We have made employees part- 
ners in the business. No longer is 
a worker interested only in his own 
output and piece rate; but also in 
his fellow workers’ output and in 
the efficiency of the plant and its 


management.” 
* . . 


EDWARD ATKINS, executive sec- 
retary of the Popular Price Shoe 
Retailers Association, addressing the 
store managers of the National Shoe 
Stores, said: 

“In analyzing problems of the 
moment, we must be very much 
aware that the final arbiter of price 
and value in shoes we offer will al- 
ways be the public. In the past few 
months, we have seen the public re- 
ject price-value relationships of 
some merchandise as being out of 
line. I sincerely believe that the 
public would not permit artificial 
values to exist long after a free 
market has returned in hides, leather 
and shoes. 

“Tt will be extremely important 
for retailers to be on the alert for 


all possible expression of the pub. 
lic’s likes and dislikes during the 
Fall season. In times of scarcity 
greater success will be enjoyed by 
those who use available merchan- 
dise most efficiently.” 

aa * A” 
ALBERT WACHENHEIM, JR. 
president of the Imperial Shoe Store 
in New Orleans, La., says: 

“What concerns me more than 
anything else is the rapid rise in 
shoe prices, both wholesale and re- 
tail, in the past few months. While 
it is true that the shoe industry did 
a magnificent job during the war in 
holding down prices to a low level, 
thereby stimulating consumption, 
the public is only interested in rela- 
tive price advances at the present 
time, and not in past history. 


“If shoe prices continue to ascend 
in the same rapid manner, the time 
will not be far distant, when the 
public will refuse to buy as readily 
as they are at the present time, and 
there will be some serious backing 
up. Exactly when this will take 
place no one can tell, but it is some- 
thing that hangs over us like a 
cloud and is the most serious situa- 
tion that confrents the industry at 
the present time. No doubt the in- 
dustry can make 600,000,000 pairs 
of shoes; but can it distribute them 
at the present levels or even 
higher?” 














FOOTWEAR. 











“It's those slip-lasted shoes!" 
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ditorial outlook 


Let the Industry Speak 


TWO years have elapsed since the shoe trade has had 
an opportunity to participate in a National Shoe Fair, 
last year’s gathering having been cancelled to comply 
with the government’s restrictions on trade shows and 
wartime travel. Momentous events have occurred in 
those two years, and have left the mark of their impact 
on shoe manufacturing and shoe distribution. Victory 
has been won and war has come to an end; most of the 
wartime controls that held the industry in their grip 
in October, 1944, when the last National Shoe Fair was 
held, have long since come to an end. 

But the peace-that has followed Victory, if peace it 
can be called, has by no means brought to an end the 
problems that came with war to confront this great in- 
dustry. There is still one rigid, arbitrary set of govern- 
ment controls, whose necessity was clearly recognized in 
wartime, that remain to plague the shoe manufacturer 
and the shoe merchant in time of peace, and that stand 
today as the greatest obstacle to a return to normal 
peacetime operations. We refer, of course, to price con- 
trols. Not merely to the controls that affect Tactory, 


wholesale and retail prices of shoes, but especially the ' 


ceilings back along the supply line, those which affect 
livestock and meat as well as leather, and which really 
are responsible in a major degree for the creeping paral- 
ysis that is slowing down the production of shoes. 


Possibly the desperation and confusion born of this 
critical situation in the shoe trade may be partly re- 
sponsible for the extraordinary interest that has de- 
veloped in the 1946 National Shoe Fair, to be held in 
Chicago, October 28, 29, 30 and 31. Shoe men are eager 
for more information, more light and truth on con- 
ditions that vitally affect their business. They want 
to know just how serious the situation is that confronts 
them now and will continue to face them in the coming 
months. They want to know when conditions will im- 
prove and what they should do in the meantime. They 
have innumerable questions to ask, and they hope to get 
the answers from the other shoe men whom they will 
meet and talk with at the fair. If the Shoe Fair can sup- 
ply these answers, or even some of them, it will have 
more than justified its existence as an institution in the 
American shoe industry. 

But the 1946 National Shoe Fair has the opportunity 
to do vefy much more than that. It has the opportunity 
to serve, not merely as a market place, where buyers 
and sellers can come together, and-not only as a forum 
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where they can discuss and consider their common 
interests, but as an agency for the accomplishment of 
something tangible and constructive toward the solution 
of their immediate problems. Here is the place to do 
something to change these conditions that dishearten 
and discourage the shoe men of the country as they 
plan and strive for a future where their efforts can 
earn a reasonable reward. Now is the time to make 
the united voice of an industry heard, to sound a strong 
clear note that will carry all the way from Chicago to 
Washington and convince government officials and 
agency executives that the collective opinion of the 


-industry is aroused on this subject of supply, and the 


paralyzing effects of price controls. 


EXISTING conditions affect, not only shoe manufac- 
turers, tanners and dealers in raw materials, but also 
retailers and wholesalers of shoes and everyone along 
the line of production and distribution. They affect 
thousands of salesmen, including those who travel across 
the country to represent the manufacturers, and those 
who serve consumers at the fitting stool. They likewise 
affect the health, comfort and welfare of millions of 
American men, women and children. And so LET THE 
INDUSTRY SPEAK, not as shoe manufacturers or as 
retailers simply, but with one great voice, in unison. 
Let it demand consideration that is fair, reasonable and 
intelligent for all whose responsibility it is to supply 
the shoe needs of America. 

The members of the shoe industry should make it 
clear in Chicago, during the 1946 National Shoe Fair, 
that they are determined to leave no stone unturned in 
their efforts to persuade the government to put an end 
to price controls that have no real justification, that 
have aroused the resentment of farmer and cattle 
grower, of packer and tanner, of shoe manufacturer, 
laborer and consumer. Price decontrol for _live- 
stock, whose supply is so abundant, and for neces- 
sities of life, like meat, leather and shoes, whose pro- 
duction is being hindered and prevented by unwar- 
ranted interference with industries able and willing to 
produce them, for a reasonable return, in a competitive 
market, is long since overdue. If the National Shoe 
Fair can serve in some such way to give expression to 
the united voice of all engaged in the production and 
distribution of footwear, then it will go down into his- 
tory as a memorable and worth while event both for the 
industry and for the nation. 
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13 EDWARD C. ORR 
President, National Shae 
Retailers Association. 


]T looks like an all-time record, in attendance as well as 


number of exhibitors, for the 1946 National Shoe Fair ' 


which opens officially in Chicago October 28, with a 
four-days’ program that also promises to set a new high 
in interest appeal to the thousands of retailers and buy- 
ers who will flock to the show from every section of the 
country. Actually the Fair will be open for registration 
of incoming shoe merchants on the 27th, and many of 
the exhibit rooms will be open on that day. Official Shoe 
Fair luncheon meetings and other program events start 


Monday, the 28th. 


L. E. LANGSTON 


Executive Vice-President 
National Shoe Retailers Association. 


What has made the 1946 National Shoe Fair the 
overwhelming success of all fairs is a matter of conjec- 
ture. Two major factors contributing to its success un- 
doubtedly are the acute merchandise situation, with 
rapidly diminishing stocks in retail shoe stores, in the 
face of heavy consumer demand, and prospects of declin- 
ing production in factories; secondly the fact that this is 
the first shoe show following the cessation of hostilities 
of World War II. Whatever the cause, never before has 
there been such a demand for display space on the part 
of manufacturers or for reservations for sleeping rooms 
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GUY E. MANLEY 


ROGER A. SELBY 


L. V. HERSHEY 
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More Than 500 Footwear Firms 
and 95 Suppliers of the Allied 
Trades to Exhibit Newest Products 
in Upwards of 780 Display Rooms 
at Four Chicago Hotels, October 
28 to 31, inclusive, Registration of 
Retailers and Buyers Begins Octo- 
ber 27th, with Indications Pointing 
to the Biggest Attendance in Shoe 
Fair History. Plans and Program 
Provide Interesting Features, Leave 
Plenty of Free Time for Inspection 
of Merchandise and for Business 
Engagements during Fair Week. = | 4 WRENCE B. SHEPPARD 


President National Shee 
Manufacturers Association. 


WILLIAM W. STEPHENSON 
Executive Vice-President 

National Shoe Manufacturers 
Association. ee 

merchandising plans of shoe stores. Manufacturers will 


by retail shoemen who will attend by thousands. 
find the great shoe machinery firms with huge exhibits, 


The 780 displays comprising Spring styles by more 


than 500 of the nation’s leading shoe manufacturers and 
wholesalers will be housed in the Palmer House, 6th 
to the 9th floors, and the Club Floor; the Morrison, 
from the 4th to the 12th floor, and the messanine floor; 
the Hotel Chicagoan, from the 12th to the 16th floor, 
and the Sherman Hotel from the Ist to the 4th floors. 

Ninety-five exhibits will occupy space in the Exhibi- 
tion Hall, located on the fourth floor of the Palmer 


House. Numerous firms will present lines of interest to — 


retail shoe stores including bags, window and store dis- 
play materials, bows, services, sales promotional ideas, 
shoe polishes, shoe trees and accessories that fit into the 


featuring new devices for making shoes. Materials of all 
types, last and pattern firms and trade paper publishers 
will be represented with informative exhibits of un- 
usual interest. The displays in the Exhibition Hall will 
surpass any similar attempt at past fairs. Footwear from 
a number of foreign countries will be exhibited here, 
and many buyers will be eager to inspect the offerings 
of other lands. 

Chicago hotels found it necessary to place rigid limi- 
tations on the allotment of display rooms, which com- 
pelled the National Shoe Fair to reject applications from 

[TURN TO PAGE 312, PLEASE] 
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SUNDAY, OCTOBER 27TH 


Arrival and registration of retailers and buyers at four 
exhibition hotels, beginning at 9 A. M. Pocket size pro- 
gram and exhibitors directory available only at registra- 
tion desks. 


MONDAY, OCTOBER 28TH 

Registration of retailers and buyers at four exhibition 
hotels. 

First Official Noonday Luncheon, in Grand Ballroom of 
Palmer House. Presiding officer, Edward C. Orr, presi- 
dent of National Shoe*Retailers Association. Speakers: 
Lawrence B. Sheppard, president of National Shoe Manu- 
facturers Association; and Fulton Lewis, Jr., nationally 
famous radio commentator. 

Evening: Annual dinner and meeting of National Shoe 
Manufacturers Association in Ballroom of Palmer House. 


TUESDAY, OCTOBER 29TH 
Registration of retailers and buyers at four hotels. 
Election of directors of National Shoe Retailers Association, 
with polls open from 9 A. M. to 3 P. M. at the registra- 
tion booths in Palmer House and Morrison Hotels. 


Official Noonday Luncheon, in Grand Ballroom of Palmer 
House. Presiding officer, Lawrence B. Sheppard, presi- 
dent of National Shoe Manufacturers Association. Speak- 
ers Edward C. Orr, president of National Shoe Retailers 
Association; and Cloud Wampler, president of Carrier 
Corporation. 

Evening: Directors’ meetings of NSMA and NSRA. 


WEDNESDAY, OCTOBER 30TH 

Registration of retailers and buyers at four exhibition 
hotels. 

Official Noonday Lunchegn in Grand Ballroom of Palmer 
House. Featured speaker, Senator Kenneth Wherry, of 
Nebraska, whose subject will be “The Challenge to the 
American People.” 


THURSDAY, OCTOBER 31ST 


Registration of retailers and buyers at four exhibition 
hotels. 

Entire day left open for inspection of exhibits and appoint- 
ments between buyers and manufacturers’ representa- 
tives. 





FULTON LEWIS, JR. 


CLOUD WAMPLER 


SEN. KENNETH WHERRY 
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As compiled by National 
Shoe Fair up to October 5 


Room 


Acme Boot Mfg. Co., Inc. ...... Palmer 706 


Clarksville, Tenn. 


Acrobat Shoe Co. (Div. General Shoe 
Morrison 528 


Corp. 
Nashville, Tenn. 


Active Modern Shoes Palmer 836 
Portsmouth 


» Ohio 
Adams Bros. ................ Morrison 1230 
Pittsfield, N. H 
Adler-Jones Co., The ....Palmer Booth 89-90 
Chicago, Ill (4th Floor) 
Display Material 
Adrian, M. B., & Sons Co... Palmer Booth 29 
Milwaukee, Wis. (4th Floor) 
Advance Wool Skin Shoe Co. ... Palmer 909 
Chicago, Ill. 
Air-Flight Shoe Co. ....... Chicagoan 1384 
Brooklyn, N. Y. 
Air-Kushin Shoes, Inc. ......... Morrison 868 
Cincinnati, Ohio 


_— Division (Brown Shoe Co., 
Inc.) Morrison 1131-1132- 1133- 1134 
St. Louis, Missouri 


Alden, C. H., Shoe Co. .........Palmer 702 
Brockton, Mass. 

Allen Edmonds Shoe Corp. ...... Palmer 638 
Belgium, Wis. 


Allied-Acme Shoe Co...Chicagoan 1676-1677 
Cleveland, Ohio 


Allied Shoe Co. ...... Chicagoan 1690-1693 
Elgin, ll. 

Altman Bros. Shoe Mfg. Co... Palmer 895-89 
Cincinnati, Ohio 

Altschul, Julius, Inc. ............ Palmer 755 
Brooklyn, N. Y. 


American “9K Co...Morrison 1052-1053 
New York, N. 
American Sutieaen en Craddock- 


Terry Shoe ..Palmer 707 
_ Lynchburg, Va 
American Girl Shoe Co. 
Chicagoan 1486-1487-1488 
Boston, Mass. 
American Maid Footwear, Inc. 
Chicagoan 1696-1697 
Easthampton, Mass. , 
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Exhibitors at Official Shoe Fair Hotels 


Room 
American Shoemaking ...... Palmer Booth 73 
Boston, Mass. (4th Floor) 


Shoe Trade Publication 
Ansin Shoe Mfg. Co. .... Morrison 1054-1055 


Athol, Mass. 

Arad Shoe Mfg. Co. ....... Sherman 404-405 
New York, N. Y. 

Arch Preserver Shoes ...........Palmer 835 
Portsmouth, Ohio 

Armstrong Cork Co. ....... Palmer Booth 8! 
Lancaster, Pa. (4th Floor) 


Cork Products for the Shoe Industry 


Armstrong, D. & Co., Inc..... Palmer 848-849 
Rochester, N. Y. 
Arnall, Inc. ........ Morrison 817 


St. Louis, Missouri 
Arnold Bros. Co. 
East Weymouth, Mass. 

Men's Lasts 
Arnold, M. N. Shoe Co. .. 
South Weymouth, Mass. 
Arrowhead Footwear Corp.. Chicagoan 1699 
New York, N. Y. 
Arundel Shoe Co., 


Palmer Booth 76 
(4th Floor) 


Palmer 731-733 


Inc. 
Palmer 632-643-646-684 
Kennebunk, Maine 


Ascutney Shoe Corp. .........Morrison 662 
Hudson, Mass. 

Athletic Shoe Sales Co. ....Palmer 603-604 
Chicago, Ill. 

Atkinson Shoe Corp. _......... Sherman 431 
Boston, Mass. 

Atlantic Shoe Corp. ..........Morrison 932 
New York, N. Y. 

Avon Sole Co. ......... Palmer Booths 77-78 
Avon, Mass. (4th Floor) 

Duflex Products: NAP—GRISTLE—AVONITE 

Ayrlyte Corp. ............. Palmer Booth 72 
New York, N. Y. (4th Floor) 

ee Sear Palmer 730 
Chicago, Ill. 

B. & W. Footwear Co., Inc. 

Chicagoan 1389-1390 

Webster, Mass. 

Badger Glove & Slipper Co. 

Chicagoan! 684-1686 

Milwauukee, Wis. 

Bali Footwear, Inc. ........... Sherman 265 
Boston, Mass. 

Banister, James A. Co. .... .Palmer 731 


Sherman 321 


Honesdale and Montrose, Po. 





Room 
cisean Morrison 864-865 


Baris Shoe Co., Inc. 
New York, N. Y. 

Barr & Bloomfield Shoe Mfg. Co. 
Sherman 324-327 


Seabrook, N. H. 

Bass, Gi H. & Ce. 2... 05.5... o ss Palmer 779 
Wilton, Maine 

Bata Shoe Co., Inc ..Morrison 961 
Belcamp, Md. : 

et ee pe Palmer 70! 
Webster, Mass. 

Bedford Shoe Co. .............. Palmer 888 
Carlisle, Pa. 

Beaudin, L. E. Shoe Co. Palmer 889 
Hanover, Pa. 

Beford, A. J., Shoe, Inc. ......Morrison 1062 
Lititz, Pa. 

Belle Craft Slipper Corp. . Sherman 496-497 
Brooklyn, N. Y. 

Belleville Shoe Mfg. Co. Palmer 746 
Belleville, tll. 

Belmont Footwear, Inc. ... . Sherman 358 
Brooklyn, N. Y. 

Best Shoe Co., Inc. ....Chicagoan 1481-1482 
Boston, Mass. 

Billig Shoe Co., Inc. ........... Sherman 479 
Blakely, Pa. 

Bing, Rapheoel . . Palmer Booth 68 
New York, N. Y. (4th Floor) 

Bing-Cooper, Inc. ..Palmer 942 
Altoona, Pa. 

Shoe Ornaments 


Bloom-Ease Co., The ....... Morrison 612-647 


Minneapolis, Minn. 
Blum Shoe Mfg. Co... .. Morrison 801-802-833 


Dansville, N. Y. 


Bolta Products Sales, Inc.... Palmer Booth 44 
Lawrence, Mass. (4th Floor) 
Boot and Shoe Recorder. . Palmer Booths 92-93 
New York, N. Y. (4th Floor) 


Business Publications 
Boston Novelty Shoe Co. 
Chicagoan 1281-1282 
Boston, Mass. 
Bostonian Shoes 
Whitman, Mass. 
Bourbeuse Shoe Co. 
Morrison 920-921!-922-923-924 
Union, Missouri 
Bow Mart, Inc. ......... Palmer Booths 61-62 
New York, N. Y. (4th Floor) 
Turn to next page, please 
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Samira Morrison 737-738-739- 
740-1207-1236 


Boyd-Welsh, Inc. 
St. Louis, Missouri 
Brauer Bros. Shoe Co. 

Morrison Roosevelt Room 
St. Louis, Missouri (2nd Floor) 
Bridgewater Workers Co-operative 
Morrison 661 
Bridgewater, Mass. 
Bristol Casual Footwear Corp.. Sherman 319 
New York, N. Y. 
Bristol Mfg. Corp. ...... Palmer Booths 40-4 
Bristol, R. |. (4th Floor) 
Fabric and Waterproof Footwear 
British Walkers .............. Palmer 796 
Chicago, Ill. 


British West Indies Co. ..... Palmer Booth 26 


New York, N. Y. (4th Floor) 
Toni Gay Play-A-Bouts 
Groots Shee Ce... 65... 6. ies Morrison 856 
Boston, Mass. 4 
Brown Shoe Co., Inc. ........ Morrison 1139 


St. Louis, Missouri 
Brown, David, Shoe Co. 
Baltimore, Md. 
Brown, H. H., Shoe Co., Inc. 
Chicagoan 1489-1490 


bia gaat Sherman 118 


Worcester, Mass. 


Brown, Irving, Shoe Co. ....... Morrison 448 
Chicago, Ill. 

Buster Brown Division (Brown Shoe 
ea Morrison 1140 


St. Louis, Missouri 
Buster Brown Division (Boy’ ‘) | Brown 
Shoe Co., Inc.) ...... .Morrison 1122 
St. Louis, Missouri 
Burns Cuboid Co. ....... 
Santa Ana, Calif. 
Cuboid Foot Balancers 
California Shoes, Ltd. .. Palmer 905W 
Los Angeles, Calif. 
Cambridge: Rubber Co. 
Morrison Mezzanine Floor 
Cambridge, Mass. 
Cantilever-Ground Gripper Shoes 
Portsmouth, Ohio 
Carla Shoe Mfg. Co. . 
Lawrence, Mass. 
Carlisle Shoe Co. ... 
Carlisle, Pa. 
Carmo Shoe Mfg. Co. ... 


.Palmer Booth 64 
(4th Floor) 


.Palmer 831 
Palmer Exhibition Hall 
Room 403—(4th Floor) 
Palmer 891 -892-893-894 


.Morrison 601-620- 


St. Louis, Missouri 622-624-626 
Cassandra, Inc. ........ ...Sherman 460 
Gouldsboro, Wayne County, Pa. 
eee ...Palmer 756 
Los Angeles, Calif. 
Charm Footwear Co. ......... Morrison 962 
S. Norwalk, Conn. 


Chelmsford Shoe Co. . Chicagoan 1579-1580 
Derry, N. H. 


Chesapeake Shoe Mfg. Co. .. Palmer 963W 
Baltimore 


Md. 
Chilton Co. {inc.) ..... Palmer Booths 92-93 
New York, N. Y. {4th Floor) 
Business Publicat‘ons 
Cinderelia Footwear, Inc. .... Morrison 834 
Long Beach, L. I., N. Y. 
Clapp, Edwin & Son, Inc ..Palmer 788 _ 


E. Weymouth, 
Clayton! A. C. Printing Co... Palmer Booth 74 
(4th Floor) 
Shoe Carton ty = 
Clickstein Shoe Co. . ..Chicagoan 1475 
oe Se 
Clover Novelty Co... Palmer Booth 7! 
New York, N. Y. 7 


(4th Floor) 


Exhibitors at Official Shoe Fair Hotels 


[CONTINUED FROM PRECEDING PAGE] 


Rooms 
Cobblers, Inc. ............. Palmer 879-880 
Los Angeles, Calif. 
Cohan, William, Co. ...... Morrison 450-451 
Chicago, Ill. 
Cohen, 5 & Sons, Inc...Chicagoan 1498-1499 
, Mass. 
Cohen, M.. & Son Shoes, Inc. ....Palmer 662 
Long Island City, N. Y. 
Cole, Rood & Haan Co. ........Palmer 660 


Chicago, Ill. 
Colt-Cromwell Co., Inc.. Palmer Booths 27-28 
Boston, Mass . (4th Floor) 


Riding Boots, Moccasins and 
Shoulder Strap Bags 
"Vic" Colton Shoe Manufacturer . 
Los Angeles, Calif. 
Comfort Slipper Corp. ... 
Fitchburg, Mass. 
Commonwealth Shoe & Leather Co. 
Whitman, Mass.’ Palmer 725-726-727 
Compo Shoe Machinery Corp. 
Palmer Booths 10-11 
(4th Floor) 
..Morrison 825-826 


.Palmer 885 


Chicagoan 1296 


Boston, Mass. 
Conformal Shoe Co. 


St. Louis, Missouri 

Conjor Shoe Co. ........... Morrison 106! 
New York, N. Y. 

Connell, J. M., Shoe Co. ........Palmer 645 
South Braintree, Mass. 

Connolly Shoe Co. ......... Palmer 747-748 
Stillwater, Minn. 

Conrad Shoe Co. .. Palmer 676 


North Abington, Mass. 
Consolidated Footwear Corp. 
Morrison 722-724-726 
Malone, N. Y. 


Cooper, S., Mfg. Co. Morrison 1056 
New York, N. Y. 
Corbin, B. A., & Son Co. Palmer 919 


Marlborough, Mass. 
Cornelia Footwear Mfg. Co..Chicagoan 1283 
New York, N. Y. 


Cortell Shoe Co. . .. Sherman Gray Room 


Manchester, N. H. (Ist Floor) 
Cosmos Footwear Corp. ...... Sherman 114 
Brooklyn, N. Y. 
Costume Guild, Inc. ..Palmer Booth 63 
St. Louis, Mo. (4th Floor) 


Cradle Rest Shoe Co. ........ Morrison 1036 


St. Louis, Missouri 


Creative Footwear Palmer Booth 65 

Boston, Mass. (4th Floor) 
Business Papers 

Crescent Shoe Co. ........... Sherman 457 
New York, N. Y. 

Crik-Etts, Inc. .................. Palmer 952 
New York, N. Y. 

Crosby Square, House of .. Morrison 608-610 
Milwaukee, Wis. 

Crystal Fixtures Co. ........Palmer Booth 30 
Chicago, Ill. (4th Floor) 

Display Equipment 

Curtis Shoe Co., Inc. ........... Palmer 636 
Marlboro, Mass. 

Curtis-Stephens-Embry Co. .. Palmer 728-729 
Reading, Pa. 

Cushman, Chas., Co. Paimer 882-883 
Auburn, Maine Morrison 808 

Dalsan, Inc. ......... Palmer 950-95! 
Dolgeville, N. Y. 

Danbury Rubber So. ....... Palmer Booth 49 
Danbury, Conn. (4th Floor) 


Shoe Soling-Rubber and 
Synthetic-Cork Platform 
..Palmer 876-877 






Rooms 
De Haan Co.’ The ......... Chicagoan 1478 
Boston, Mass. 
De Liso Debs ...... Morrison 628-630-632-637 
St. Louis, Missouri 
Delmar Shoe Co. ......... Sherman 360-36! 
Boston, Mass. 


Department Store Economist 
Palmer Booths 92-93 
New York, N. Y. (4th Floor} 
Business Publications 
Desco Shoe Corp. ....Sherman West Room 
Long Island City, N. Y. (ist Floor} 
Dewey and Almy Chemical Co. 
Palmer Booths 1|2-13 
Cambridge, Mass. (4th Floor} 
Darex Insoles, Welting, Socklinings, 
Heel Pads and Cements 
ei Se. so. Swas'sae's Palmer 80! 
New York, N. Y. 
Dickerson, Walker T. Co., The 
Palmer 806-855-856-857-858 
Columbus, Ohio 


Dixon-Bartlett Co. .......... Palmer 712-713 
Baltimore, Md. 
Doerman Shoe Mfg. Co. ..... Morrison 1235 


South Milwaukee, Wis. 

Dominion Shoe Co. (Div. General Shoe 
Corp.) ....Palmer Private Dining Room 15 
Nashville, Tenn. 

Dorothy Dodd Shoe Co. 

Morrison 1231-1232-1233-1234 
St. Louis, Missouri 

Douglas, W. L., Shoe Co. ....Palmer 797-798 
Brockton, Mass. 

Drew, Irving, Corp. 
Lancaster, Ohio 

Drexsage, L., Co. . 


becuase Palmer 917 


.Palmer Booths 50-51-52-53 


New York, N. Y. (4th Floor) 
Dunn & McCarthy, Inc. .Morrison 436 
Auburn, N. Y. 
Eagle Shoe Mfg. Co.......Morrison 822-823 
Everett, Mass. 


Easy-Goer Shoes Palmer 839 
Portsmouth, Ohio 

Eaton, Charles A., Co. ..... 
Brockton, Mass. 

Edgerton Division (Nunn-Bush Shoe 
Nd Bn oe ode ithe vans 03 .Palmer 700 


.Palmer 734-735 


Edgerton, Wis. 
Edgewood Shoe Co. (Division General 
Shoe Corp.) ......... Palmer 640-641-642 


Nashville, Tenn. 


Edwards, J.. & Co. .........Palmer 743-744 


Philadelphia, Pa. 
I re a ee, bee Palmar 953 
Brooklyn, N. Y. 
Empire Specialty Footwear Co. 
Morrison Parlor "F" and “G" 
Endicott, N. Y. (2nd Floor) 
Enna-Jettick Shoes, Inc...Morrison Room 439 
Auburn, N.Y. Suite 440 
SY EER See ae ore See Morrison 
Consult Hotel “Information” 
New York for room number 
Ephrata Shoe Co. ........ Morrison 870-871 
Ephrata, Pa. 
Evans, L. B., Son Co. ........Palmer 804-805 
Wakefield, Mass. 
Evy Footwear Co. ........ Sherman 478-480 
Brooklyn, N. Y. 
Excel Shoe Co. .............. Sherman 428 
Lynn, Mass. 
on Shoe Mfq. Co. - Palmer 793 


..Merrison 1019 






Boot and Shoe Recorder 





. Rooms 
Fashion Bilt Shoe Co., Inc. 
Chicagoan 1687-1688 
Pontiac, Ill. . 
Fein & Glass, Inc...Chicagoan 1573-1575-1578 


Palmer 959W-961W 


Comic Books and Give-Aways 
Fibre Sole and Shoe Co. ...... Sherman 458 
Paterson, N. J. 
Field and Flint Co. ......... Palmer 738-749 
Brockton, Mass. 
Finkelman, George 
Milwaukee, Wis. 
Florsheim Shoe Co., Th 
Chicago, Ill. 

Foot Delight Shoe Corp... Palmer 941 W-942W 
Manchester, N. H. 
Foot Pleasure Shoe Co. 
Rosebud, Missouri 

Foote, John, Shoe Co., The 
Chicagoan 1593-1594 


Sherman 260 
Palmer 752-754 


I. Morrison 1051 


Brockton, Mass. 
Footsaver Shoes (For Men) .... 

Whitman, Mass. 
Footwear News 

New York, N. Y. 

Business Newspaper 

Forest Park Division (Brown Shoe Co., 

Inc.) Morrison 1123-1124-1125-1126 


Palmer 725 


St. Louis, Missouri 
Formfitting Slipper Co. ....... Morrison 941 
Y. 


Chicagoan 1588 
Sherman 429 


Frederick-Speier Footwear, Inc. 
Chicagoan 1587-1597 
Norwalk, Conn. 
..Palmer 759-799 


French Beading and Novelty Co. 

Paimer Booth 14 
(4th Floor) 
Palmer 795 


Philadelphia, Pa. 

French Shriner & Urner 
Boston, Mass. 

Frenchee Chemical Co. ... 
Richmond Hill, N. Y. 

Shoe Polish 

Friedman-Sheiby Shoe Co.. Morrison 934-936 
St. Louis, Missouri 

Fuchs Shoe Corp. .......... 
Mexico 

Fulton Leather Goods Co. 
New York, N. Y. 

Ga-By Shoe Mfg. Co. 
New York, N. Y. 

Garfield & Rosen, Inc. 


.Palmer Booth 83 
(4th Floor) 


Morrison 946 
Palmer 787 

.. Sherman 462 
‘ented Sherman 418-419 


Gerberich-Payne Shoe Co. 
Mount Joy, Po. 
Gerda Footwear Co., | 


. Palmer 741-742 
nc. ..Chicagoan 1694 
Palmer 813-814 


pe ae oe eae Palmer 862 
Columbus, Ohio 
Goldberg Bros., Inc. 
. Haverhill, Mass. 
Goldberg, S., & Co., Inc... Morrison 1020, 102! 
Hackensack. N. J. 
Gold (Red) Cross Shoes ... Palmer 821-822 
Cincinnati, Ohio 
Gold Seal-Rubber Co. ..... Chicagoan 1374 
Boston, Mass. 
. Co., Inc. 


Palmer Booths 69-70 
(4th Floor) 
Ladies) 


Rooms 
Goldstein, io & Sons Co. ...Sherman 499 
Golo Footwear wear Cor. .Chicagoan 1479-1480 
New York, N 
Good-Will inp Co. 
Brooklyn, N. 
Goody Shoe Ge. avs «ke OE aON Palmer 949W 
New York, N. Y. 
Goodyear, The, Tire & Rubber Co., 
vs matss ..Palmer Booths 47-48 
Akron, Ohio (4th Floor) 
Neolite 


Gray Bros. Shoes, Inc. ...... Palmer 750-75! 
Syracuse, N. Y. 

Great Northern Shoe Co. 
Manchester, N. H. 

Great Western Shoe Co. 
Milwaukee, Wis. 

Green Shoe Mfg. Co., The . 
Boston, Mass. 

Green, Daniel, Co. 
Dolgeville, N. Y. 

Gregg Companies, Inc., The . 
Bayonne N. J. 

Gregory & Read Co. ... 
Lynn, Mass. 

Grinnell Shoe Co. ..... 
Grinnell, ta. 

Grobe-Nius ....... .Morrison—Consult Hotel 

"Information" for room number 

Chicago, Ill. 

Gro-Cord Rubber Co. 


Lima, Ohio 
Soles and Heels 
Grossman Shoe Co.. Inc. 
Parkersburg, W. Va. 
Grosvenor, C. A., Shoe Co.. Chicagoan 1473 
Worcester, Mass. 
Groves Shoe Co. 
Chicago, Ill. 
Gustin Guild-Rest, Inc. 
New York, N. Y. 
Hagerstown Shoe Co. 
Hagerstown, Md. 
Hagerty P., Shoe Co., The ....Morrison 50! 
Washington Court House, Ohio 
Hale, Alfred, Rubber Co. .. .Palmer Booth 82 
North Quincy, Mass. (4th Floor) 
RAJAH Soles 
Hallowell Shoe Co. ..Chicagoan 1288 
Hallowell, Maine 
Hamilton, Scheu & Walsh Shoe Co. 
Morrison 606-649-65! 


<i aie Morrison 819 


Palmer 824 
..Morrison 538 
.Palmer 776-777 
Palmer 886 
Sherman 387 
Palmer 815-816 
Morrison 841-842-843 


Palmer Booth 9! 
(4th Floor) 


Morrison 530 


Morrison 605 
Chicagoan 1583 


.Palmer 661 


St. Louis, Mo. 
Hammond Moccasins, Inc. 
Bangor, Maine 
Hanan & Son, Inc. 
Chicago, Ill. 
Hannahsons Shoe Co. . Chicagoan 1581-1582 
Haverhill, M 
Harold Shoe Co. ............ 
Haverhill, Mass. 
Harvey Shoe Co. 
Cleveland, Ohio 
Hazzard, R. P., Co. . 
Augusta, Maine 
Heicklen, Lewis, Sales Co. 
Philadelphia, Po. 
Heilbrunn, J., & Sons .... 
Wholesalers 
Herbst Shoe Mfg. Co. ...... 
Milwaukee, Wis. 
Hermal Shoe Co., 


..Morrison 861 


.. Palmer 796 


Sherman II! 
Sherman 116 
..Palmer 763 
. Palmer 888 
.Chicagoan 1276 
Palmer 907W 
Inc. 

Morrison-Embassy Room 


(Mezzanine Floor) 
Palmer 758 


Everett, Mass. 

Heywood Boot & Shoe Co. ..... 

Worcester, Mass. 

Hide and Leather and Shoes 
Palmer Booths 54-55 

Chicago, Ill. 


(4th Floor) 
Shoe trade magazine 


Rooms 
ay rg eee re Morrison 848 
, Pa. 
ikake Footwear ...Chicagoan 1483-1484 
New York, N. Y. 
Hirsch & Slater 
Boston, Mass. 
Hiss, Dr., Shoes .. 
Los Angeles, Calif. 
Hobby Footwear, Inc. 
Bronx, N. Y. 
Holiday Casuals ... 
New York, N. Y. 
Holland-Racine Shoes, Inc. .... 
Holland, Mich. 
Holly Shee Co. .........5..- Morrison 1049 
Littleton, N. H. 
Hollywood Shoe Polish, Inc... 
Richmond Hill, N. Y. 
Shoe Polish 
“Hollywood Skooters” 
Los Angeles, Calif. 
Holmes, Stickney & Wolker, 


Chicagoan 1393-1394 
Te abil tay Palmer 917 


..Palmer Booth 25 
(4th Floor) 
.. Sherman 329 


.Palmer 762 


.Palmer Booth 83 
(4th Floor) 


Palmer 953W 


Inc. 
Palmer 901W 
Portland, Maine 
“Horco" Casuals 
Altoona, Pa. 
Horwitz, Vincent, Co., Inc 
Altoona, Pa. 
House of Crosby Square 
Milwaukee, Wis. 
Howard & Foster, Inc. . 
Brockton, Mass. 
Hubbard Shoe Co. ..... 
Milwaukee, Wis. 
Hubbard Shoe Co., Inc 
Rochester, N. H. 
Hubler Shoes, Inc. . 
Auburn, Pa. 
Huiskamp Bros. Co. 
Keokuk, lowa 
Hussco Shoe Co. .. 
Honesdale, Pa. 
Illing of California 


Morrison 821 
..Morrison 820 
.Morrison 608-610 
..Palmer 740 
..Morrison 532 
Sherman 224-225 
.Morrison 844 


Palmer 962W 
Morrison 937-938 
Palmer 972W 


Palmer Private Dining 
Room 16 (Club Floor) 
Los Angeles, Calif. Palmer 807 
Imperial Shoemakers, Inc. ......Palmer 402 
Marlboro, Mass. (Exhibition Holl, 
4th Floor) 
Inter-Allied Slipper Co., Inc.. Sherman 407-408 
New York, N. Y. 
International Footwear Co., Inc. 
Palmer 966-967-968 
Brooklyn, New York ° 
International Shoe Machine Corp. 
Palmer Booths 42-43 
(4th Floor) 
Sherman 470 


Cambridge, Mass. 
Ireland, R. B., Shoe Co. 
Dover, N. H. 
Isenberg, |., Shoe Co. 
Boston, Mass. 
Jacobs, Fred, Shoe & Slipper Corp. 


Chicagoan 1399 
New York, N. Y. 
Jacobson, Nathan, Shoe Co... . Morrison 1063 
Boston, Mass. 
James Shoe Mfg. Co 
Milwaukee, Wis. 
Jansen Shoe Co., The Palmer Booth 24 
N. Hollywood, Calif. (4th Floor) 
Men's, Women's & Children's House Slippers 
Jarman Shoe Co. . ..Palmer 659 
Nashville, Tenn. 
Jefferson Shoe Co. 
St. Louis, Missouri 
Johansen Bros. Shoe Co., Inc. 
St. Louis, Missouri 


Chicagoan 1397 


Morrison 1037-1038 


Morrison 708- 

710-727-728- 

729-730-73 | -732-733-741 

Johnson-Baillie Shoe Co. ...... Palmer 888 
Millersburg, Pa. 

[TURN TO PAGE 144, PLEASE] 

















Smart classic, white reverse 
leather and brown alligator. 
with rope-stitched sole, leather 
heel. British Walker, J.P. Smith. 
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Varying in detail, basi- 
cally the same, the spec 4 
tator pump number one 

Summer shoe. By Valley. ey 
. 


y if 


Dressy white suede pump, fashion : 

must for a complete Summer shoe = i 

wardrobe. A  Customcraft by 
Schwartz & Benjamin. A > 


Tan and white combination in 
youthful side-lace, sling back tie, 
smart casual. Springstep. 


Closed d'Orsay in white suede, 
many-purpose Summer Shoe for 
smart women of all ages. Fox. 


Softly gathered vamp in Cocoa 
R-own (Frappé Cocoa) distinctive 


treatment of smart white suede ” 
pump below. Newton Elkin. A ‘* 
7 


Jb 


Smart combination of brown with 
white in this strap shoe on plat- 
form sole. Zuckerman & Fox. 























Bands of leather encircle 


the foot in this very grace- 

ful opened-up shoe. Creigh- 

ton Original from Reyal 
Footwear. 





| 





Exhibitors at Official Shoe Fair Hotels — 


Rooms 


Johnson, Stephens & Shinkle 
Shoe Co, sMorrison 743-745-747- 
749-751-752 
Johnston & Murphy Palmer 601 
Newark, N. J. 
Jones & Vining, Inc. ....... Palmer Booth 95 
Brockton, Mass. (4th Floor) 
Mens-Boys Lasts 
Jones, Lester B. ............. Morrison 1048 
Chicago, Ill. 
Cs ee Palmer 808-809-810- 
Pasadena, Calif. 811-812 
Joy Shoemakers, Inc. .... Morrison 1227-1228 
St. Louis, Missouri 
Julian and Kokenge Co., The ....Palmer 722 
Columbus, Ohio 
K. B. S. Shoe Company 
Nashville, Tenn. 
Kane, Dunham & Kraus, Inc. 
Morrison 1031-1032-1033- 
Washington, Missouri 1034-1035 
Karzmar, Kay, Casuals, Inc...Chicagoan 1493 
New York, N. Y. 
Katz, Morris, & Sons, Inc. ..... Sherman 219 
Brooklyn, N. Y. 
Keith, Geo. E., Co. ..... Palmer 782-783-784 
Brockton, Mass. Morrison 614 
Keith, Keith & McCain, Inc Palmer 847 
Rockland, Mass. 
Ken Shoe Co. ............. Chicagoan 138! 
Boston, Mass. 
Rasiion Shoe Co. ... .Palmer 632-643-646-684 
vr 


Palmer 627-628 





Keystone Slipper Co. ......... Morrison 434 
Philadelphia, Pa. 
Kickerinos (Div. of Marilyn Shoe Co.) 
Milwaukee, Wis. Morrison Walnut Room 
(2nd Floor) 
Kiddieland Shoemakers, Inc.... Sherman 428 
Lynn, Mass. 
Kimel Shoe Co. .. 
Los Angeles, Calif. 
Kingston Footwear Corp... . Sherman 475-476 
Kingston, N. Y. 
Kleinert's Shoe Division. Palmer Booths 79-80 
New York, N. Y. (4th Floor) 
Bedtimers-Sportimers 
Klev-Bros. Shoe Mfg. Co. ...... Sherman 110 
Derry, N. H. 
Knickerbocker Shoe Mfg. Corp. 
New York, N. Y. Morrison 866 
Knipe Bros., Inc. ............... Palmer 703 
Ward Hill, Mass. 
Kreider, A. S., Shoe Co., The.... Palmer 819 
Annville, Pa. 
Kreider's, W. L., Sons Mfg. Co., Inc. 
Palmyra, Pa. Palmer 910W-939W 
Krippendorf-Dittmann Co., The... Palmer 827 
Cincinnati, Ohio 
Kushins, Inc. ............. Sherman 293-294 
Santa Rosa, Calif. 
L & G Footwear Corp., Honesdale, Pa. 
Sherman 321 
Laconia Shoe Co., Inc. Sherman 474 
Laconia, N. H. 
Laird, Schober & Co., Inc.... Palmer 852-854 
Haverhill, Mass. 
La Marquise Footwear, Inc. 
Morrison 714-761-762-764-766 
New York, N. Y. 


Palmer 850-851 


[CONTINUED FROM PAGE 135] 
Rooms 
Leather Footwear & Allied Industries 
Palmer Booths 35-36-37-38-39 
Export Corp. Ltd. (4th Floor) 
Londen, England 
Lederer Industries, Inc...Palmer Booths 87-88 
New York, N. Y. (4th Floor) 
Advertising Souvenir Give-Aways 
Leighton, Fred, Inc. .......... Sherman 441 
Mexican Imports 
New York, N. Y. 
Leonard & Barrows Shoe Co....Palmer Suite 
Middleboro, Mass. 
Consult hotel 
"INFORMATION" for room number 
Lesco Handbags Palmer Booth 18 
New York, N. Y. (4th Floor) 
HANDBAGS and Accessories 
Lester Pincus Shoe Corp. ......Morrison 505 
New York, N. Y. 
Leverenz Shoe Co. ...... Morrison Parlor "E" 
Sheboygan, Wis. (2nd Floor) 
Levi-Weiss Sales Co...Morrison 808-809-810 
Chicago, Ill. 
Levine, Al & Sol 
Boston, Mass. 
Liberty Shoe Co. ............. Sherman 263 
Boston, Mass. 
Life Stride DeLuxe Division (Milius Shoe Co.) 
St. Louis, Mo Morrison 849-850-851 
Lincoln Shoe Co. .......... Chicagoan 1679 
Haverhill, Mass. 
Uen Shoe Co... 2... cde eee Sherman 443 
New York, N. Y. 
Lippman, James A., Co........ Sherman 102 
Boston, Mass. 
Little Folks Footwear Co., Inc. 
Brooklyn, N. Y. Sherman—West Room 
(Ist Floor) 
Lockwedge Shoe Corp. ......... Palmer 724 
Colurebus, Ohio 
Longini Shoe Mfg. Co., The 
Cincinnati, Ohio Morrison 867-869 
Loomis Mfg. Co. .............Sherman 328 
Shearling House Slippers 
Lucille Footwear Co. ......... Palmer 708 
Williamsport, Pa. 
Lumbard-Watson Co. ........ Sherman 250 
Auburn, Maine Brevoort 304 
Lunder Shoe Corp... . Palmer 632-643-646-684 
Dover, N. H. 
Lynn Moccasin & Shoe Mfg. Co., Inc. 
Lynn, Mass. Morrison 1024 
Mademoiselle Shoes Co........ Sherman 402 
New York, N. Y. 
Madison Shoe Co. ............ Sherman 456 
New York, N. Y. 
Maguire, T. A., & Co., Inc. 
New York, N. Y. Paimer Booths 50-5! -52-53 
(4th Floor) 


Palmer Booths 22-23 
{4th Floor) 


Chicagoan 1279-1280 


Manistee, Mich. 

Manning-Gibbs Shoe Co. ...... Morrison 835 
Worcester, Mass. 

Mansfield Shoes Palmer 727 
Whitman, Mass. 

Mardon Shoe Corp. .....-.. Sherman 208-209 


Boston, Mass. 
Marilyn Sandal Corp. ........ Palmer 949-W 
Stoneham, Mass. 
Palmer 789 


Chicago, Ill. Chicagoan 1382-1396 


4 


Marks, L. V., & Sons Co., The. . Palmer 
Cincinnati, Ohio 

Marshall, Meadows & Stewart, Inc. 
Auburn, N. Y. Palmer 

Martha's Advertising Service. .. Morrison 44 
Los Angeles, Calif. “4 

Marxmiller, H. C., Importer, Inc. j 
Los Angeles, Calif. Palmer Booth § 

(4th Floor 

Alligator Shoes & Bags ay 

Marx & Newman Co., Inc... .. Sherman 
New York, N. Y. a 

Mathes, |., & Sons, Shoe Co... . Morrison 
St. Louis, Missouri 

Matrix Shoes For Men 
Worcester, Mass. 

May Company, Inc. ............... 
Paterson, N. J. ; 

McBreen Shoe Co. ....Chicagoan 1379-138 
Chicago, Ill. 

Medwed Footwear Co..... 
Bangor, Maine 

Meis, Charles, Shoe Co., The (Wholesale) 
Cincinnati, Ohio 

Meis, Charles, Shoe Mfg. Co., The 
Cincinnati, Ohio Morrison 929-930-931 

Melori Shoe Corp. .... Drake 
Boston, Mass. 

Consult hotel "INFORMATION" 
for room number 
Chicagoan 1673 


Chicagoan | 


Melrose Slipper Co. .... 
Little Falls, N. Y. 

Mendle Box Wrap and Label! Corp. 
St. Louis, Missouri Palmer Booth 85 

(4th Floor) 
Box Wraps 

Mercury Footwear, Inc.......Palmer 682-683 
Brooklyn, N. Y. 

Merit Sandal Co. ........ 
Lynn, Mass. 

Merrimack Shoe Co. ... 
Lowell, Mass. 

Metro-Craft Shoe Co. .... 
Manchester, N. H. 

Metropolitan Shoe Co. ......... Palmer 860 

(Division of Craddock-Terry Shoe Corp.) 
Lynchburg, Vo. 

Metropolitan Shoemakers, Inc. 
Chicago, Ill. Sherman 481-482-483 

Middletown Footwear, Inc. ......Palmer 875 
Middletown, N. Y. 

Midland Shoe Corp. ....... Chicagoan 1683 
New York, N. Y. 

Milford Shoe Co. ...........--- Palmer 884 
Milford, Mass. 

Milius Shoe Co. 
St. Louis, Missouri 

Miliusway Division 
St. Louis, Mo. 

Miller, Hess & Co. ........ Morrison 846-847 
Akron, Pa. 

Miller Orthopedic Shoes 
Cincinnati, Ohio 

Miller, 1., & Sons, Inc. 
Long Island City, N. Y. 


...Shermon 432 
.. .Palmer 955-W 


.....Palmer 704 


Morrison 852 


Morrison 853 


Palmer 714-715 


710 N. Michigan Ave., Chicago, Mil. — 


Tel. Del. 1320 


Chicagoan 1496-1497 


Methuen, Mass. 
Milwaukee, Shoe Co. ........... Palmer 749 
Milwaukee, Wis. 
Minor, P. W., & Son, Inc 
Batavia, N. Y. 
Miracle-Tread Division 
(Div. of Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 
[TURN TO PAGE 162, PLEASE] 
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ETAIL shoe merchants face another year of transition Ygd readjustment in 1947 

ga@r phase in the long, tedious process of reconversion from wartime coMlitions back to normal 
SEacetime operation. Despite present difficulties, merchants hope to have more sho@to sell in 1947. But 
they also anticipate new problems in selling them. The“sellers’ market” may be over, or a@jeast the end of it 


is in sight. Retailing will face a future filled with many uncertainties, from which new Pgtterns of shoe 
store operation seem likely to emerge. 

What will be the success formula for retail shoe store operation under this new merchandist,g 
What will be the requirements for profitable retailing, and how much importance, relatively $ 
should be attached to each? What must a retailer do to succeed under the conditions that he is lik 
encounter in 1947 and succeeding years? 

In an attempt to answer some of these questions and to formulate a success formula for the future: i 
shoe retailing, Boot anp SHoeE RecoRDER has questioned thousands of shoe merchants, including store 
owners, shoe department and chain store managers, individual operators of shoe stores large and small. 
On the following pages we summarize some timely observations based upon the tabulated results of their 
replies, in the hope that the consensus thus obtained may help to point the way for many of Recorper’s 


readers in the year that lies ahead. 





I. wasn’t at all surprising to find a clear majority of 
the thousands of retailers, constituting a representative 
cross-section of the trade, whom the ReEcorRDER inter- 
viewed in recent weeks to determine the vital factors 
that will constitute successful shoe retailing in 1947, 
agreed that Management and Merchandising will be 
most important. 

When all is said and done, SUCCESS in any busi- 
ness starts with Efficient Management. The managerial 
function is the planning function plus the executive 
function; it takes the initiative, it originates, it maps 
out the campaign. And having done so, it follows 
through and gets things done. 

The capable, efficient manager plans his work, then 
works his plan. If this isn’t done, if you simply set up a 
business and let it run along in a routine way without 
the constant guidance and supervision of a live, alert, 
efficient manager, success is hardly attainable, even in 
boom times. 

In a retail business, the function of management is 
inextricably tied in with the function of merchandising. 
A large part of retail management is merchandising. 
The word merchandising is often loosely employed, but 
the average retailer has a pretty good idea of what it 
means. It refers, of course, to that part of management 
which has to do with the goods itself, the merchandise, 
as distinguished from the managerial functions that 
relate to financing, personnel, store equipment and 
routine phases of operation like care of the premises, 
deliveries, etc. In the exact technical sense of the term, 
merchandising concerns itself with buying, procurement 
and pricing rather than with actual selling and sales 
promotion, although promotion, merchandise display 
and advertising are often considered to be merchandis- 
ing functions and referred tg as such in a broad and 
somewhat loose application of the term. 

In a study and analysis of merchandising experience 
made some years ago for the National Shoe Retailers 
Association, Dun & Bradstreet, Inc., defined merchan- 
dising as “(a) buying goods at prices low enough so 
that they can be marked up to yield a satisfactory mar- 
gin, yet sell in the highly competitive retail market, and 
(b) having the right goods on hand in sufficient quan- 


14% 
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tity and assortment to meet consumer demand. In prac- 
tice this means considerable emphasis on inventory con- 
trol as well as buying, since the cost of a slow turnover 
results mainly from having a fine, large stock of items 
which lack consumer demand.” 

In the average, individually-owned shoe store, the 
functions of management and merchandising are likely 
to be under the immediate control and direction of one 
person, usually the owner of the business. In the larger 
stores, like department stores, the technical functions of 
merchandising are exercised by a specially trained and 
qualified individual known as a merchandising mana- 
ger. But whoever exercises them, it is obvious that these 
functions must be fulfilled in a capable and efficient 
manner if the business is to profit and succeed. 

This is a period in which many new proprietors are 
engaging in business, and particularly in smaller busi- 
ness ventures, like small shoe stores. In the last analysis, 
their success or failure will be determined mainly by two 
tests, first, whether they have an adequate amount of 
capital to launch and carry on the business and, second, 
whether they have sufficient knowledge of the business 
to direct and carry it on in such a way that it will earn 
an adequate profit. In other words, money, manage- 
ment and merchandising are all prime factors in suc- 
cessful shoe retailing, and the greatest of these is mer- 
chanising. You can’t have a sticcessful business without 
profit, and profit depends on sound merchandising. So, 
if you’re planning to open a shoe store, it isn’t enough 
simply to be a good salesman, or to know about style 
and correct fitting, important and essential as those 
things are. You should also have had training and prac- 
tical experience along merchandising lines. For that, in 
the final analysis, is what constitutes a merchant, as 
distinguished from a storekeeper. 

There isn’t any royal road to merchandising, or any 
short cut method of learning to be a shoe merchant. 
There are lots of good books that will be helpful, and 
there are training courses that cover the fundamental 
principles. The majority of really successful people in 
the merchandising field, however, learned it the hard 
way, by practical experience under the supervision of 
some good merchant. 
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50.1‘: of the Shoe Merchants Queried in Recorder's Study of 
Requirements for Successful Operation of the Shoe Stere of 
the Future Gave First Place to Managerial and Narthandiie 
ing Ability. Practically AH of the Retailers Interviewed 


Rated Efficient Management As One of the Prime Essentials, 



















































War II saw a decided lowering of standards in shoe store 
service, particularly in fitting and the art of salesman- 
ship in general, is merely to underlire a truism. To 
urge a speedy return to those higher standards which 
prevailed before the war should be unnecessary and 
would not be so urged were it not for the fact that the 
survey conducted by Boot anp SHOE Recorper, for 
the purpose of determining what merchants regard as 
the essentials of successful shoe store operation, has 
revealed that this division, in the minds of the merchants 
queried, ranks second in importance in a list of seven 
post-war “musts”. It was accorded a higher degree of 
importance even than the problem of buying and pro- 
curement. 

This lowering of standards, while due perhaps and to 
a minor extent, to the let-down which always accom- 
panies a seller’s market, most certainly and to a major 
extent; had its origin in the merchant’s inability to get 
experienced salespeople and to his inability to find the 
time properly to train them. 

Whatever the reason, and irrespective of whether con- 
ditions may have been partially righted by the return 
of experienced men who have been in the service, there 
still remains a big job ahead for the merchant who 
faces realistically the fact that a buyer’s market is just 
around the corner and that it will need all the expert 
salesmanship at his command in order to meet competi- 
tion and maintain volume. 

One merchant is solving this problem in what seems 
to be an eminently sensible manner by gathering mate- 
rial for what is really a sales manual. Going back to 
first principles, he plans to devote the first chapter to 
the arrangement of stock on the shelves and to where 
reserve stock may be found in the basement and on the 
store building’s second floor where he has his office. 
How to interpret stock numbers in terms of materials 
and colors also is treated briefly but thoroughly. 
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L state that the years of World Chapter two, when complete, will cover the fitting 


qualities of the various lasts in the lines he carries. 

Chapter three will be a general treatment of the art 
of salesmanship—how to greet a customer, how to mea- 
sure the foot, howto hold a shoe as he presents it for 
the customer’s inspection, how to determine by tactful 
questions whether she can be switched from one type 
in which she cannot be properly fitted to another in 
which she can, how to make at least a good guess as to 
whether she can be sold two pairs instead of one merely 
by suggestion, how to handle two or even three cus- 
tomers at once, how to leave them with the impression 
that the salesman was genuinely glad to have served 
them, etc. 

For this manual he has prepared a foreword in which 
he tactfully explains that while he feels sure that the 
information contained therein is a matter of common 
knowledge to all his salespeople, he feels, nevertheless, 
that it is well from time to time to return to first prin- 
ciples and review fundamentals. In this foreword, also, 
there will be, when it is completed, a blunt warning that 
selling will be more difficult in the days to come than it 
has been in the past and that a store geared up to do the 
volume of business done during the war will need more 
sales effort on the part of all hands if that volume is to 
be maintained. 

There is to be nothing pretentious about this manual 
—just a few mimeographed sheets of paper stapled to- 
gether with sufficient white space on those pages devoted 
to the fitting qualities of lasts so that additions can be 
made as new lasts come in merely by pasting the newly 
mimeographed material in the blank spaces allotted for 
that purpose. 

This same merchant, however, is not passing on to 
his salespeople the entire responsibility. He plans to 
spend as much as possible of each day on the floor, 
listening to the comments of customers, studying the 
answers of salesmen and making mental notes of the 
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24.3% of the Retailers Whom the RECORDER 
Interviewed Rated Service at the Fitting Stool 


As the Prime Factor in a Shoe Store’s Success. 


wanner in which each sale could have, 
perhaps, been better handled. These 
notes, without reference by name to 
the sales person involved, he hopes to 
use in staff conferences or perhaps in 
weekly bulletins to be issued to his 
employees. 

Though his plans are not yet com- 
plete, he at least has recognized the im- 
portance of the customer-employee re- 
lationship and is doing something ~ 
about it. In so doing, he will keep the 
more experienced employee on his toes 
and will be able to render valuable 
assistance to those who are compara- 
tively new at the game. 

Mention was made above of the 
staff conference. This has been a valu- 
able means by which many merchants 
have kept their salespeople up to the 
mark. Held weekly, usually in the 
morning, the brief meeting of the en- 
tire sales staff with the head of the de- 
partment covers the new merchandise 
which is on order, the special features 
which add to its salability, how it is to 
be promoted, etc. Also, problems 
which arose during the past week are 
discussed, as well as any other ques- 
tions which may affect the sales volume 
of the department. Through an under- 
standing of what the heads of the de- 
partment are trying to achieve, the 
sales staff feels an identity with them 
which reflects itself in more intelligent 
service. Every salesman should be en- 
couraged to ask questions and express 
his own ideas at the sales meeting. 
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Wiz buying, during the period of shoe shortage, 
has been hard work in the sense that many a weary hour 
has been spent contacting sources of supply both old 
and new and literally begging for merchandise, it has 
been more leg work than head work. With little exag- 
geration it can be said that what the merchant bought 
was of less importance than the quantity he was able to 
get on the books of the manufacturer and wholesaler. 
Customers took pretty much everything which was 
offered and came back for more. 

That era is about ended. When shoes become more 

plentiful with the return of a wider variety of materials, 
colors and patterns, as they undoubtedly will during the 
1947 Spring season, and when customers become more 
fussy, as they will, buying will return to something re- 
sembling normalcy. It will again become a problem of 
the kind that can only be solved by head work. The 
problem will be further complicated by the need, not 
only of pleasing the most customers, but also of getting 
an increased turnover in order to have on hand at all 
times a sufficient working reserve of cold, hard cash, 
some of which may be needed for buying new styles in 
trid-season and the rest of which may conceivably be 
called on to act as a cushion in the event of a drop in 
prices. : 
That being the case, the day of the stock-record sys- 
tem is here again—a system which will enable the mer- 
chant to tell almost from day to day just what lines are 
selling best and at what prices; a system which will 
make it a matter of only a few hours at most to deter- 
mine what to reorder and in what quantities, and what 
to close out by the “PM” method or outright price cut- 
ting; a system which will serve not only as a buying 
guide but also as a warning flag. 

There probably is not a merchant in the country who 
is not familiar with some system of this kind. Many a 


stor& manager or proprietor, however, has allowed his 
stock tecords to‘collect dus during the war and post- 
war months for the simple reasOn.that they were un- 
necessary. 

The installattgn or resurrection of some Shek system 
seems to us to be he number one move in the diréeti 
of the type of baymg which will be needed if com- 
petition is to be met and volume maintained or, better 
still, increased, during the\coming buyer’s market. 


CONSIDERABLE thought shouhd likewise be devoted 
right now to another aspect of precurement. During 
the period of shortages, many hundréds of merchants 
bought and sold lines and types of shoes Which they had 
never before carried. This was necessary, o{.course, in 
order to maintain dollar sales even though in mayy cases 
it changed the character of the merchant's budiness. 
Whether this change was for better or worse, aud 
whether war-inspired types of merchandise should be 
continued or discarded is now up to each merchant to 
decide, basing his decision on an analysis which will 
include such factors 2s changes in buying power, changes 
in consumer likes and dislikes and changes in the types 
of customers who may have bought shoes in his store 
for the first time during the war. How many war-time 
transients, to put it another way, can be turned into 
permanent customers, perhaps by retaining at least 
some of the types of footwear added to the store’s stock 
during the period when sufficient quantities of regular- 
ly carried stocks were unavailable? 

Also, as shoes become more plentiful and the public 
demand becomes more highly selective, there are some 
other phases of buying and procurement to resurrect 
from the pre-war past and to improve on. 

There loom large the problems of achieving a bal- 
anced stock and so scheduling deliveries that, on the 
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In These Days of Merchandise Shortages, Selecting the Shees and Getting 
Them Inte Your Stere Are Vital Prebiems Confronting Every Shee Retailer. 


9.7% of the Merchants Interviewed in the Recorder’s Survey Veted Them the 


Ne. 1 Elements in a Success Formula for °47, and Practically Every Retailer 


Acknowledged the Pre-eminent Place of the Buyer in Present-Day Shoe Retailing. 


one hand, inveniories will not pile up; 
and, on the other, merchandise on order 


not arrive too late—after the cream 
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demand. This is elementary but is not 
apologized for on that account since 
during the four years, nearly, in which 
this country was at war, much that is 


elementary has perforce gone by the 
board—either because it was unneces- 
sary or because it was not feasible in 
view of conditions. 

Earlier in the year the RecoRDER 
questioned a list of representative shoe 
manufacturers as to their opinions on 
when more merchandise would be 
available, so that shoe buyers could 
again look forward to the rebuilding 
of their lines and the balancing of 
stocks, and when normal procedures in 
buying, merchandising and _ selling 
could be resumed. At that time quite 
a number of the manufacturers antici- 
pated that by this Fall more shoes 
would be available, with the prospect 
of further improvement to become in- 
creasingly apparent through 1947. 

Unfortunately, the events of this 
Summer, the effects which followed the 
termination of international hide and 
skin controls, the end of price controls 
in this country and their subsequent 
resumption, the acute shortages that 
have since developed—all these have 
operated to postpone the fulfiliment of 
those hopes. Buyers are still scouring 
the markets for shoes, in some cases 
for almost any kind of shoes that will 
enable stores to continue to operate. 
How long this situation will continue is 
difficult at this writing to determine. 

At any rate the National Shoe Fair 
will afford these perplexed buyers an 
opportunity to determine to their own 
satisfaction what is available, to see 
and compare lines for Spring, to get a 
first-hand reaction from manufacturers 
and salesmen as to what the merchan- 
dise prospects really are. 
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| ae this heading it is proposed to deal briefly 
with such aspects of store policy as exchanges, refunds 
and the granting of credit. Relatively unimportant when 
business is easy to get, they assume added importance 
with the approach of a buyers’ market and every day 
brings that revolution nearer. Therefore, though the 
time for decision on these questions of policy may be 
in the future, the time for unremitting study is right 
now. There won’t be any time for study when com- 
petition again becomes something more than keen. 

Consider credit first. Its effective and intelligent use 
can be made a stimulant during periods when purchas- 
ing power is less than at present. Its misuse can lead 
to uncounted losses. 

Large stores in cities, of course, have access to credit 
information which enables them to keep clear of many 
a pitfall. Stores in small, rural communities can safely 
depend in most cases on the merchant’s personal ac- 
quaintance with customers who enter his store, on their 
general reputation for honesty and their financial re- 
sponsibility. 

Between those two groups, however, are many hun- 
dreds of stores in larger suburban communities or in 
small cities, which do not share in the advantages en- 
joyed by those in the other two categories. This is un- 
fortunate because it is this class which can advance its 
own interests more than the others by the judicious ex- 
tension of credit facilities to a selected list of customers. 

The way out, in the case of these stores, may well be 
in a loose association, one with another and with other 
retail stores in the community, aimed at the dissemina- 
tion of credit information based on experience. Nothing 
so formal as a credit rating bureau need be set up. All 
that would be needed would be the right to call a mem- 
ber store or stores by telephone and ask a few ques- 


tions regarding their experience with the customer. In 
at least some communities there are already in existence 
agencies which might well add this service to those 
already available to merchant members. It may be a 
local Board of Trade or Chamber of Commerce. The 
point is that there should be some cooperative effort 
since otherwise each merchant will be on his own to an 
uncomfortable extent. 


THE existence of this cooperative effort or agency, 
however, will not relieve the individual merchant of 
the responsibility of making his own decision based on 
his estimate of the customer following a personal inter- 
view to elicit the basic facts—address, salary, name of 
employer, number in family, existing indebtedness. 

In the days ahead, exchanges and refunds will be well 
worth watching. Exchanges based on improper fit or 
manufacturing defects are one thing—those based on 
the whim of the customer, especially in cases where the 
shoes have been worn, are something else. The best 
policy to pursue, in striving for the increased turnover 
which should be part of the planning of every merchant, 
is to gauge all adjustments by two factors: “What is 
the fair thing to do for the customer?” and “what is the 
fair thing to do for my business?” Though this sounds 
somewhat elementary, it can become quite complicated 
because, on the one hand, there is a very human desire 
not to lose a hitherto good customer even though she is 
sometimes unreasonable; and, on the other, there is the 
necessity of keeping stocks clean and at a minimum, to 
insure turnover. 

As every merchant knows, however, there is a type of 
woman who, shopping here, there and everywhere, de- 
mands either an exchange or a refund for no reason 


Boot and Shoe Recorder 












A Fair and Friendly Policy in Customer Relations Has Been the 





Foundation Stone of Many a Sh oe Store’s Success. 6.5% of the 


other than that she has lost interest in the shoes within a 
few days or weeks of the time she bought them. 

This type of adjustment should definitely be ruled out 
of the merchant’s calculations in the not» too distant fu- 
ture. It results in entirely too many odds and ends, end 
sizes and a general unbalance of stock—not a healthy 
condition. 

Often it is a difficult problem to determine, in an in- 
dividual case, whether a customer is entitled to an ex- 
change or a refund. Some stores, including a good 
many department stores, make it a definite policy rule 
to give the customer an exchange or her money back 
without question, following Wanamaker’s famous dictum 
that “the customer is always right.” But it isn’t as 
easy to do this with shoes as with many other items, 
especially if the shoe has been worn, so that the sole 
is scuffed or the upper wrinkled. That calls for return- 
ing the shoe to the factory and entails a definite loss 
to the store. 

Nevertheless, most shoe merchants believe that the 
customer is entitled to a satisfactory fit, and the con- 
sumer subscribes to the same view. No individual is 


likely to cherish any particular feeling of good will to- 
ward a store if he or she has purchased two or three 
pairs of shoes that cannot be worn because of the dis- 
comfort they cause. They constitute a poor advertise- 
ment for any store, and the average retailer feels he can 
better afford an occasional loss and send the customer 
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Retailers Interviewed in the Rec order’s Study Believe It Will Be 


the Biggest Success Factor of All for the Store of the Future. 





away with the feeling of satisfaction and good will that 
comes from a generous adjustment, rather than have 
her peeved or disgruntled. A dissatisfied customer is 
likely to be, not only a lost customer so far as that par- 
ticular store is concerned, but also an influence that 
can spread an incalculable amount of ill will among 
friends and acquaintances. 

So if adjustments are to be held down to a minimum 
and customers kept happy, it’s pretty obvious that the 
essential thing is to avoid misfits. This depends upon 
a carefully trained salesforce, fully conversant with the 
technique of foot measurement and shoe fitting. To 
a considerable degree, moreover, it depends upon main- 
taining an attitude of frankness with the customer. The 
idea many shoe men have that customers should be kept 
in ignorance as to the size of the shoe, has caused many 
misunderstandings and tends to develop suspicion and 
loss of confidence. We have heard of cases in which the 
customer has been misinformed as to the size of the shoe 
she was being sold and then found out later, possibly 
from another store, that the information she received 
was incorrect. This always creates a bad impression. 
It is much better to face the facts fearlessly and frankly 
and explain to the customer just why a larger size is 
required, rather than attempt to soften her feelings by 
telling her the shoe is smaller than its actual size. 





























































































































































































































STYLING 





a the year 1947 promises to be one of the 
most interesting, perhaps even one of the most sig- 
nificant, in the history of the shoe business—interesting 
because it will be the first complete “uncontrolled” year 
since 1942, insofar as manufacturing is concerned; sig- 
nificant because it will see the first real battle for con- 
sumer and trade acceptance to be waged by the newer 
shoe materials which have been coming on the market 
in relatively small quantities since the end of the war. 

There is a tendency on the part of some merchants, 
particularly among those who operate family shoe stores 
in small suburbs or in rural communities, to under-rate 
the importance of style in building volume. But most 
successful merchants agree that the style factor has been 
and will continue to be the largest single factor in mak- 
ing extra pair sales. No merchant can afford to forget 
that national magazines which stress style, circulate 
2s freely in the country as they do in the large cities. 
Women, even those on the farm, are as style conscious 
as are their urban sisters. They need and buy, of 
course, “sensible,” substantial shoes but they also want 
end will buy the more styleful types if they are properly 
presented. With the eventual return to a buyers’ market, 
style will assume an importance which it has been 
denied sinee 1941. 


FIRST in importance in the shape of things tu come, of 
course, are new lasts, not to be regarded as revolution- 
ary, but rather as refinements in types which have come 
to have an almost universal acceptance. It is important 
to note, however, that these refinements will have the 
effect of introducing shoes with better fitting qualities 
in all types. Research throughout the war years was 
continuous and long before the end of that world-wide 
conflict, last manufacturers were prepared for the day 
they knew would surely come when the public would 
react more favorably than at any time in the past to 
correctly shaped shoes made over lasts the measure- 
ments of which follow a new conception of foot measure- 
ments—all achieved with no sacrifice of style. 

Second in importance are pattern and color and here, 
again, great forward strides have been made, since styl- 
ists, working with practical pattern-makers, have evolved 
new and sometimes intricate-looking combinations of 
color and material in order to give the public the variety 





desired, at least by women; and have then swung to the 
opposite extreme, achieving a simplicity and elegance 
in dress and street footwear formerly associated only 
with slippers for formal evening wear. 

It is to see and buy these new styles that merchants 
from all parts of the country, and even from countries 
outside the limits of the United States, will converge on 
Chicago during the National Shoe Fair. On display 
there will be all grades and types of shoes from every 
manufacturing center. It will be an opportunity such as 
merchants have not had for a long time to compare a 
raultitude of lines, study style trends, seek and get the 
advice of the best informed men in the industry. 


|F you make even a cursory survey of the shoe business 
from the promotion angle you will be very quick- 
ly impressed with the fact that the big selling argument, 
and the one that is used most effectively today by manu- 
facturers and retailers, isn’t fit, comfort, service or price, 
but the more dramatic appeal based on fashion. This 
wasn’t always true of shoe advertising; it dates from 
the time when women, men and children atttained their 
present degree of fashion consciousness. To that degree 
it can be regarded as a modern trend. But definitely it’s 
here today, and likely to be here for as long a time as 
anyone in the shoe business can foresee. Therefore if 
you're planning a footwear ad campaign, and if you're 
interested in shoes from any other viewpoint than that 
of the orthopedic specialist, you'd better lose no time 
in studying the fashion angle and the kind of style ap- 
peal that can be used to the best advantage in getting 
your particular style story over to the public. 

The variations of that story, you'll quickly find, are 
almost infinite. They relate to choice media, to the space 
that is to be used, to the kind of copy, type of illustra- 
tion, layout and typography. There’s the question of a 
general theme, the treatment of it and the angle of 
approach. These are all technical considerations; they 
call for the skilled knowledge and technique of the ex- 
perienced advertising man, but he in turn must rely on 
the knowledge, experience and information of the shoe 
man if the campaign is to tell an honest, convincing, 
factual shoe fashion story. 
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Fashion Is a Prime Factor in Today's Footwear Promo- 
tion Pieture. 5.5% of the Retailers Whom the Recorder 
Interviewed Accorded It Top Place and All Conceded It Will 


Play a Pewerful Role in the Suecess Story of the Future. 


There is a lot of arrant nonsense in 
much of the footwear fashion advertising 
one sees, and sometimes reads, in news- 
papers and magazines. Much of it consists 
of froth and frou-frou, of words and pic- 
tures put together without much rhyme or 
reason. We doubt if it can be very effec- 
tive or very productive of actual sales 
results. We are living in an inflationary 
age, when many people are apparently 
willing to spend good money for anything, 
including a certain amount of advertising 
that hasn’t been carefully planned or very 
well thought out. It lacks the angle of ap- 
proach to make it convincing; sometimes it 
hasn’t any angle and it approaches nothing 
that relates in any practical way, to shoes. 

The best angle of approach that we 
know of in shoe advertising is one that 
isn’t especially new, but that is eternally 
right because it considers shoes in the way 
that most people think of them, not just 
as objects of fashion but as items in a cor- 
rect ensemble, a complete costume, de- 
signed for a particular use, purpose or oc- 
casion. “Shoes for the Occasion” is an 
old slogan in footwear advertising, but it’s 
still a good one. Shoes in relation to the 
costume, the accessories, the complete en- 
semble is the more modern version. That’s 
the starting point. From there you proceed 
to the technical problems of illustration, 
layout, copy and type. Concerning these 
things it’s best to consult technicians who 
know their job; the more skilled they are 


the better will be the results you can expect. eo - 





| re without exception, the shoe merchants que- 
ried in the Recorper’s study of requirements for suc- 
cessful retail operation in 1947 gave advertising and 
promotion an important place in any program designed 
to increase sales, or even maintain the present level of 
retail business. Some merchapts even went so far as to 
rate promotion as the No. 1 requirement in retail opera- 
tion for the shoe store of tomorrow. 

Good copy, effective illustration and layout, careful 
and discriminating use of type are obvious essentials for 
the retailer who wants his advertising to score in the 
scramble for competitive advantage that is destined to 
mark the coming era in retail footwear distribution. 
Of equal importance will be the wisdom to plan a reg- 
ular, consistent program of advertising and promotion, 
plus the perseverance to stick to it through thick and 
thin. Many retailers are temperamentally inclined to 
plunge into promotion when business is brisk and then 
slash their schedules to the bone as sales ease off, the 
very time when the stimulus of advertising could serve 
them most. 

Advertising-minded business executives in all parts 
of the country are now planning their 1947 selling cam- 
paigns far in advance. They cannot possibly supply to- 
day’s demand for their wares but, nevertheless, they are 
embarking on expensive campaigns to the consumer 
based on a “wait-until-you-see-me” theme, designed to 
maintain and improve their competitive positions. Later, 
when the time is ripe, this theme will change to an active 
bid for orders. 


SOMETHING of this kind might well be the rule and 
not the exception among retail shoe merchants. Some of 
them, of course, have never ceased advertising. Many, 
however, seeing nothing to be gained by advertising 
during a period when customers were more numerous 
than shoes, have allowed their promotional activities to 
diminish or lapse entirely for the time being. 

The time to resume is right now. It’s like surf-boat 
riding in which the rider gets behind a wave as it is 
forming, pushes himself to the crest, then rides to the 
beach of success atop the breaker. If he waits too long 


he finds himself engulfed and swamped by the wave 
behind the one on which he had planned to ride. 

No specific rules can be laid down for this type of 
promotional effort. The safe rule to follow is for the 
merchant to review what he has done in years before 
the war, evaluate it, improve on it and then start. In 
the case of newspaper advertising this might well in- 
clude a current campaign of the “reminder” type, to 
keep the name of the store in the public mind. Later, 
when shoes have been received and as the era of more 
nearly normal supplies seems to be getting nearer, the 
number of insertions could be doubled, or, as an alter- 
native, the size of the space used could be increased. 
When it is obvious that supply is beginning to exceed 
demand, the number of insertions should be stepped up 
egain and the copy theme changed. Shoes should be 
pictured, described. Their price should be given. On 
this type of advertising alone experts feel that it is safe 
to spend 5 per cent of expected gross sales. 

It must be remembered, of course, that there are other 
types of promotion, most of them direct mail, ranging 
all the way from the penny post-card, (a remarkably 
efficient medium when properly used), through per- 
sonal letters, to elaborate and often expensive mailing 
folders printed in any desired number of colors. 

The success of direct mail is in direct ratio to the 
amount of work put on the mailing list. It must be ac- 
curate. Many stores have adopted the policy of putting 
on the carbon copies of their sales slips, even though 
the transaction is a cash one, all the pertinent informa- 
tion—full name, address, kind of shoe bought, size and 
any comments the customer may have made during the 
process of being fitted which will serve as an index to 
her likes and dislikes. 

These copies of sales records, after having served 
other and obvious purposes, become parts of the master 
mailing list. Extra good customers—those who reg- 
ularly patronize these stores and make multiple-pair 
purchases—are sent personal letters somewhat in ad- 
vance of the opening of any given season. The general 
list is circularized four times a year. 
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The Successful Shoe Store Cannot Be One That Hides Its Light 


Under a Bushel. Practically Everybody the Recorder Inter- 
viewed in This Survey Felt That Advertising and Promotion 


Will Be More Important Than Ever for the Store of Tomorrow. 








Now's the Time Teo 
Baild Customer Confidence by Good 
Will Advertising and te Plan a 
Streng Selling Campaign for the Time 
when the Buyer Once Mere Domi- 


nates the Market. 




















__ the subject of merchandise display comes up 
for consideration, we are likely to think first of window 
displays, but there are other kinds of visual promotion 
that will doubtless assume equal importance in the shoe 
store of tomorrow. These, in the main, come under the 
general heading of interior displays, and their impor- 
tance was generally recognized in the years preceding 
the outbreak of the war. It was back in the 30's, as a 
matter of fact, that interior merchandise displays began 
to assume the importance that they are now generally 
accorded by retail sales promotion experts. Kenneth 
Collins was the individual, who, more than anyone else, 
focused the attention of the retail world on the possibili- 
ties of this class of displays when he was advertising 
manager for R. H. Macy & Co., in New York. 

Back of every kind of merchandise showing, whether 
it be a window display or an interior display, lies the 
fundamental theory that prospective customers are in- 
terested in seeing the actual goods before they buy. An 
advertisement can give them a picture, but there is a 
different sort of buying urge that comes from seeing the 
thing itself. People like to go “window shopping,” and 
if they have time at their disposal while waiting to be 
fitted in your store, they like to “browse around,” and 
look over the styles you have on display in wall cases, 

.counter display cases or on tables, which afford the 
additional advantage of allowing them to pick up a 
shoe, examine it closely and get the feel of the leather. 


A LOT of new ideas about window promotion have 
developed during and since the war, when window dis- 
play was at its lowest ebb due to scarcities of merchan- 
dise and display materials and the blackouts and dimout 
regulations enforced in many cities. New display mate- 
rials and fixtures, many of them created out of plastics, 
are coming into use. They will exert a profound influ- 
ence on coming window display methods and techniques. 

While it’s highly unlikely that there will be anything 
in the nature of a revolution in the methods used to dis- 
play merchandise in the years that lie ahead, this depart- 








ment of retail operation is unquestionably due for epoch- 
making changes. A number of interesting trends in this 
direction are already discernible. 

One of the significant developments in this direction 
is a growing conviction on the part of some merchants 
that the selling of accessories in the shoe store can be 
stimulated and handled more easily by putting these 
articles, which include handbags, ornaments and even 
hosiery, on a self-service basis. This trend, if it con- 
tinues, obviously will bring about changes in interior 
display and may even affect the arrangement of part of 
the wall stock. Such has been found to be the case by 
some merchants who pioneered this method of merchan- 
dising prior to and during the war period. Open front 
interior display cases, of course, are a pre-requisite 
which, in those stores that so elect, will tend to make 
obsolete the closed case in the front of the store. The 
latter, in many cases, doubles in brass as a cashier’s 
desk and display counter. If self-service is to work, the 
interior display of the merchandise to be sold in that 
way must be placed in such a spot that it will be clearly 
visible to and not too far removed from the woman cus- 
tomer while she is being fitted. 


THE second trend is toward quick changes of dis- 
play, both interior and window, to meet changing con- 
ditions. A good example of what is meant is the almost 
universal department store custom of setting up a dis- 
play of umbrellas just inside the entrance within a few 
minutes after the start of a rainstorm. Something of 
this kind is coming in shoe stores. The problem may be 
solved by puttirg protective footwear in the window 
at the approach of a storm; or on a special display stand 
just inside the door. Although this theory would seem 
to apply most forcibly to the selling of rubbers, or boots, 
much the same principle can be applied, with the help 
of the new-type display units now appearing on the 
market, to other merchandise. 

It could be applied to the display of fleece-lined house 





Boot and Shoe Recorder 













' slippers on cold days, to boudoirs on mild days, to 
_ specialty shoes of all kinds, in fact. 

' A third trend has its origin in the realization of 
thoughtful merchants that window trimming must be 
more intelligently planned, and made more attractive if 
display is to carry its own weight in the highly competi- 
tive days to come. The attractiveness may well come 
| through the use of the new-type display and lighting 
' fixtures just now beginning to appear. The former are 
being made both of wood and of plastic in a wide range 
of colors. The latter have been so designed 2s to give an 
even illumination throughout the length, breadth and 
height of the window, and these units, furthermore, can 
be combined with smaller units used to spotlight any 
desired section of the window. 

The value of the window as an adjunct to sales can 
be achieved, also, by emphasis on the functional aspects 
of the shoes, such as in the case of shoes with features 
which make for comfort. It can be used to give the win- 
dow shopper, not the conventional front view of a pair 
of shoes, but one in which one shoe faces front and the 
other is so placed as to show its profile. Or the full heel 
view may be important in some shoes. 

The new types of display fixtures make these arrange- 
ments possible. Also they make possible, because of 
their wide diversification in design and color, a depart- 
mentalization of the window hitherto impossible or, at 
best, extremely difficult. Next Spring, for instance, it 
should be possible to obtain fixtures making it feasible 
to show white shoes on fixtures of a vividly contrasting 
color, and dark shoes against a lighter color—the two 
colors contrasting with each other harmoniously but 
kept in separate parts of the window. 

Along with consideration of the window display, in 
and of itself, must now go a study of the window display 
as an integral part of the entire store. This develop- 
ment is enhanced by the new trend in store architecture, 
which, through open front construction and liberal use 
of plate glass doors, walls, etc., makes the entire store a 
display case for shoes, Passersby are afforded a clear, 
unobstructed view, not only of the merchandise selected 
for display in the windows, but of that shown in in- 
terior displays. Some sort of display pattern is indicated 
here, linking up the exterior displays with those featured 
within the store itself. 





TO SELL SHOES ... You Must Show Them: and the 
Mere Effective Your Displays the Greater Will Be 
Your Chances of Increasing Sales and Profits in 1947. 





Many of these open front stores present another new 
idea in display space. Windows are generally smaller, 
and there are more of them than in the days of closed 
fronts with two large display windows, one on either 
side of the entrance. The smaller window eliminates a 
display fault too common in the shoe business for many 
years—that of crowding as much merchandise into the 
window as it would hold. A number of smaller windows 
can be used to carry out a central theme—with a few 
shoes and perhaps a bag or two in each, much on the 
order of interior niche displays. The whole bank of 
windows thus can be used to play up a single idea—or 
each win@ew can be a unit in itself, unrelated to the 
ones on either side of it. Both ideas have been used suc- 
cessfully in metropolitan stores. 

A word about the actual display, In a new booklet 
issued by the Department of Commerce, entitled “Estab- 
lishing and Operating a Retail Shoe Store,” four major 
requirements for effective merchandise-display are 
enumerated. It is, perhaps, worth while to quote them: 

“Merchandise-display advertising is particularly valu- 
able since sight is the most responsive of all the senses. 
As with oral and written sales promotion, to be effec- 


“tive the display must attract attention, arouse interest, 


create desire, and induce action. 

“To attract attention the display should be planned 
from the customer’s point of view. It should be dra- 
matic, suggestive, and timely, antthin keeping with the 
general character of your store. 

“To arouse interest, the display should have a central 
theme. It may be planned to create interest in certain 
merchandise or service or it may be institutional, for 
the purpose of building good will for your business. 

“Next, the merchandise must be so arranged as to 
emphasize the features of chief interest to your pros- 
pective customers. The display should induce them to 
want to inspect the merchandise. 

“Finally, the display, with the prices indicated, should 
convey the idea to the individual customer that the par- 
ticular merchandise which appeals to him represents a 
value sufficiently good that he ought to buy.” 

These four cardinal points sum up, briefly but clearly, 
what should be the qualities and characteristics of an 
effective window display. 
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Exhibitors at Official Shoe Fair Hotels 


Mitchell Shoe Co Palmer 632-643-646-684 
Biddeford, Maine 

Monarch Shoe Co......... Morrison 522-524 
Chicago, Ili. 


Menogram Slipper Co... Morrison 947-948-949 
St. Louis, Missouri 


Monteagle Shoe Co. ........... Palmer 920 

(Div. General Shoe Corp.) 
Nashville, Tenn. 

Moose River Shoe Co., Inc... . . Morrison 862 
Old Town, Maine 

Mosinger Bros. ........ Chicagoan 1675-1678 
St. Louis, Missouri 


Moulton Bartley, Inc. 
Morrison 1041-1042-1043 


1044- 1045-1046 

St. Louis, Missouri 
Mutual Shoe Co. .................. Palmer 
Marlboro, Mass. Exhibition Hall—Room 402 
Myers, D., & Sons, | M oe tats 
es oT RAE ES lorrison 1237 

Baltimore, Md. 

National Shoe Co. ............. Palmer 711 


(Div. of geal Shoe Corp.) 


Lynchburg, V 
Natural Bridge ‘Sincethens 
(Div. of a Posey gam 
. of Crad erry Corp. 
Lynchburg, Va. 


Morrison 1135-1136-1137-1138 
(Brown Shoe Co., Inc.) 
St. Louis, Missouri 
Nettleton, x7 * AKG 5 0h.5o tee Palmer 785-786 
Nevelk Co., The. Chicagoan 1285-1287-1289 
ne 


Mai 
Norma Footwear Co. 


bl 


-~- Sealhgnheras Morrison 1047 
Norwalk Tire & Rubber Co. 
New York, N.Y. 
Palmer Booths 50-51-52-53 
(4th Floor) 
Novelty Slipper Co., l.c.... Sherman 424-425 
New Y N. Y. 
Nunn-Bush Shoe Co. ........... Palmer 736 
Milwaukee, Wis. 
Nu-Way Shoe Co., Inc......... Sherman 489 
New York, N. Y. 
O'Donnell Shoe Corp. ....... Palmer 764-765 
Old Salsas toes Co. 
Fae east Hee Palmer 702, 
Brockton, Mass. 
O'Neill, L. J., Shoe Co........ Morrison 925 
St. Louis, Missouri 
Oomphies, Inc. 
Morrison 714-761 -762-764-766 
New York, N. Y 
O'Sullivan Rubber 
Winchester, Va. Palmer Booths 45-46 
Floor) 
Pedigreed Patent Plastic & Rubber Soles and 
— Shoe ee ae Sherman {11 
Packard, M. A., Co. ............ Palmer 745 
Brockton, Mass. 


[CONTINUED FROM PAGE 144] 


Paramount Slipper Co., Inc... .. Morrison 955 
, N. J. 

Parkhill Shoes . . ..Chicagoan 1297 
Fitchburg, Mass. 

Pearl Preview Shoe Co......... Morrison 434 
Philadelphia, Pa. 

eerless Footwear, Inc.....:... Morrison 942 
Souderton, Pa. 

Pennant Shoe Co Morrison 1039-1040 
St. Louis, Missouri 

Peppy Footwear, ta Saas hagotad Sherman 357 
New York, N. Y. 

Perry-Norvell Beis or srs Palmer 888 


Huntington, W. Va. 
Personal Service Center of the 
St. Louis Shoe’ Manufacturers Assn 
Morrison Menecine Floor 
Peters Shoe Co........ Morrison 926-927-928 


Pfeiffer, Frank H., Co., Inc...... Sherman 473 


Phyllis Shoe Co. .. Morrison 944 
Lowell, Mass. 
Physical Culture Shoes . Palmer 832 
Portsmouth, Ohio 
Pied Piper Shoe Co . Palmer 844 
Waousau, Wis. 
Pierce, C. S., Co.......... Palmer Booth 19 
kton, Mass. (4th Floor) 


Shoe Forms and Trees 
Pilling, John, Shoe Co....... Palmer 718-719 


Lowell, Mass. 
Pincus, Lester, Shoe Corp......Morrison 506 
New York, N. Y. 
Plastic Products Corp.....Palmer Booths 7-8 
Boston, Mass (4th Floor) 
Pli-Mode Shoe Co. Morrison Embassy Room 
Everett, Mass. Mazzanine Floer 
Plymouth Shoe Co. ............ Palmer Suite 
Middleboro, Mass. Consult hotel 


“INFORMATION” for room number 
Poloner Shoe & Slipper Co.. .Chicagoan 1698 


New York, N. Y. 
Portage Shoe Mfg. Co......... Morrison 534 
Milwaukee, Wis. 
Porter Shoe Co., Inc. .......... Sherman 356 
Milford, Mass. 
Posner, A. Dr., Shoes, Inc..... Palmer 897-898 
Allentown, Pa. 
Powell & Campbell ... Chicagoan !476-1477 
New York, N. Y. 
Presberg, N. S., Co. ........Palmer Booth 9 
New York, N. Y. (4th Floor) 
Shoe Ornaments 
Preston Shoe Co. ............. Morrison 950 
Lynn, Mass. 
Pie I oe eS a a wee Morrison 963 
bus, Ohio 
Primex Equipment Co. ...... Palmer Booth 32 
. (4th Fleor) 
X-ray shoe-fitters 
ee. Palmer 890 


Brooklyn, N. Y. 


St. Louis, Missouri 

Rao Brothers Footwear Corp... . Sherman 403 

Pearce aly Chicagoan 
(peg ES. 1596 

Westboro, Mass. 

Real Fur Dog & Novelty Co Morrison 819 

Egypt, Po 








Reider Shoe Mfg. Co. ......... 
Schuylkill ny Po. 
Republic Shoe Co. fe 
(Div. General Shoe Corp.) 
Nashville, Tenn. S 
Rest Right Slipper, Inc......... Morrison 672 
New York, N. Y. a 
Reuben Gordon Shoe Co., Inc... 
Philadelphia, Pa. 
Rex Shoe Corp. 
Auburn, Maine (ist 
gy —e apse Sherman 


Rice 5 Furnishing Goods Co. 
Rice Leke, Wis. Sherman 204-205 

Rice-O'Neill Shoe Co.. Morrison 426-427-429 
St. Louis, Missouri 

Richland-Davidson Shoe Co..... Palmer 68! 
Nashville, Tenn. 

Roberts, Johnson & Rand Shoe Co. 

Morrison 1127-1128-1129-1130 

St. Louis, Missouri 

Roblee Division (Brown Shoe Co., Inc.) 


St. Louis, Missouri Palmer 70? 
Rochester Shoe Tree Co.....Palmer Booth 75 
Rochester, N. Y. (4th 


Shoe Trees & Shoe Stretchers 


Rogers Bros. Shoes, Inc. ....... . Morrison 432 
Boston, Mass. 
Rogers of California tee Palmer 778 


Los Angeles, Calif. 
Rondeau, H. O., Shoe Co., Inc. 
Farmington, N. H. Palmer 946-W—948-W 
R Inc. Palmer 938-W 
laterson, N. J. 
Rosen, Geo. H., Shoe Mfg. Co... Morrison 954 
Boston, Mass. 
Rosenthal, Henry B., Co., Inc. 
Palmer 973-W—974-W—975-W 


Beverly, Mass. 
Rossman Shoes ............Chicagoan 1378 
Boston, Mass. 
Roth, Rawh & Heckel, Inc. ...... Palmer 720 
Ripley, Ohio 
Rubber Brokers, Inc. 
New York, N. Y. 
Palmer Booths 50-51-52-53 
(4th Floor) 
Rubin, trvin, Inc. .......... Sherman 491-493 
New York, N : 
Safran-Sundel Shoe Co .. Sherman 461 


Mass. 
St. Louis Shoe Mfrs. Assn. 
(Personal Service Center) 
Morrison—Mezzanine Floor 
St. Louis, Missouri 


Saks, M. J., Shoe Corp. . .. Morrison 626 — 
New York, N. Y. 

Salvage, Louis H., Shoe Co., Inc. .. .Palmer710 © 
Manchester, N. H. 

Salvage Molloy Shoe Co .. Palmer 944W 
Manchester, N 

“Sambros of Hollywood” ...... Sherman 458 
Paterson, N. J. 

Samuels Shoe Co. Morrison 628-630-632- 
St. Louis, Missouri 7 

Sandal Croft, Inc. .......... Palmer 825-87 
St. Louis, Missouri 

Sandler of Boston .. .Palmer—Private Dini 
Boston, Mass. Room 17 Club Floor 


[TURN TO PAGE 164, PLzZAsE] 
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EET US IN CHICAGO 





--- MEET US AT THE FAIR! 


i 


the time — October 27, 28, 29, 30, 31 


the place— Palmer House, Chicago 
Rooms 831 te 841 inclusive 


See Selby —and you'll see eight of the “livest” 
lines at The Shoe Fair. There’s new'style excite- 
ment waiting for you—with Selby’s fine quality 
and features that millions of women depend on. 
These are the shoes you'll sell fast—and once you 
see them, you'll know why. The latchstring will 
be out—we'll be looking for you! 


The Selby Shoe Company 


PORTSMOUTH, ONIO 








Scholl Mfg. Co., Inc., The ..Palmer Booth 94 
and New York {4th Floor) 
Dr. 's Arch Supports and Remedies 
(‘Saley Ghee Gos 05.26. oe e es Palmer 841 
Portsmouth, Ohio 
Senfield Shoe Corp. ........... Sherman 421! 
Boston, Mass. 
Service Shoe Findings Co. . Palmer Booth 56 
Chicago, lil. 4th Floor) 
Shoe Store Supplies, Display Forms, Shoe Bows 
Servus Rubber Co., The ......... Blac 
Rock Island, Ill. Consult Hotel 
"INFORMATION" for room number 
Sewanee Shoe Co. ...... Palmer 634-635-639 
Nashville, Tenn. 
Shapiro, A., Inc. ........... Chicagoan 1374 
Boston, Mass. 
pres es ee eg aaa Palmer 662 
nd City, N. Y 
Sherman RAE oe, Palmer 605 
Lynn, Mass. 
Shields Slipper Corp. ...... Morrison 641-643 
Bombay, N. Y. 
Shoe and Leather Reporter. Palmer Booth 65 
Boston, Mass. 4th Floor} 
— Papers 
Shoe Form Co., Inc. ....... Palmer Booth 17 
Auburn, N. (4th Floor) 
Fairy Shoe & Hosiery Forms 
Shu-Stiles, Inc. ........... Sherman 220-22! 
St. Louis, eae ta: 
Silver Slipper . .Chi in 1383 
New York, N. Y. ee 
Simpson, Elliott E.. . Palmer Booths 50-5!-52-53 
New York, N. Y. (4th Floor) 


Exhibitors at Official Shoe Fair Hotels 


Corp. 
Palmer 632-643-646-684 
paigute ts Palmer 716-717 


Palmer Booths 50-51-52-53 


(4th Floor) 


Sinbac Shoe Co. .......... Chicagoan 1398 
Chicago, Ill. 

Skippy Se ee panes Palmer 86! 
New York, N. Y 

Slax Footwear ................. Palmer 726 
Whitman 


Columbus, Ohio 

eS nae Oe BG acinar’ Palmer 796 

Smith, M. C., Co., Inc. . Palmer Booths 40-41 

I. (4th Floor) 

Softshoes By Robb ............. Palmer 845 

Somerset Shoe Co. ........... Morrison 810 
Skowhegan, 

Somersworth Shoe Co. ..... Sherman 291-292 
Somersworth, H. 

Sons Shoe Co. ............... Sherman 459 
Bonne Terre, Missouri 

South Berwick Shoe Co. ....... Sherman 469 
South Berwick, Maine 


{CONTINUED FROM PAGE 162] 


A. G., & Bros. 
Spalding, 
Spalsbury Steis Deevers Shoe Co 
Morrison ‘734-735-736 
Fredericktown, Missouri 
Sport Specialty Shoemakers, Inc. 


Morrison 933 
Chaffee, Missouri 
a” eee Palmer Booth 20-2! 
New York, N. ¥ (4th Floor) 
Casual Footwear 
Stabilizer Co., The ............. Palmer 949 
Los Angeles, Calif. 
Stacy-Adams Co. .............. Palmer 865 
Brockton, Mass. 


Stein-Sulkis aor Co. ..Chicagoan 1273-1274 
Haverhill, Mass. 

Step Master Shoes, Inc. . .. . Morrison 720-770 
Greenup, Ill. 

Stetson Shoe Co., Inc., The .. . Palmer 731-732 
South Weymouth, Mass. 


Stone hs egg — Se vi. gs ome Palmer 881 
Brockton, 
Studio Shoes er f California cack Morrison 806 
Los Angeles, Calif. 
Style Arch Shoes ............... Palmer 72! 
Ripley, Ohio 
OO A ee rete hes Palmer 838 
Portsmouth, Ohio 
Sunray Shoe Co. .......... Chicagoan 1494 
Los Angeles, Calif. 
Sun Shoe Mfg. Co. ........ Morrison 827-828 
Chicago, Ill. 
Superior as. ea Chicagoan 1598 
Boston, Mass. 
Superior Shoe Co. E LEST. Sherman 325-386 
. 
Swan Shoe Co., Inc. ......... Palmer 903W 
Baltimore, Md. 
Tayler, E. E., Corp. .....-....-.. Palmer 705 
, Mass. 
Teeple See ee Palmer 800 
“Waupun, Wis. 


Thomasetti's Shoes, Inc...Morrison 1025-1026 
Sedalia, 
Teber-Saifer Shoe Co. 
Morrison Hollywood Room 


St. Louis, Missouri Mezzanine Floor 
Town and Country Shoes, Inc. 
Morrison 939-940 
Sedalia, Missouri 
Town Walker Shoes ............. Palmer 833 
Portsmouth, Ohio 
Transcontinental Rubber Corp. 
Palmer Booth 33 
New York, N. Y. (4th Floor} 
Rubber Footwear 
Trimfoot Co. ........... Morrison 1022-1023 


Farmington, Missouri 
Triple Novelty Footwear Co., 


Paimer 971W 
co ge Nt Queens, N. Y. 
Tru-Poise Shoes ............ Palmer 834-840 
» Ohio 
Tupper Shoes, Inc. ......... Palmer 817-818 
New York, N. Y. 
Tweedie Footwear 


Palmer Booths 1-2-3-4-5 







Unity Shoemakers Corp . .Palmer 829 
Haverhill, Mass. 

Universal Shoe Mfg. Co. (Div. 
Craddock-Terry Shoe Corp.) . . Palmer 7004 
Lynchburg, Va. 

Palmer 663 


Vaisey, $. B., Shoe Co., Inc. .... 
Rochester, N. Y. 


Valley Shoe Sag Se aS."S Morrison Bungalow 
St. Louis, Missouri 
Take Clark Street Tower Elevator 
Vamos, Alfred, Inc. ........ Palmer Booth 8% 
New York, N. Y. (4th Floor) 
“Vamos” Lastex and Shoe Materials 


Venus Sandal Mfg. Co., Inc... ... Sherman 405 
New York, N. Y. 

Victory Footwear Sales Co.....Morrison 1238 
Baltimore, Md. 

Victory Shoe Co. ............. Morrison 645 
St. Louis, Missouri 

MOP MMOD. Stack Cho< dene aw Chicagoan 1385 
Bangor, Maine 

Virginia Shoe Co., Inc. ......... Palmer 802 


Fredericksburg, Va. 


Vitality Shoe Co. .Morrison 836-837-838. 
St. Louis, Missouri 839-846 
Vogue Shoe, Inc. ............ Palmer 951W 
Los Angeles, Calif. 

Vulcan Corp. ........,.... Palmer Booth 58 
Major Shoe Areas (4th Floor} 

Shoe Lasts and Wood Heels 

Waldes Kohinoor, Inc. ..... Palmer Booth 57 
Long Island City, N. Y. 

Walkin Shoe Co. .............. Palmer 803 
Schuylkill Haven, Pa. 

Welk-Over Shoes ............. Morrison 614 
Brockton, Mass. Palmer 782-783-784 

Wall Footwear ................... Morrison 
Passaic, N. J. Consult Hotel 

“Information” for room number 

Wall-Streeter Shoe Co. ......... Palmer 633 
North Adams, Mass. 

Walton, A. G., & Co., Inc. ...... Palmer 899 


Chelsea, Mass. 
Ware Shoe Corp. ..... Chicagoan 1387-1388 
Ware, Mass. 


Weearwell Shoe Co. ........... Morrison 943 
New York, N. Y 
Weber Shoe Co. ............. Morrison 863 
St. Louis, Missouri 
Wechsler Shoe Mfg. Co., Inc... Sherman 320 
Bronx, N. Y. 
shied Morrison 945 


Weigert-Dagen Shoe Co. 
Mexico 


Weil, M. K., Shoe Co.. .Chicagoan 1298-1299 
St. Louis, Missouri 
Weinbrenner, Albert H., Co... Palmer 780-78! 
Wis. 


Wellco Shoe Corp. ........... Sherman 104 
Waynesville, N. C. 
Well-Worth Slipper Co. .. Palmer 972W 
Honesdale, Pa. 
Werman, A., & Sons, Inc. 
Chicagoan 1584-1586 
Brooklyn, N. Y. 


Weyenberg Shoe Mfg. Co. .... Morrison 536 
Milwaukee, Wis. 
Wiley-Bickford-Sweet Corp.. Morrison 952-953 


Ware anon Ce. .........5.5- Palmer 800!, 
Halifax, ‘Pa. 
Wilner Wood Products Co... Palmer Booth 3! 
Norway, Maine (4th Floor) 
Winchester Rubber & Plastic Co. 
Palmer Booths 50-51-52-53 
New York, N. Y. (4th Floor) 
Wing Step Shoe ee Sherman West Room 
Webster (!st Floor) 


Reena on TO PAGE 332, PLEASE] 
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BUY BATES... All shoes claim comfort... some 
give it... few prove it. BATES ORIGINALS prove it with “Slipper- 
Free Where Your Foot Bends”— the dramatic idea that describes 
style-concealed extra width across the ball of the foot. That’s why 
so many dealers are finding BATES ORIGINALS such easy sellers 
and steady repeaters. You'll profit, too...if you BUY BATES. 
The Bates Shoe Company has made shoes in 


Vebster, Massachusetts since 1885. 


are cordially invited te the Bates Originals 
the National Shoe Fair, Chicago, 
is, October 28, 29, 30, 31. Palmer House, Rm. 701. 


NATIONALLY ADVERTISED IN ESQUIRE AND NEWSW 
Complete merchandising program includes free radio 
ings, abundant display material. 


Copyright 1946, Bates $ 
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More Casual ‘Air tr 4/ Shoes 


iter almost insurmountable difficulties in The big news again this season is the strength 
procuring the materials from which to make Spring and versatility of the casual shoe. No longer can 
shoes, confusion in pricing them, and what is fast the old rule of thumb method of classifying pat- 
becoming a chronic state of being “sold up,” manu- terns as “street,” or “sport,” “leisure” or “busi- 
facturers have developed Spring and Summer 1947 ness” be used. And, the reason for this is the grow- 
styles which are remarkably bright and show a ing strength of the casual shoe. Apparently in it 
highly imaginative use of those materials which are we now have a firmly established pattern, broad in 


available. Patterns are fresh, many quite as origi- its base, important in its own right and because of 
nal as those we learned to expect during the influence it is having upon the styling of nearly 


the pre-war years. Surface interest and all types of shoes. 
color again are back with combinations of 
materials in contrast as the real highlight. 


Photographed above: Two 
interesting models from 
Casuals, Inc.; a three-eyelet 
blucher and a modified sabot 
strap. The first combines 
brown reverse and smooth 
calf. The other shoe is of 
all-over brown reverse calf 
except for sabot strap, plat- 
form and wedge heel. 


Left: Several attractive in- 
terpretations of the leisure 
shoe. Top: White buck 
apron applied to the classic 
monk strap from E. E. 
Taylor Corp. Center: The 
sabot strap moccasin, com 
bining smooth white and 
brilliant apple-red leather 
with red platform and lace- 
stay from Winthrop Shoe 
Company. Lower left: Cur- 
tis Shoe Co., Inc., combines 
white buck with brown calf 
in an interesting adaptation 
of a moccasin pattern de- 
veloped with a tasseled lace. 
WwW. L. Douglas Shoe Co. 
uses Mexican lacing in 
brown and white calf as an 
apron motif for this shoe. 


a al Rane Sew 
- game 











3 The sabot strap moccasin-front leisure 
Below - A wedge heel is used shoe is strong in the Spring picture. 
preg ste the fit ng and walk- Three new treatments, left to right. from 
ing qualities of this John C. Florsheim Shoe Company, Roblee Divi- 


Roberts shoe by F reidman- sion, Brown Shoe Company, and E. E. 
Shelby Division, International Taylor Cor 
Shoe Company. j 53 . 
Stacy-Adams Company uses a 
sabot strap, usually associated 
with the Norwegian moccasin 
slip-on, on a plain toe evening 
shoe. The shoe to the left is 
cut from dull black calf; the 
other from brilliant patent. 


Below. A new wedge treatment 

is used in this two-eyelet raglan 

blucher, a Rand shoe from Rob- 
erts, Johnson & Rand. 
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Important in Themselves, 
Influence Styling in General 


a light of this trend, indicated in the advance 1947 styles, it 
might be well to clarify and to revise our thinking on casual shoes 
as such. Until this Fall we have been prone to consider them essen- 
tially leisure shoes of soft construction with renounced wedge heels 
and platform soles. We've seen them beautifully executed in glovey 
reversed calf in bright colors. And, we’ve seen them in none-too- 
attractive shoes, wartime babies made of decidedly inferior fabrics 
and synthetics. 1946 may well be remembered as the year in which 
this shoe made its greatest stride forward in improvements of con- 
struction, fitting and in the evolution of its styling. Platforms have 
been slimmed down, made more masculine in appearance and given 
new application to accepted and classic patterns. Wedges, by in- 
genious construction, often are concealed within the shoe, plat- 
forms eliminated and heavy leather soles and spring heels added. 
The wedge is now more functional than it is decorative. Molded red 
rubber soles have been developed with wedge heels and are being 
used extensively as lightweight sports soles. 


























Geo. E. Keith Co. uses 
a molded red rubber 
heavy sole and wedge 
heel to add Spring and 
color to this three-eyelet 
moccasin - front blucher 
in brown and white calf. 


Newest improvement 
on the Norwegian moc- 
casup-jront sipon is 
this model currently 
being jeatured by Le}- 
court of Aiadison Ave- 
nue and made by Bruce 
Currie. it features an 
ingenious thong lace 
with leather tassels. 


There's a moccasin 
front leisure shoe for 
every taste and fancy in 
this group. Clockwise, 
and left to right: In 
heather grain calj, a 
British Walker from 
]. P. Smith Shoe Com- 
pany; in tan calf with 
heavy stitching on fore- 
part, a Jarman shoe 
from General Shoe 
Corp.; combined with 
the monk strap, an 
Aristocrat shoe by 
Weyenberg Shoe Mfg. 
Co.; retaining the 
classic, a Roblee shoe 
from Brown Shoe Com- 
pany; and featuring a 
dog-ear pull strap over 
their well known Spade 
last, an Airomagic shoe 
by Daly Bros. Shoe Co. 
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| COOL, SPORTY, VENTILATED 
) COMFORT Is Their Keynote 


A comes into its own in 1947’s street and sport 
shoes. Where the casual influence stops, this theme picks 
up the promotional load. Ventilated shoes are back in 
the same carefully worked-out designs and contrasfing 
sand and brown, two-tone tans and greys, which built 
such remarkable volume for these shoes before wartime 
styling restrictions made them impossible. Cool, venti- 
lated shoes are strongly represented in the medium priced 
lines and great promotional expectations are held out for 
new volume in them, particularly through the Middlewest 
and South. They provide a popular extra shoe for hot 
days up North, too. 

Brown and white and black and white sport shoes still 
remain important in wing and straight tip brogues and 
bluchers; with the darker color predominating in area. 
These patterns still retain the heavy brogue effects which 
are so necessary in the styling of this type of shoe. The 
moccasin front in brown calf with white apron in the 
accepted split front and high walled patterns are well 
represented in advance showings. These shoes have ease 
and comfort and lots of smart style as well. 


tw ve 


Woven effects are coming back in 
leisure and street shoes. In U-throat 
bluchers, in raglan bluchers with plat- 
form soles and wedge heels, even in 
classic monks, this theme is evident. 
Illustrated above, left to right, are 
examples by John C. Roberts, from 
Freidman-Shelby; Curtis Shoe Co.; 
City Club from Peters Shoe Company, 
division of International Shoe Com- 
pany; Jarman from General Shoe 
Corp.; and Conrad Shoe Company. 


But, it is the woven shoe to which manufacturers are 
turning, seemingly determined to build real volume with 
this important member of the “cool” family. They’re 
making it in the accepted U-throat and raglan blucher 
patterns. They’re adding light platforms and half wedges 
to it and they are using it too as a vamp treatment for 
gored slip-on leisure shoes. A new and logical note is 
the application of a woven vamp to the strap monk. This 
treatment seems very effective in early trials, perhaps be- 
cause the woven shoe itself suggests a strap treatment. 
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The ventilated shoe, a wartime casualty has re- 
turned with all its desirable quality intact. Illus- 
trated above are three models slaed for great 
acceptance. Left to right: A medallion perforated 
straight tip Ball in beige and brown elk, a Rand 
Shoe by Roberts, Johnson & Rand Division of 
International Shoe Co.; an attractive shoe over a 
full walled last from E. E. Taylor Corp. and a 
similar model with rounded toe from Conrad. 


Still favored for spectator sports and as a classic 
golf shoe, the Norwegian front moccasin combine 
black or brown calfskin with white buck or smooth 
leathers. The models illustrated center photo, are 
a Keith-Highlander by Geo. E. Keith Co.. and 
shoe with the dark quarter and white apron is 
from the 1947 Spring line of Florsheim Shoe Co. 











Nothing ever takes the place 
of the medallion perforated 
wing tip brogue in spectator 
sports shoes. Lasts and pat- 
terns change, but this type 
remains a permanent favor- 
ite. Trims this vear are 
heavier and effects bolder, 
due perhaps to material 
limitations. However, this 
shoe is more practical and 
is more easily cleaned when 
the darker color predomi- 
nates. Three new interpre- 
tations of this classic, left to 
right, from Stone-Tarlow, M. 


A. Packard and Walk-Over. 











Brogues continue strong in 
medallion perforated, wing 
and straight tips, cut from 
heavier leathers. Clockwise, 
left to right: A Walk-Over 
shoe by Geo. E. Keith; a 
British Walker by J. P. 
Smith; a Stone-Tarlow Sig- 
nature; a W. L. Douglas 
shoe; Stetson Old Master. 


Moccasin fronts are still fav- 
ored for street wear. The 
models illustrated below 
show how fine shoemaking 
combined with well tanned 
leathers produce beautiful 
examples of this shoe. Left 
to right: Moccasin from 
Curtis Shoe Co.; an Arch 
Preserver from E. T. Wright; 
Stone-Tarlow Signature. 





AVAILABILITY OF MATERIALS 
Dictates ‘47 Street Shoe Style 


(), all 1947 styles, street shoes hew more 
closely to the accepted style line. Im- 
provements are evident in details and in 
the finishes of available leathers, rather 
than in innovations and radical changes 
in styling. Reverse calf is used in the 
all-over shoe and in the trimmed shoe. It 
is effective in the latter when trimmed 
with tan calf, genuine Alligator, or ’gator 
and reptile prints on calf. Grains, never 





looked for in any strength in Spring ]j 
are very evident in next year’s Spri 
shoes. Scotch and heather grains of the 
smaller size, and ostrich prints on calf arg 
very prominent. Moccasin fronts 
stronger than ever in most lines; brogues 
of all types and various weights of detail: 
ing are used to take advantage of heavier 
weight leathers which are being used ig 
men’s Spring footwear. 


Illustrated in photograph at top, left—oppo 
page: Attractive town and country moccasin a 


brown reverse from Florsheim Shoe Comp 
Below is a moccasin-front blucher with 
usual overlay on quarter, an Airomagic 

from Daly Bros. A classic moccasin-front 4 


a much fuller last, a Bostonian shoe from Com 
monwealth Shoe and Leather Company. Lowi 


shoe is from Winthrop Division of Internatic 


The single shoe illustrated to the left is a 

balanced combination of brown reverse c 

with tan calf wing tip, quarter foxing and 
ning lacestay. It is by Howard & Foster. 


The moccasins illustrated in the large p 
graph are, left to right: An ostrich print fr 
Bates Shoe Company ; a Scotch grain from E. 
Taylor Corp.; a synthetic crepe rubber 
model from Curtis Shoe Company; a 
grain with prominent walling at the toe, 


< 


Etonic Arch shoe from Chas. A. Eaton Com 

pany; and a beautifully proportioned 

grain model, Roger by M. A. Packard Co.: @ 
unusual U-throat design by Crosby-Square. © 





Reverse calf, effective for 
Spring when combined with 
genuine alligator and rep 
tile prints on calfskin. The 
two shoes at the top of this 
page were developed by 


Field & Flint. 


Below them, stitched and 
straight tips are taking the 
place of the wartime plain 
toe. These three attractive 
models are, left to right, a 
blucher with hand butted tip 
in oil treated veal fram 
Nunn-Bush. A classic straight 
tip brogue in Scotch grain 
from Stetson. And, a five 
eyelet blucher over a much 
fuller last with stitched tip 
from Edwin Clapp & Son. 

















ALUMINUM 
TELESCOPIC EYELET 
AND WASHER 





a active sports put great strain on the 
lacing fittings of many types of athletic shoes. 
The GC Aluminum Telescopic Eyelet and 
Washer combination setting gives maximum 
strength where it is most essential for satisfac- 
tory service. No other eyeletting method 


approaches this combination setting for lasting 
CROSS SECTION DIAGRAM 
hisliiaties durability. 
rc. Made in sizes suitable for both Men’s and 


Women’s athletic footwear. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON - MASSACHUSETTS 
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Our production, faced by present shortages of 
the choice leathers and skilled craftsmanship 


we require, cannot keep step with the demand 
for our shoes. 


This condition is, of course, temporary. Before 
long we hope to have enough shoes for everyone 
-..im the same “Extra Quality” for which 
they have so long been famous. 


In the meantime, our national advertising is 
keeping the French, Shriner & Urner name con- 
stantly before your customers... they'll be 
waiting to buy—when you are ready to 


our shoes will be on display at the PALMER HOUSE . . . Room 795 
during the NATIONAL SHOE FAIR . . . CHICAGO, ILL., OCTOBER 27:31 inc. 
and at our MID-WESTERN SHOW ROOM, 108 So. Michigan Ave. 


FACTORY & EXECUTIVE OFFICES . . . 63 Melcher St., Boston 


Middle Western Pacific Coast 
Representative Representative 


“Phil” English 5K. Dennis “lack” Farington © 
63 Melcher St., Boston, Mass. 106 So. thtshigues Ave. Chisage, &@. 4440 Atoll Ave., Van Nuys, Cal. 
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October 15, 1946 











WEAK ARCHES A CALLOUSES 


Foot Comfort Remedies 
and Arch Supports 





SUPPLEMENT YOUR 
SHOE FITTING SERVICE 


Today, even the finest shoe-fitting 
service is not enough. Your custom- 
ers must get maximum wear from 
every pair of shoes ...and no shoes 
are at their best when worn on weak 
or troublesome feet. With the aid 
of Dr. Scholl’s Foot Comfort* Rem- 
edies and Arch Supports, you can 
supply every customer with the 
shoes and the foot aids necessary for 
complete and lasting satisfaction. 


Dr. Scholl's Foot-Eazer 
and exercise relieve 
ti s. 


and 
due 


arches. 


feet, foot 
weak or fallen 
$4.50 pair. 


PAINS, CALLOUSES 
* Dr. Scholl's LuPAD loops 


ov 


Ww 
of 


and women. $1.00 pair. 


INCREASE VOLUME WITH 
SAME SHOE INVENTORY 


You need not reduce your precious 
shoe inventory when you feature 
Dr, Scholl’s...a small investment 
provides all the stock needed to en- 
able you to offer Dr. Scholl’s Foot 
Comfort® Service. And remember... 
9 out of 10 of your regular cus- 
tomers have foot troubles of some 
sort. They want and need foot relief. 
Add to your volume and profits by 
providing it for them. 


CUSHIONS ARCH 
Dr. Scholl's First Aid 
Arch, all-leather, li 


er forepart of foot; 
i i weight. Elevates } 


pports it. 


cushions, su; 
eighs only fraction atarsal Arch; 
am ounce. 


arch strain, 


For men callouses. 
Fits in any shoe. $1 pr. 


SOFT CORNS 

Dr. Scholl's Zine-pads 

pad png Fh 
to 

remove soft corns be- 

tween toes. Soft, sooth- 

ing, cushioning. 35c. 





_ FOR YOUR STORE 


‘ORN: 

Dr. 

Com 
een 


on coes, 


MAKE NEW BOOSTERS 
ac 


Experience proves that custom 

turn time and time again to th 

dealer who supplies them with 

than just shoes. What is more, 

will send their foot-weary frie 

you. At the same time, the 
featuring Dr. Scholl’s Foot Ai 

fewer complaints and costly mor 
ments, for shoes wear longer my?’ 
feel better when abnormal fae 100 
weaknesses are relieved. 


and li i i- 
tion. Flesh color Slee 
tic. $1.00 pair. 


iS, SOFT CORNS 
Scholl’ ." ' 
to ieve pain 
remove hard corns 
soft corns be- 
toes. 35c bottle. 
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x 90% OF YOUR 


- Now is the time to capi 
For more than 40 years f 
Dr. SCHOLL'S . . . on the quality, 


talize on the growing 


SCHOLL product. More than 40 y 
advertising has pre-sold the line . . 
buying public knows. It’s good business ° 2 
Display Dr. SCHOLL’S! Sell Dr. SCHOLL Ss! 


SCHOLL’S IS 
COMPLETE SERVICE 


you offer Dr. Scholl’s Foot 


A NATIONALLY 
ADVERTISED LINE 


For nearly forty years Dr. Scholl’s 
your patrons know that the Foot Aids have been advertised ex- 
fe you provide is a complete tensively in newspapers and maga- 

i They recognize that in the zines the country. Today 

Dr. Scholl line there is a dependable the name “Dr. Scholl's” is practically 

oot Comfort® Arch Support or synonymous with foot relief. Your 

dy for the relief of every com- display of these world renowned 
ton foot trouble. They are grateful Foot Aids instantly identifies your 

' the opportunity to buy all their store as a headquarters for complete 
foot needs in one convenient store foot service. Take advantage of this 

... they will depend on you. valuable consumer acceptance. 


BP 


CUSTOMERS NEED FOOT RELIEF? 
public need for foot relief! 
oot sufferers have depended upon the name 
effectiveness and value of every Dr. 
ears of continuous national consumer 


. making Dr. SCHOLL the name the 
. Buy Dr. SCHOLL’S! 


DR. SCHOLL’S COMPLETE 
EDUCATIONAL SERVICE 


In these days of new, inexperienced 
and untrained help, the complete 
educational service made available 
without charge by Dr. Scholl’s is 
an invaluable aid. This material will 
give your sales people the informa- 
tion they need about feet, shoes, and 
Foot Aids, We will help you teach 
them to do a better selling job... 
to fit shoes properly and to recog- 
nize and aid troublesome feet. 


to Visit The 


Be Sure 


PAINFUL NAILS 
Dr. Scholl's Onixe! 
quickly relieves tor- 


Dr. Scholl's Exhibit 


E NATIONAL SHOE FAIR 
TH 94—PALMER HOUSE 


« 


ments Painful in- 
flamed or calloused 


AT TH 


Boo 


THE SCHOLL MFG. CO., Inc. 


Largest Manufacturers of Foot Specialties 
in the World 
213 W. Schiller Street 62 W. 14th Street 
CHICAGO, ILLINOIS NEW YORK, N.Y. 





Production Difficultie 
Limit Children’s Sprin¢ styles 


Paid concern of children’s shoe manufacturers, as of those j in 
other branches of the industry at the present time, is that of maintay 
sufficient production to satisfy basic demands of their dealers. To try) 
forecast style trends for Spring 1947 is a hopeless task; manufacturers aj 
united in their belief that the only way to produce enough shoes to t 
care of minimum demand is to concentrate on sizes and, for the time bei 
to put aside considerations of style. 

Basic cause of this situation is a serious shortage of materials, partion? 

[TURN TO PAGE 332, Pt; EASE] 
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: Three styles for boys. Clockwise, starting at left: 
foccasin oxford on cord rubber sole; Gerberich-Payne. 
Moccasin front in a sport shoe, rawhide lace, rubber 
ole; American Boy from Craddock-Terry. Medallion 

perfs on a straight tip blucher; Sundial. 


telow: For the growing girl. Clockwise, starting lower 

eft: Gabardine and patent stepin; Stride Rite from 

yreen. Shank’s Mare pattern with open hack: Skippy. 

*erfs and stitching produce a moccasin effect; Kalisten- 

ks from Gilbert. Gypsy seaming on a two-eyelet tie; 
W. L. Kreider. 


Photo on opposite page. Shoe 
for the misses’ group. Clock” 
wise, starting lower left: Bla” 
cher oxford with perforated” 
design; Altschul. Pigskin used) 
in combination with elk in @ 
saddle oxford; Dr. Pe * 
Barefoot sandal with two-strap 
design; Playful Shoe 
Weber. Tan and white 
oxford; Edwards. Chillie 
ing on a smart school shoe; 
Little Yankee from Y. N 
Shoemakers. The popular 

er; Junior Daytimer from 








4 below: Top: Scuff-proof tip 
Bee weer; Ephrata. Below it 


rubber sole; Play 


from Virginia. 








Kaoskin The (Most Beautiful of All Leathers 


ALtC4EeD KtdO COMP ANY 


209: SOUTH ST., BOSTON II, MASS. e 100 GOLD ST., NEW YORK 7, N. Y. 


Worlr’s Aorgest Cawners of Kivekin 
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... designed 


to keep 
little feet 
normal 


THE YANKEE SHOEMAKERS 

NEW MARKET, NEW HAMPSHIRE 
SALES OFFICES: 

NEW YORK ¢« LOS ANGELES 











‘ Bristolite” 


FIRST ON YOUR LIST 


FOR FABRIC FOOTWEAR IN 1947 


See the entire line of Soristolite 
fabric footwear being shown at the... 


K x 


BOSTON SHOE SHOW NATIONAL SHOE FAIR 
ROOM 402, 404 BOOTH 40 AND 41 
HOTEL STATLER PALMER HOUSE, CHICAGO 

OCTOBER 21 TO 24 OCTOBER 28 TO 31 


BRISTOL 
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© SHOE ™ 8: 
CAR TOBER 27-28-27-3 


WE CATER TO 


RETAILERS 


SINS 
fae another TRIUMPH 


iCag ne moccasin- 
es afford better 

Gt at all 

»mond 


iS TIME IT’S THE 
SEXCLUSIVE HAMMOND 


eRe, 


yy 4 
Vyas 


Pat. app’d. for. 


HAMMOND MOCCASINS, ive. 


BANGOR, MAINE 





asts for years! 
be world f nad 
r. Your 
want are some- 
but we still 
d. So if 
t now, 


Ss Slippers \ 
in t 
rime of ye 


as cheet of Evan 
greatest gift 


MASS. 

















we know you'll be sold out again 


...there’s such a big demand 


No one likes to have to say “Sorry,” when customers ask for Evans Slippers. But 
you wouldn’t like it if people stopped asking for them, would you? That’s the 
reason for Evans national advertising, even though the shortage of Evans Slippers 
still can’t be overcome. For — short supply or not — Evans Slippers are still the 
greatest gift in the world for a man, still prestige and profit merchandise for fine 


stores, and will be when material shortages are over and forgotten. 


There'll be Evans Slipper advertisements in 
LIF E and ESQUIRE in November and December 


L. B. EVANS’ SON COMPANY °* WAKEFIELD, MASSACHUSETTS 
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STABLISHED 185° 





Cuddly . . . cute . . . colorful in Sky Bive, Red Rouge, 
Yukon Gold, Dawn Pink, Sheer White and Royal . . . 
made of real fuzzy-wuzzy shearlings . . . fitted comfort- 
ably and kept in place firmly with SHUGOR . . . that, 
describes Margaret O'Brien Slippers manufactured by 
Brust Footweor Corporation of New York, in their 
Allentown, Pa. factory. These Hollywood-sponsored 
slippers are unexcelled for eye-appeal, fit-appeal, kid- 
appeal. They are headed for national popularity. Be 
the first in your town to carry this sensational line. 





Electrified Shearling 
Breen shppers in 





Down Pink Folt ond strap of Shearing covered gore. 
Margoret O'brien Slippers of Red Kidskin lined 
with leather ond fitted with beck gore of SHUGOR 


Copr. 1946 Thomas Taylor & Sons, inc. 


THOMAS TAYLOR & SONS 


HUDSON INCORPORATED MASS. 


October 15, 1946 





—Patent plastics have made news for months. 


—O’'Sullivan Heels & Soles have made news for years. 


—But when O'Sullivan originates a Pedigreed Plastic 
worthy of its fifty-year reputation — that's front page 
news that will be welcomed by the shoe industry. 
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color range; novel 
and exciting fade-proof shades; iri- 
“descent and metallic finishes 
for any desired effect — 
fich, deep black that 
is really BLACK! 


exclusive production 
4@ controls assure mirror- 
smooth, lustrous finish and 


e 
| micromatically uniform thickness. 


more body; you can feel the dif- 
ference blindfolded! O'Sullivan Pedi- 
greed Plastic is never limp 

and lifeless; it has a 

supple firmness 


all its own. 


supporting fabric is 

fused to plastic in manu- 

facture; not cemented after- 

ward. Double bonded by heat and 
pressure, for smooth fashioning to any 
shape —will not wrinkle or separate. 


Visit the O'Sullivan booths [45 and 46) National Shoe Fair, October 28-31 


D’SULLIVAN RUBBER CORPORATION 


KERS OF AMERICA’S NO. 1 HEEL ee WINCHESTER, VIRGINIA 





‘Gpoitimers. 


on the 
mark 
for 
resort 
selling! 


STYLE Ne. 46413. Multicolor 
beach sandal with woven chain 
design across instep. (Multicolor 
combines red, white, blue, and 
yellow.) 


STYLE No. 47423. Woven fabric 
sandal with dainty white em- 
broidery motif. Red, white, bive, 
black. 


One—for the Money! — Quick turnover on Sportimers! 


Two—for the Show! ——Sportimers make a fine showing in winter 
resort and cruise wear displays. 


Three—Get Ready! ——Sportimers are ready for the biggest sea- 
son yet! (Write us for free mat service and 
envelope enclosures.) 

Four— Means Go! Order your stock of Sportimers now —for 
Resort Season and Spring deliveries. 

There's a new slant to Sportimers* this season . . . the “off-side” toe 

makes feet look shorter—smarter! And need we mention the appeal 

of flexible, elastic ankle straps . . . the cushioned comfort of the Kleinert 
sole . . . the sunfast colors keyed to playclothes? 


*T. M. Reg. U. S. Pat. Of. 
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LASTEX IMPROVES BOTH FIT AND COMFORT 

















Taar is the secret of those — a lining woven with Lastex yarn, give 
perfect-fitting shoes which has revolu- _gently with every movement of the foot 
tionized the art of shoemaking. Leather _ and always return to that original snug- 
or gabardine uppers, when controlled by _fitting top line that is so much desired. 


For models, samples and prices of those types of shoe materials made with 
Lastex yarn which are now available, apply to ALFRED VAMOS, 
406 Marbridge Building, New York City. Alfred Vamos is the inventor 
and patentee* of Vamos stretchable shoes, and the selected consultant for 
shoe manufacturers using materials made with Lastex yarn. 

* Patents assigned te 


United States Rubber Company 
. «+ THE MIRACLE YARN THAT MAKES THINGS FIT 
G88. 6.6. 90. GPM. An elastic yarn manufactured excivsively by 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS - ROCKEFELLER CENTER - NEW YORK 20, WN. Y. 
SERVING YOU THROUGH SCIENCE 
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— the sturdy-fashioned star. with 
more than a touch of tropic appeal! 


— the dainty Parisienne. delightful. 
debonair! 


— prize performers, known tor their 
amazing successes from coast-to- 
coast! 








ptt oe 
ning athe Bl ‘ 


Oi pains 
‘ Aisi 


BS git ia: ° Saree 
UN sue ® oy + ani 
a Fees 


oe ’ Fin 


> * 
caren vc 
« u wn “ew, 
Sait; “ #2 We Ce ee a 
) ames * AA 


HOTEL MORRISON, CHICAG 


IN THE "EMBASSY ROOM, 


- a's 
bt : 
on eee ee 





ee Wak ehh 


HL1-MODE again leads th 


“industry with a leisure. shoe 


eo ey tv.) 


Ee et 


Yat aes Sc At ¥ WAN, 
Ry ee Se oh aie eS. Mia reas 
Witt snes verte Chee 





poston OCT. 20 
cHicaco OCT. 


InTERI FABRIC CORPORATION 


aaa. 
ARNIVAL 
of FOLOR 


Gor FLORIDA cad EARLY SPRING 


Ad the SHOE SHOWS. | & 





NEW Jeabrice 
NEW Dlactice 
NEW Swucdiénee 


HOTEL STATLER 





INTERNATIONAL FABRIC CORPORATION, BOSTON, MASSACHUSETTS sv. ros socnesren cincimnaty cmreece 
Octeber 15, 1946 _ 








é veaways pw Goodwill ' 


A RICH ASSORTMENT OF 
GAY, GLEE- MAKING GIVEAWAYS 
FOR eager YOUNG HEARTS 
RIED AND-TE TED FAVORITES 
ae | ANI FRESH APPEA- 


t THE 
YLIN 


Al 


PLU5 NEW 


‘No. 92 Indien H 

shown). Same addr 

Suses as No. #3 bat 
ont face ee, 


closes. Size closed: 
6%" 0640". Size 
open: 6%," x 24”. 
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a brand new brand 
of shoe for 
growing girls 


Not women’s shoes in girls’ sizes, nor 
children’s styles. Beau-Teens are casual 
types in the adult styles teen-agers 
want... but built and bottomed to 
cope with high spirits. Sturdy Compo 
construction assures the lasting fit and 
long service mothers still demand for 
girls in the bobby-sox bracket. 


o 
Pp 
FOOTWEAR CO. 


31 UNION SQUARE WEST 
New York 3,N. Y. 





o2 years 
have proved 


m, Grandma (and dad) knew best 


Educator value and style are F... and steady-growing popularity among 
America’s thriftiest families predicts the brilliant 


backed by 52 years’ experience 


future for Educator shoe volume. Current season’s 
in making fine shoes. national advertising includes Saturday Evening Post, 
Woman’s Home Companion, Seventeen, Parents’ 
Magazine, Child Life, Boys’ Life. 


AO 


for men, women, and children—sold in Kinney shoe 

stores ... also exclusive Educator shoe stores for Men. 
A Product of G,. R. Kinney Co., Inc. 

2 PARK AVENUE, NEW YORK 16, N. Y. 


This modern, spacious store is typical of G. R. Kinney Co., Inc. stores featuring Educator shoes 
202 Boot and Shoe Recorder 





So Rich 


WHITE 


~ANIBUGK” 


we PERFECT WHITE SUEDE 


Fashion says next Spring and Summer will 

be the greatest White Season ever and 

points to the beauty and practicability of 

white suede in the all-over shoe and as a 

base for the trimmed shoe. How much bet- 

tera season it would be if all your white 

and trimmed shoes might be detailed in 

soft, glovey,; Ambuck. That day is still not 

in the foreseeable future, but, at least; 

certaitat the better shoes you'll sell next 

season'ean, be'deraited that way and will 

serve fo help’ you bear in mind the loveli- 

(| oe | ness of Ambuck . .*. ‘THE PERFECT WHITE 

*Reg. U. S. Pat. Off, 5 ee . > SUEDE. 


AMALGAMATED LEATHER COMPANIES wamncton, veraware 


October 15, 1946 
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FOR BOYS AND GIRLS 


Welcome you to its display at the 
Chicago National Shoe Fair, Oct. 28 thru 3ist 


While you're in Chicago at this year’s National 
Shoe Fair, be sure to see the exciting new 
line of Acrobat RF* shoes for boys and girls. 
See the quality features of these amazing 
shoes. See and hear all about the promotional 
and merchandising work that has started 
and is keeping Acrobat on its journey to 
the top of its field. Learn why Acrobat in 
your store means more profits there, too. 


*RF means Rigid Arch 
and Flexible Sole to 
Acrobat... 
More Sales Appeal to You! 


Tumblin Tim, Your Acrobat __ 

Hest willbe in Room = 45 
528 

Morrison Hotel 


SHOES FOR BOYS AND GIRLS 


> 
ACROBAT SHOE COMPANY, DIVISION GENERAL SHOE CORP., NASHVILLE 1, TENN. 


October 15, 1946 206 
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to the Manufacturer 


Invincible Roll Setting Aluminum Eyelets (surface type) OMEN’S 
nad Alicante Sitinl Miyelats, in oll ctendeed colons end WOMEN 


sizes, are available for prompt shipment. Coton = NUMBER 
Fiesta Wine 1900 


to the Retailer teehee 


Russet 
em no embarrassment from rough inside surfaces when shoes 


Frappe Cocoa 
ies are equipped with these eyelets. 


302 

302 
Wine Tone 1900 
300 2, : Cherry Red 600 
300° to the Amber Brown 302) 
100 because they lie permanently smooth inside, stockings Black 100 


do not fray or wear thin where Invincible Roll Setting 
Aluminum or Aluminum Blind Eyelets are used. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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es 


\, fencing or finance, 
MacClure has finesse. 
His headwork is fast 


and his footwork no less. 


a reasons his life 
as so full and so fleet 
\ Are the smart Arch Preservers 


oy that comfort his feet! 


ROOMS 760 and 761 Palmer House 
National Shoe Fair October 28-31 
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E. T. WRIGHT & CO., INC 
ROCKLAND, MASS. 





This different leather 
with its round, full-bodied 
ehrome tannage and its 
rich hand boarded appear- 
anee, has a distinctive 
eharacter that makes it 
outstanding in the field of 
fine shoemaking. 





Te the shee manufae- 
turer and retailer alike 
HAMPTON means better 
shoes and more sales. 


~ 





Main Office: 3057 N. Rockwell St., Chicago. Eastern Office: 129 South St., Boston. Cable Address “Greentree” 





THE CLINIC SHOE 


TRADE MARK REG US PAT OFF 





A Superfine Clinic Oxford “Nibiine SOLE AND TOPLIFT 


REG. U. S. PAT. OFF. 


Our Famous Clinic Last and Seamless Pattern 
UNLINED GENUINE HUNT-RANKIN’S BUCKO 
THE CLINIC SHOE greg THE CLINIC SHOE 


wnt. ? Deluxe Model 


Top-Grade Hunt-Rankin’s White Bucko 
Unlined Outside Counter Pocket 
White Duflex Napline Sole 
White Welting 
12/8 White Soloid Heel with Nap Toplift 
6/10 AAAA @ 414/10 AAA-AA @ 4/10 A 
31% /10 B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 


All Orders Accepted Subject to the Juvenile Golden Rule Code 
Boot and Shoe Recorder 
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: e e e 
A Superfine Clinic Oxford = "\Ny’sprinc HEEL 


REG. U. S. PAT. OFF. 


For NURSES’ AIDES and NURSES in Training 
UNLINED GENUINE HUNT-RANKIN’S BUCKO 
THE CLINIC SHOE Style 412 — White THE CLINIC SHOE 


Dude Ranch Model 
Top-Grade Hunt-Rankin’s White Bucko 
Unlined Outside Counter Pocket 
Moccasin Blucher Oxford 
White Duflex Nap Sole and Spring Heel 
White Welting 


4/10 AAA-AA @ 3146/10 A-B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 


All Orders Accepted Subject to the Juvenile Golden Rule Code 
October 15, 1946 


o~ 








A Superfine Clinic Oxford | "™ko"Senive Wei 


REG. U. S. PAT. OFF. 


For NURSES’ AIDES and NURSES in Training 
UNLINED GENUINE HUNT-RANKIN’S BUCKO 


Style 414 — White 
Juniorette Model 


Top-Grade Hunt-Rankin’s White Bucko 
Unlined Outside Counter Pocket 
Perforated Blucher Oxford 


White Duflex Nap Sole and Spring Heel 
White Welting 


4/10 AAA-AA @ 316/10 A-B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 
All Orders Accepted Subject to the Juvenile Golden Rule Code 
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A Superfine Clinie Oxford "tpt sbir sto Tone 


REG. U. S. PAT. OFF. 


Our Famous Clinic Last and Seamless Pattern 
LINED 


Style 419 — Whit 
THE CLINIC SHOE Deluxe Model THE CLINIC SHOE 
: Top-Grade Genuine White Shrunken Nurocco or Brogandi Goat 
Skin, extra heavy weight, with white Pepperell lined vamp. 


White Duflex Napline Sole 
White Welting 


12/8 White Soloid Heel with Nap Toplift 


6/10 AAAA @ 414/10 AAA-AA @ 4/10 A 
314/10 B-C 
FINE GOODYEAR WELTS EXCLUSIVELY 


All Orders Accepted Subject to the Juvenile Golden Rule Code 
October 15, 1946 
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A Superfine Clinie Oxford 8 sete, ware pum 


REG. U. S. PAT. OFF. 


Our New 1012/8 heel last 
LINED 
THE CLINIC SHOE Style 426 — White THE CLINIC SHOR 
rex one Soe, seen, a a 


Coolfut Model 


Top-Grade Genuine White Shrunken Nurocco or Brogandi Goat 
Skin, extra heavy weight, with white Pepperell lined vamp. 


White Duflex Napline Sole 
White Welting 


1014/8 White Soloid Heel with Nap Toplift 


6/10 AAAA ®@ 4144/10 AAA-AA ® 4/10 A @ 3144/10 B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 
All Orders Accepted Subject to the Juvenile Golden Rule Code 
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A Superfine Clinie Oxford "'itine sour wx Torri 


REG. U. S. PAT. OFF. 


Our Famous Clinic “Off-Duty” Wall Toe Last 
LINED 
Style 404 — White THE CLINIC SHOE 


Smoothies Model 


Top-Grade Genuine White Shrunken Nurocco or Brogandi Goat 
Skin, extra heavy weight, with white Pepperell lined vamp. 


White Duflex Napline Sole 
White Welting 


12/8 White Soloid Heel with Nap Toplift 


6/10 AAAA ® 414/10 AAA-AA ®@ 4/10 A @ 314/10 B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 
All Orders Accepted Subject to the Juvenile Golden Rule Code 


October 15, 1946 
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Our Regular Clinic Oxford “'Nibuine some AND ToPuirt | 


REG. U. S. PAT. OFF. 
Our Famous Clinic Last and Seamless Pattern 


UNLINED OUTSIDE COUNTER POCKET 
Style 420—White THE CLINIC SHOE 


Coolfut Model 


Rueping’s White Elk 
Unlined Outside Counter Pocket 
Perforated Blucher Oxford 
White Napline Sole — White Welting 
12/8 White Soloid Heel with Nap Toplift 


6/10 AAAA ® 414/10 AAA-AA ® 4/10 A @ 314/10 B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 


All Orders Accepted Subject to the Juvenile Golden Rule Code 
Boot and Shoe Recorder 











a ee WHITE HEEL WITH WHITE DUFLEX 
Our Regular Clinic Oxford “'Niruine sote AND TOPLIFT 


REG. U. S. PAT. OFF. 


Our New 1042/8 heel last 
UNLINED OUTSIDE COUNTER POCKET 
THE CLINIC SHOE Style 423 — White THE CLINIC SHOE 
ae, a Seth. oaez. ete 


Dude Ranch Model 


Rueping’s White Elk 
Unlined Outside Counter Pocket 
Moccasin Blucher Oxford 
White Duflex Napline Sole — White Welting 
1044/8 White Soloid Heel with Nap Toplift 


6/10 AAAA @ 414/10 AAA-AA @ 4/10 A @ 314/10 B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 
All Orders Accepted Subject to the Juvenile Golden Rule Code 


October 15, 1946 


Our Regular Clinie Oxford "'iruinr' sour ano Toru 


REG. U. S. PAT. OFF. 


Our New 1012/8 heel last 
UNLINED OUTSIDE COUNTER POCKET 
THE CLINIC SHOE Style 424 — White 


Coolfut Model 


Rueping’s White Elk 
Unlined Outside Counter Pocket 
Perforated Blucher Oxford 
White Napline Sole — White Welting 
1014/8 White Soloid Heel with Nap Toplift 


6/10 AAAA ® 4144/10 AAA-AA ® 4/10 A @ 314/10 B-C 
FINE GOODYEAR WELTS EXCLUSIVELY 
All Orders Accepted Subject to the Juvenile Golden Rule Code 
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‘Our Regular Clinic ee OSS 


REG. U. S. PAT. OFF. 


For NURSES’ AIDES and NURSES in Training 
UNLINED OUTSIDE COUNTER POCKET 
THE CLINIC SHOR Style 411 — White THE CLINIC SHOE 


wre seth, Dude Ranch Model see 


Rueping’s White Elk 
Unlined Outside Counter Pocket 
Moccasin Blucher Oxford 
White Duflex Nap Sole and Spring Heel 


White Welting 
4/10 AAA-AA @ 314/10 A-B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 
All Orders Accepted Subject to the Juvenile Golden Rule Code 


October 15, 1946 





Our Regular Clinic Oxford NN’ sprinc Ween 


EG. U. S. PAT. OFF. 


For NURSES’ AIDES and NURSES in Training 
UNLINED OUTSIDE COUNTER POCKET 


THE CLINIC SHOE Style 410 — White THE CLINIC SHOE 
>? : onthe, 


one Footog Model vee 


Rueping’s White Elk 
Unlined Outside Counter Pocket 
Saddle Oxford 
White Duflex Nap Sole and Spring Heel 
White Welting 


4/10 AAA-AA @ 314/10 A-B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 


All Orders Accepted Subject to the Juvenile Golden Rule Code 
Boot and Shoe Recorder 





Jur Regular Clinic Oxford = "Nn sprinc HEEL 


REG. U. S. PAT. OFF. 


For NURSES’ AIDES and NURSES in Training 
UNLINED OUTSIDE COUNTER POCKET 


THE CLINIC SHOE Style 413 — White THE CLINIC SHOE 


a Juniorette Model 
g 


Rueping’s White Elk 
Unlined Outside Counter Pocket 
Perforated Blucher Oxford 
White Duflex Nap Sole and Spring Heel 
White Welting 


4/10 AAA-AA @ 314/10 A-B-C 


FINE GOODYEAR WELTS EXCLUSIVELY 
All Orders Accepted Subject to the Juvenile Golden Rule Code 























Your bssurance of Clintc Quality 


“We, the makers of Clinic Shoes, having made 
quality footwear for a third of a century, (1914- 
1946) pledge ourselves to continue to use the 
best grade of materials and to constantly strive 
to improve the technique of shoemaking so 
that you, the Clinic shoe wearer, will at all 


times enjoy the highest degree of comfort 
available ina nurse’s oxford. We further pledge 


ourselves to continue to make Clinic shoes the 


best value obtainable.” ZA 


PRESIDENT 
Clinic Shoemakers 




















CLINIC SHOEMAKERS 


DIVISION OF 


‘THE JUVENILE SHOE CORPORATION 


OF AMERICA 


12th Floor 
ST. LOUIS (3) 


Shell Bldg. 
MISSOURI 
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bY SHOES THAT SELL / 
ST.LOUIS 





‘ 


timeless heauty 
.. plus quality 


. \ 
: \ 
‘ 


“ 


'-. will have to meet. + 50 > | 
A ~~ Peacock offers you distinct- 4 
ly new footwear for a really q 
successful promotion... 
. styled with all the fashion 
-. ingenuity, made with all 
* the fine craftsmanship and 
; oe outstanding quality that 
gz : hove made Peacock shoes 


This is the divank iiem a 3 





BOYD-WELSH, INCORPORATED 5 N- #9 MISSOURI 


and Shoe Recorder 
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Your spirits will get a springtime lift 

when you step into the Roosevelt Room of 
the Morrison Hotel at the National Shoe 
Fair to view the outstanding spring fashions 


in women's shoes — styled by Paradise. 


Paradise advertising is the most extensive 
in its history and now dominates the 
high-fashion womens shoe field. The steadily 
; growing consumer demand puts the 
REMEMBER: Roosevelt Room Paradise dealer in a most strategic com- 


Morrison Hotel 
October 28-31 petitive position for the future. 


Hadive Shoeo 


BRAUER BROTHERS SHOE CO., ST. LOUIS 8, MISSOURI 
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the story 
vou wont see 


in Chicago 


...the handmaking of 


Paramount quality 


s 
4 


Cc // ? 
SAM OuN yi 


ae 


Morrison Hotel, Chicago, October 25th thru 30th ka 


Room 668—W. A. Stuart, E. Topino, C. E. Carpenter 
Room 670—A, Plotkin, L. Haiman, Morris Kalmon 
Room 672-—B. J. Cohn, Art Pett, Ken Williams 


Pig 
non 


October 15, 1946 
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there’s the best reason in the country why 


Dr LISO dk 


are the favorite shoe 


of the fashion conscious younger crowd 


they’re the only debutante shoe 


designed by the best shoe designer in the country kK 


the one and only PALTER De LISO 


Dr coat 4 


“kK not on our say-so either but via a recent nationwide poll 


MADE BY THE SAMUELS SHOE COMPANY, ST. LOUIS, MO. 
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\ 2 


2K yah “* Je be 
Hewsii To fashion-conscious women, Vitality signifies real 
Salon Quality for budget purses. Strict adherence 
to this high standard has given Vitality the 


lead in gaining and +etaining new customers. 


Vitality Open Road Shoes for 
Outdoor and Campus Wear 
and 
Vitality Shoes for Children 


Saxton Madle by bmerica’s Sargest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 


October 15, 1946 235 
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TWEEDIE FOOTWEAR CORPORATION .; JEFFERSON CITY, MISSOUR! 
Shoemakers Since 1874 
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A YEAR ago the outlook for an increased production of shoes in the St. Louis dis- 
trict appeared more favorable than it does today. A year ago rationing had been 
lifted and style restrictions were all but gone. Postwar reconversion plans were am- 
bitious. Many new factories were planned. Today, although many of the expansion 
programs are under way, production is curtailed from 20 to 40 per cent. Deliveries 
since June have grown worse and shortages under renewed OPA controls have become 
more acute. At this writing manufacturers here cannot foresee any improvement in 
the supply of leather in the immediate future. 

Styling in the Spring lines, though freed from government controls, is still restricted 
and influenced by the shortages as well as the cost figures. Although many of the fac- 
tories here have stretched a point in order to obtain a bright touch of newness in 
their Spring offerings, nevertheless real volume of pairage will be written on the more 
basic patterns, especially those designed to speed up production. For pairage is still 
the first consideration—materials, colors and finishes are secondary. 

The quota system still prevails, although some few manufacturers have in recent 
months adopted the policy of selecting key outlets. They reason that they have the 
privilege of selecting their outlets the same as the dealer has of selecting his sources. 
This practice is known to have created no inconsiderable amount of ill will, for in 
following it many a small or medium sized dealer has been dropped and thus forced 
to seek new sources. 

Sales managers here find no evidence of a let-up in the demand for better grade 
shoes. What’s more, they report that merchant after merchant has virtually “sold out” 
of the shoe business. A dealer recently phoned a St. Louis manufacturer and inquired 
if there were any one in his organization who could use a pair of 7C men’s dress 
oxfords. He had sold all but one pair of that line and wanted either to clean out en- 
tirely or get more shoes. 

The expansion programs which got under way in this market a year ago have not 
progressed as rapidly as planned. Shortages of machinery and building supplies both 
have caused delays. In a few instances new building plans have been dropped for 
the time being due to high costs. Of course, established shoe producing capacity is at 
a premium just now, but the older heads in this market feel this condition will not 
prevail for long. 

Despite the discouraging production figures of the past three months and the dark 
outlook immediately ahead, St. Louis manufacturers have reserved more exhibit space 
at the National Shoe Fair this year than ever before. Nearly 100 lines from this 
market district will be displayed (more than any previous year) and more St. Louis 
shoe men will be et Chicago than at any previous Shoe Fair. 
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FILLS ANY DEALER’S EVERY NEED re 

The wide variety and fine balance of Winthrop’s line—bread-and-butter conservatives plus ie % 

sugar-coated originals like the Scamp (shown here)—are sufficient to fill any dealer’s every i a 

need. Add Winthrop’s sensational new leisure shoe—In-’n-Outers and Winthrop Juniors, a Pat * 

complete line of “Man-Style Shoes for Boys” and you have the picture covered from A to Z. ” t 

No matter what the customer’s age or taste or size or pocketbook, a 3 

Winthrop has what he wants. + 

a 2 

Winturop Suoes “Winturor Jars. sain 

for men for boys ir 4 

In a wide range of prices 2 

In-’n-Outer Leisure Shoes ' a 8 
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Winthrop Shoe Co. « Div: International Shoe Commons e Saint Louis 
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New York Sales Office, Room 914, Marbridge 


Happy days are 


Victorys new Name for Happygans” 


“HEYDAYS”... 
That's the newest 
theme song your 

customers will 

sing. It’s a line 
they'll come back 
and ask for, 
again and again. 
“HEYDAYS!" 
Repeat it again, 
“Heydays!” 

It’s easy 

to remember 
«-.and it means, 
“— repeat sales 


for you.” 


See them at the 


N@TIONAL SHOE FAIR 
October 28-31 


Morrison Hotel, Room 645, Chicago 


PICTORY SHOR 60. 


JAVA “HEYDAYS” 


Neumann's 


Alligator Calf 





“HEYDAYS’ 


SER 


2032 LOCUST STREET 
SAINT LOUIS 3, MO. 
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4. shoes of q 


styled right 

in the finest stores 
at the right price 
advertised nationally 


packaged beautifully 


THOMASETTI'S SHOES, INC. *© SEDALIA, MISSOURI + SAINT LOUIS 


WE'RE AT THE MORRISON, ROOM 1025-1026, DURING THE NATIONAL SHOE FAIR, CHICAGO 


October 15, 1946 








& WALSH SHOE CO. 2107 LUCAS AVE. 


Tt. 


eek of Octoher 27 


Merrisen Hetel, roeme 651, 648, 


, MO. 





hanks 


We wish our many friends to 


know that we appreciate their 
patience and forebearance dur- 


ing this period of shortages. 


SPORT-SPECIALTY 
SHOEMAKERS INC. 
SHELL BLDG. ST. LOUIS, MO. 








Now, the popular California 
platform construction to build sales and profits 
for you. A wonderful shoe to give baby more support 
and better balance. White soft pliable leather in 
half-sizes from 2 to 5. It's a winner! 
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SHOES 


Sold ot Better Stores Everywhere 


BOURBEUSE SHOE COMPANY Mokers GLAMOUR SHOES union missover 


October 15, 1946 245 





ANS WOMEN 
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THE HOTTEST 
NORTH-OF-THE-BORDER 


Line! 





America ‘Takes ‘em Away’ from you because of quality and style leadership 
backed by Dynamic National advertising in leading fashion magazines 
At the National Shoe Fair, Chicago 


Rooms 947-948-949 —Hotel Morrison 
October 27th — November 4th 


MONOGRAM SLIPPER COMPANY ¢ SAINT LOUIS, MISSOURI 





ROOMS 
1037-38 


“We'll 
be seein’ you 


at the 

Shoe Fair 

in the 

Windy City!” 


J. W. Drew 

W. F. Heaton 
Lee Johnson 
A. H. Reinhart 
E. M. Rogers 





P. J. Smith 
C. E. Thorpe Rooms 1037-38-39-40 


wi ee Hotel Morrison, Chicago 
A. V. Wheeler 


A. C. Yukon Week of October 27th 
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By Rhythm Step Shoes 
give you something extra to sell: 
Invisible Rhythm Treads at 
three strain points add walking ease to 
eye-catching styles...a “plus” that rings 
up repeat sales and repeat profits. 
Rhythm Step national advertising sings out 
the story in best-read magazines, 
month after month. Join the chorus: 
Feature Rhythm Step Shoes. 


4m AND AGAIN. «= 


See us at the 
NATIONAL SHOE FAIR 
Chicago, October 28th to 31st 
Morrison Hotel . .. Rooms 743, 745, 747, 749,751,752 


& SHINKLE SHOE COMPANY 
SAINT LOUIS 














Group Showing of 90 Lines at Morrison Hotel Spon- 
sored by St. Louis Shoe Manufacturers’ Association 


BUYERS at the National Shoe Fair this year will find an almost 100 per 
cent representation of the St. Louis shoe manufacturing industry. Follow- 
ing their traditional procedure the St. Louis manufacturers have com- 
pleted plans to move into Chicago and set up their exhibits as a group at 
the Morrison Hotel, occupying the fourth to the twelfth floors. Some 90 
lines are to be on display, attended by 277 sales representatives and backed 
by 122 visiting home office executives. 

Convinced that it is wise to make friends even when one cannot make 
deliveries, the St. Louis market will be in full regalia at Chicago this year. © 
The Spring lines are beautifully styled despite the leather shortage. And 
promotion plans have been carefully developed with an eye to that day in 
the future when shoe production will be of secondary importance. 

Many a shoe buyer’s visit to Chicago will be made just a little less hectic 
this year. Plans have been completed for a Personal Service Center on the 
mezzanine of the Morrison Hotel which will be devoted to providing help- 
ful services to the thousands of retailers who attend the Fair. The center 
will occupy more than 600 square feet and will be manned by a corps of 
trained attendants. 

The visitor who would rush off a few letters will find a stenographic ser- 
vice rcady to serve him. If he has to make last minute changes in his 
return transportation, there will be railroad and plane representatives in 
the center to secure his reservations. There will be no need for him to fret 
about luggage or freight because all details of its transfer will be handled 
for him. 

Other conveniences provide for an Information Service where the plea- 
sure seeking visitor can get reliable facts about the “where, when and 
what” is going on in Chicago. Newspapers from several hundred cities 
will be available for the foot-weary visitor to read and check on happen- 
ings back home, while he rests in the lounge, adjacent to the center. Extra 
telephone lines have been installed for ample phone service. The special 
number is Dearborn 4625. 





HENRY RAND 


International Shoe Co. 
President 


There will also be an Appointment Service, where Joe Doe can leave 
messages for Richard Roe or vice versa. In other words, the Personal 
Service Center will be a clearing house where one can leave word where 
or when he can be reached. If uncertain of future plans, it will only be 
necessary to tell your friends, “I'll leave word at the center.” 

“We've created the Personal Service Center,” said Mr. Henry Rand, 
president of the St. Louis Shoe Manufacturers Association, “because we 
believe that it will not only provide helpful conveniences for the visitors to 
the Fair, but also because we think that it will enable them to conserve 
their time and use it for their business needs. We've made the service as 
complete as possible and hope that a great many people benefit from it.” 


Photographs of execu- 
tive officers of St. Louis 
Shoe Manufacturers’ 
Association 








version of spec- 


suede with tan 


Smart detailing in perfora- 
tions, stitching and extended 
spaded sole distinguish this 
open back spectator. A Car- 
mellete by Carmo. 


Contrasting underlay in 
domino effect interesting de- 
tail on black plastic patent 
sling pump on 21/8 heel. 


Rhythm Step by Johnson, 
Stephens & Shinkle. 





Stitching, Piping, Tooled Designs 
| Various Other Decorations Add Style Interest 
s. Bows and Ornaments Continue to Fill a Need 
for Variety and Feminine Charm. 


Curved lines of vamp and quar- 


Photo on opposite page: Sure 
ter treatments add grace to this 


sign of Spring is a suit with 


smart spectator on high heel 
with extension sole. By Tweedie 
Footwear Corp. 


the trim, fresh look of this Glen 
plaid Hockanum worsted with 
its neat collar and double row 


of buttons. By Larry Aldrich. 


Fine detailing characterizes the 
treatment of this closed toe, 
open vamp pump with draped 
vamp ornament. Rice’ Neill. 


White stitching accents black > 
tip and foxing on elasticized s ales " 
spectator extension sole. acral mecca treat 
Made by Cloudsoft Process. pcs j age ge hie witored 
pump on 18/8 hee’. Life Stride 
shoe by Milius. 


Attractive and unusual trim- 
ming is the gold tooling on 
| the leather-covered cork or- 
nament of step- 
in, 15/8 h By Vitality. 


Left: Smoke-colored harness 

stitching outlines walled toe 

and ornament of tailored 

stepin, 17/8 heel. Trim-Tred 

Heel Latch 4 Roberts, John- 
son 





The silhouette of the 1920's re Red lizard in very feminine 


captured in the double ankle vamp ornament and plat- 
strap of this patent leather san- form make gay young 
dal. Vogaire by Jefferson. shoe of this black pat- 
ent sling. Marquise 
Original by Wohl. 


High - riding sandal, very 
open but secure with cross 
straps over vamp, on 21/8 
heel, 5g inch platform. Mode- 
Art by Moulton - Bartley. 


Interesting silhouette in high- 

riding, very open but snug- 

fitting for better comfort. 

with gracefully curved 

High-riding buckle strap stepin, a center strap. By Doro- 
smart and practical - thy Dodd. 


Below: Asymmetric effect in this 
black patent sling with red lizard 
vamp trimming repeated on \% 
inch platform. Bare-Foot Original 


Graceful curved strips Right: Dramatic illustra- 
forming open vamp tion of trend to straps in 
istinguish this this two - strap pattern: 


toe sling pump. By 
Queen Quality. 





Outline .. . Silhouette . . . Dominant 
Riding Patterns Have New Look in $ 


Spring Styles 
from St. Louis | 


The current vogue for asym- 

metric shoes illustrated in this 

patent leather shoe, 24/8 heel, 

% inch platform. Lady Fashion 
by Friedman-Shelby. 


Right: Akin to the T- 
aap is this very bare 
tthbone sandal with 
1/8 heel. Sweetheart. 
thoe by Pennant. 


: Another high-rid- 
on 


singly popular 17/8 
heel. By Conformal. 
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The College Hill 
SHOW GOES 


Your Favorite College Hill ¢otean) SPALSBURY - STEIS - DEEVERS 


saddles have gone upper-CLASS! oe % c (e3 
Sharp black buck with black calf trim. how ompany 


Al Fine Stores Everywhere ...For Store Nearest You Write 
SPALSBURT, STEIS, DEEVERS SHOE CO. - 1523 WASHINGTON - ST. LOUIS 3, Me. 





See him at the 
NATIONAL 
SHOE FAIR 


Chicago, Oct. 28, 29, 30 








WASHABLE 
WHITE 3. 


ITS INVISIBLE ... 


even in 
sling-type shoes! 





@ Forms fit either shoe. 
WE CARRY A FULL LINE OF INFANTS 
SHOES OW THE FLOOR. WRITE OF WIRE No problem of lefts or 
ED WHITE JUNIOR SHOE COMPANY | Fights. 
3203-07 Chippewe St. Lewis 18, Me. @ Heel strap is held 
firmly in place. 
@ Easy to insert, and 


a | nothing to dust. 
6) n Disyal. ay | Immediate delivery! 
National Shoe Fair October 28, 29, 30,31 jj | $1.25 PER PAIR 


HOTEL CHICAGOIAN 3 |) S“stcc“° 


In attendance: Sample on Approval 
Ruby Cohn * Gus Mosinger © Bill Seymour The Most Complete Line of Plastic Shoe Fixtures 


Fine Footwear Over a Quarter Century RAP RE I SSNS 


MOSINGER BROS. ROGER KENT COMPANY... Plastics 


1235 WASHINGTON AVE. ST. LOUIS, MO. 

















*Trade Mark Registered 





+. Topping the trend to Mary Janes for the pigtail crowd is 

foot. Naas u re this strap pump with the added attraction of a half-inch platform 
sole. In brilliant black patent leather, with superior fit and 

ST. 10uIS + NEW YORK + CHICAGO - LOS ANGELES construction, or smooth brown or white leather. Sizes 12% to 4. 
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* The newest, most accurate 
system for fitting children's shoes 


Wherever Step Master's exclu- 
sive WINDOW-FIT* system has been 
publicly introduced, it’s been an in- 
stant hit. Mothers can actually see 
their children's feet inside the special 
transparent plastic fitting shoes — 
they know this assures a “room-to- 
grow” fit. No misfits — sales soar. 


See how sure and simple WINDOW- 
FIT* is—don't miss our demonstration 
at the Morrison: 


Room 720 —Ed Keleher, L. J. Raymond, 
A. J. Munch; Room 770—Roy McCracken. 





3 et MASTER'S REVOLUTIONARY “SEE-FOR-YOURSELF” 


FITTING METHOD-=the transparent “Window” shoe! 


- 


Room 720-Morrison 


FOR CHILDREN 


STEP MASTER SHOES, INCORPORATED « GREENUP, ILL. 


Me 








YOUR BEST BUY IN XMAS DISPLAYS! 
JOLLY-JUMBO 


Santa Faces 


No. FS511 
Instill the Christmas spirit 
by using these unusual and 


economical Santa Faces 
for window backgrounds, | 


interior columns and toy 
d ents. Molded in 

f relief of strong, rein- 
forced composition. In 
full, natural color. Size, 
24°x 31", with wite for 


IMMEDIATE DELIVERY!!! _ 
KORKECT-WAY 


SEEN IM THE BEST ClectiEs 


AMERTCAM FiETURE & BPO. CO. 


for FAST DELIVERY use the 
be billed by your nearest K: 


KORRECT-WAY Displays 
2300 Locust Street, St. Louis 3, Missouri 


Kindly enter our order for 
Santa Faces, No. FS511. @ $12.95 each. 


TITLE 


2300 LOCUST ST. + ST. LOUIS, nO 


below. You will 
“WAY distributor. 








NAME 
STORE 

ADDRESS 
CITY. 
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CASUALS. ...tor working or loafing 


APRS 
[SP Goctatas }), 





A. SLING “ 

All-over Embroidery Boudoir Slipper with 
soft sponge rubber insole. Leather sole. 
California Platform construction. In BLACK 
WHITE, RED and ROYAL BLUE. 

Sizes 4 co 9. Packed 36 pair to case, 
minimum order 18 pairs to a color. 
Immediate Delivery. Price $2.50 


B. WIGWAM 
Army Russet Brown Unlined Elk 
Drawstring Mocassin. Brown no- 
mark rubber sole. Goodyear welkt. 
Packed 36 pair (9 AA-27 B) to case. 
Delivery November - December. 

Price about $3.35 

SPECIALIZING IN CASUAL FOOTWEAR. 


Ber Resesnte iY Shove Company 


1415 WASHINGTON AVENUE + SAINT LOUIS, MISSOURI 
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WASHINGTON AVENUE «+ SAINT LOUIS, MISSOURI! 
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Xmas Show Cards 


ready NOW; 6 different texts on art 
design shown below. Texts sent on 
request to select from. 


Size 8” x 14”—Red, green and gold illustration—text 
in black. 


PRICE TICKETS 
of harmonizing de- 
sign—red, and gold 
border on white 
board size 1,” x 
24%,”—109 denomina- 
tions in stock — No. 
X-9. 
12 Doz.—$3.00 


With Store Name 
Imprinted 


144 tickets—-$5.25 
288 tickets—$9.25 


Check with order please, 
unless C.0.D. preferred. 


DISPLAY CARDS . 


Every other month, 
12 informative and 
forceful selling mes- 
sages on appropriately 
designed cards. 


Detailed Information on Bi-monthly Service at Your Request 

















209 SOUTH STATE STREET * CHICAGO, ILLINOIS 


October 15, 1946 
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Speciglists in Quality Shoes 


Our firm has a background of 
more than 14 years of fair dealing 
and integrity in the buying 
and selling of quality shoes. 
Because it is our policy to pay 
fair prices, we are in a position to 
offer more attractive inducements 
to retailers and manufacturers 
when we buy . . . and better-selling styles 
to our retail customers when we sell. 
From our own stocks we offer 
for sale more than 500 styles in 
quality shoes for men, women and 


children. We buy lots large or small. 
ke * 


COMPLETE SHOWING 


National Shoe Fair 
October 27-31 
Chicagoan Hotel 
Rooms 1298-1299 
Paul Sigan M. K. Weil 


x* &© * 


M. K. WEIL SHOE CO. 


St. Louis 3, Mo. 
While in Town... See Weil 





A natural sequence of events when your windows 
contain gem-like PLEXIGLAS shoe display sets by 
KORRECT-WAY. Minute, modern in design, outstand- 
ing in construction...for only the highest quality 
materials go into their making. See for yourself how SET ILLUSTRATED, 
these plastic shoe displayers turn “lookers” into reatae Poms one 
“buyers”. Compare them with others! You'll agree RN i posare a 
that they're another display triumph by KORRECT. 10” x 24”, 12” high. 
WAY, another KORRECT-WAY to make more sales. 3-9" steads,-4- 12" 

stands, 2-15” stands. 4 


heel rests, 2 single shoe 
holders. 18 pieces in all. 


$87.50 the set 

















KORRECT-WAY, 


SEEN IN THE BEST CIRCLES ae 


DISPLAYS 


AMERICAN FIXTURE & MFG. CO. 2300 LOCUST ST. « ST. LOUIS; MO. 


DisTRIiBbBu+roer s 1 oN ALt incCctrPAt ot ss $ 


Boot and Shoe Recorder 





~The Big News in Spring Shoes Is 


~~. ) ~ 


DISTINCTIVE SHOES FOR MEN 


In the Best Dealer Circles, the word 

is going around: Don’t buy till you see 
the new CITY CLUB line for Spring! 
Here’s style leadership, plus 
dependable quality, plus known 
value—aggressively pre-sold to 

the Best Dressed Circle! 


STYLED BY PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE<COMPANY, ST. LOUIS -3, MO. 


October 15, 1946 263 














n & Rand's 


TRE 1 Here’s the new 
si for the competitive selling ahead. 
‘or 


best sellers, 


stylized wonder line - - 


. especially 
designed of our famous 


mpany- 
TION of the world’s largest shoe ©° pan 
puTA ~ 
cements in & style-promoted line 
old customers. 
the line- 


¢ QUALITY and RE 


TS and 
ALS to round ovt 


CASU 
ON and PRICE RANGE 


DIVISION OF INTERNATIONAL SHOE COMPANY 


* $T. LOUIS 3, MISSOURI 
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Cattle Slaughter at New Low 


New YorK.—Offering evidence of the 

érastic curtailment in cattle slaughter 
which has all but exhausted leather 
supplies, a statement by the National 
Shoe Manufacturers Association re- 
ported that slaughter at the country’s 
$2 principal markets during the week 
ending Sept. 21 totaled 50,000 compared 
with 260,000 the same week of 1945. 

Estimating livestock receipts at 12 
markets for the first three days of the 
week of Sept. 23, the association said 
livestock totaled 14C,000 compared with 
136,000 for the preceding week and 
270,000 for the first three days of the 
comparable week last year. “Livestock 
receipts do not show the same drastic 
decline as slaughter because many of 
the livestock which are sent to market 
are purchased by feeders,” the associa- 
tion reported. 

CPA allocations for October are ex- 
pected to approximate 950,000 hides, the 
association gaid, whereas the compara- 
ble figure for iast year was 2,018,000. 
Despite this drastic reduction the allo- 
cations for October appear to be 
optimistic. 

“While the fundamental problem fac- 
ing tanners and shoe manufacturers to- 
day unquestionably is the smallness of 
the cattle kill,” the association said, 
“figures released by the CPA pertaining 
to the purchases and shipments of hides 
against allocations which became effec- 
tive on Aug. 26, suggest that even the 
hides which should be available are not 
flowing freely to tanners. On Aug. 26, 
allocations were issued for 1,900,000 

cattlehides. Tanners reported pur- 
chases of 1,460,000, but up until Sept. 
21, only 574,000 of these hides had been 
shipped, and shipments against prior 
purchases amounted to 677,000, or a 
total movement into tanners’ hands 
from Aug. 29 to Sept. 21 of 1,241,000 
hides,” the association stated. 

“Allocations were issued for 930,000 
calfskins. Tanners reported purchases 
of 635,000, but up to Sept. 21, only 168,- 
* 000 were shipped against these pur- 
chases, and 264,000 against prior pur- 
. chases. 

“Three hundred twenty-two thousand 
kipskins were purchased against allo- 
cations of 404,000, but only 94,000 were 
shipped against these purchases and 
204,000 against prior purchases,” the 
report concluded. 


New Company to Sell 
Popular Priced Shoes 


Sr. Lovis.—Diana Shoe Stores Co. 
was formed last month for the purpose 
of retailing ladies’ popular priced shoes. 
The president is Jack Schneider, form- 
erly connected with Mathes Shoe Stores 
Co.; secretary-treasurer is I. Hershen- 
horn, also formerly with Mathes Shoe 
Stores Co.; and vice-presidents are M. 
Schneider and D. Hershenhorn. 


October 15, 1946 











JOBS — SAMPLES 
CANCELLATIONS 


MEN’S — WOMEN’S — CHILDREN’S 
: BRANDED SHOES - - - 
FOR IMMEDIATE DELIVERY 


ON DISPLAY 
MORRISON HOTEL 
ROOM 919. 


SCHNEIDER SHOE CO. 


QUALITY FOOTWEAR 


1404 WASHINGTON AVE. ST. LOUIS 





























in ST. LOUIS 





SP 
y sf 


NO. 300 BROWN CRUSHED LEATHER 


@ NO MARK RUBBER SOLES 
@ ALL SIZES 4 TO 9 
@ MEDIUM’ WIDTHS 





HOTEL | IN STOCK—IMMEDIATE DELIVERY 


WIRE OR MAIL ORDER TODAY 
n ox | PACKING 18 OR 36 PAIRS 
| MAR-BELLE SHOE CO. 


1233 WASHINGTON AVE. ST. LOUIS 3, MO. 
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see what we 
mean by style? 








at lower prices. 


"FIRST CHOICE FOR SMARTNESS'' agree readers of LOOK, COLLIER'S, 
ESQUIRE and the POST where consistent advertising is making 
the grand new John C. Roberts shoe even more a SMART CHOICE 
for you! ; 


Friedman-Shelby - Division of International Shoe Company - St. Louis 3, Missouri 
Worlds Larges! Shoemakers 


Visit the Joha C Roberts display at the Notione! Shoe Foir in Chicago, October 28, 29 and 30 ot the Morrison Hotel, Rooms 934, 935 and 936. See the complete line. 
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meet the cast in person.... 
see the galaxy of stars in 


THE Gui DRAMA 


NATIONAL. .2SHOE... FAIR 


CHICAGO 
Palmer House, Exposition Hall (Booth 63) 





ch : ilenge — to style a line yours exclusively — is your ops 


COSTUME G Ne 71 Louwghboro, S$ 





A complete line of Mexican sandals, kid 7 
and calf leisure shoes and men’s hardsole | 
slippers on display * 


NATIONAL SHOE FAIR 


Rooms 945-946, Hotel Morrison... Chicago . 
OCTOBER 27-31 . 





* sees Si 


™~ ~ 


Weigert-Dagen Shoe Co. . 


503 N. 12th STREET, ST. LOUIS, MO. 
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Elsa Maxwell says, ‘Here's how to make your 
customers or your Wife (or anyone else) 


love you all through 1947". 


SEND THEM A SUBSCRIPTION TO 


CANDY-OF-THE-MONTH CLUB 


a box of delicious 


candy each month 
| EXCEPT JUNE, JULY, AUGUST ) ‘ 


from leading confectioners 


- 
: LIMITED MEMBERSHIP! GUARANTEED DELIVERY! ORDER NOW! © Brown & Haley's Almond Roca 
© Liberty Orchards’ Aplets 

THE PERFECT CHRISTMAS PRESENT for chose important clients © Country Store's Nut Clusters 

and business associates... a new, different, impressive gift that pan tecg saat oo Connaets 

will rate you “ace-high” a// year ’round! Yes, every month (except © Puman's Opere Creams 

June, July, August) a beautiful box of famous candy will be sent 

to each person on your list. Every box is a specialty, a real taste © Princesse de Conde's Chocolates 

treat...shipped fresh from where it is made. A Candy-of-the- ® D. Kopper’s Swiss Chocolates 

Month Club subscription is a constant reminder of $]97 5 We reserve the right to substitute condies. 


your thoughtfulness throughout 1947! Swbseriprion cost 
represents current retail prices of these candies, plus postage, bandling 
and msurance, 


* 


Mert 
G 


AMBASSADOR BLOG. «+ ST. LOUIS 1, MO. 





ADD COLOR TO YOUR TAN SHOES 


WITH BE BE Ti ONE 


Tones of Brown — Wine — Mahogany that provide a lasting 
depth of color—that rich hand-rubbed appearance. A new 
formula for “toning” tan shoes to meet the customer's approval. 
BE BE TONE rubs on and wipes off easily without streaks. 
BE BE TONE brings out the grain of the leather, darkens stitch- 


ing and perforations. 


BE BE TONE is widely used by shoe 
manufacturers for color antiquing — now 
available in pint jars for application by 
the shoe retailer and repairer. 


Sold by Shoe Findings Dealers 
and Shoe Store Supply Houses 
#15 Medium Brown #28 Mahogany 

#18 Dark Brown #31 Wine 
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Record Attendance of Volume Buyers 


DANIEL J. DANAHY 
President, NESLA 


APPROXIMATELY 350 shoe man- 
ufacturers, tanners-and members of 
the allied trades, including a large 
number of companies distributing 
the newer plastics and synthetics, 
will participate as exhibitors in the 
Boston Shoe Show to be held during 
the week beginning October 21— 
one week before the opening of the 
. National Shoe Fair in Chicago. 
This important market event, 
which is held under the auspices of 


the New England Shoe and Leather - 


Association, is expected to attract 
most of the volume buyers of the 
country, since its object is to give 
to mail order and chain store repre- 
sentatives, to wholesalers in all parts 
of the country and to department 
store buyers, a preview of styles for 
‘ next Spring. That buyer attendance 
will be heavy is indicated by the 
large number of requests for sleep- 
ing rooms at Boston’s many hotels. 

Exhibits will be confined, how- 
ever, to three hotels—the Statler, 
Copley-Plaza and Parker House— 
of which the chief, at least in point 
of the number of exhibitors, will be 
the Statler. 


October 15, 1946 


Expected at Boston Show 


With Exception of Boston Travelers’ Semi- 
Annual Banquet, Event Scheduled by 
NESLA for October 21 to 24 Will Be 
Strictly Business—Exhibits To Be Located 
in Three Hotels with Most at Statler 


T. KENYON HOLLY 
Show Committee Chairman 


At this hotel the entire mezzanine 
floor has been turned over to com- 
panies in the allied trades which, 
instead of being in booths in the 
wide corridors, have been assigned 
booths in the several private dining 
rooms: and the large Georgian 
Room located on that. floor. The 
fourth floor has been reserved ex- 
clusively for men’s shoe manufac- 
turers and the two floors above will 
be filled with manufacturers of wo- 
men’s shoes from all the larger shoe 
manufacturing centers. Of par- 
ticular interest will be the displays 


of novelty and play shoes made by 
firms which do not have Boston 
sales offices. Those who do, will 
hold open house at these offices. in 
Boston’s famous shoe district. 
Overflow from the Statler will be 
housed in the Copley-Plaza for the 
entire week of the show. Some of 


the NESLA member firms will be at 


MAXWELL FIELD 


Executive Vice-President 
NESLA. 
the Parker House but by far the 
greater number of exhibitors there 
will be those represented by mem- 
bers of the Boston Shoe Travelers’ 
Association who sell throughout 
[TURN TO PAGE 330, PLEASE] 
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at the 


Lines on Display at the Statler, Parker House 
and Copley Plaza, Octeber 21 - 24, 1946 


HOTEL STATLER 
As of September 30, 1946 


Room 
Accurate Shoe Corp. ............--5:: 656 
Air-Craft Shoe Co., Inc. ...........+.-- 514 
Air-Flight Shoe Company, Inc. .......... 538 
Airway Manufacturing 
Alburton Company, Inc.....Georgian Room, 
Booth 33 
Allen Shoe Con bmes so 0 ci. ccs ceece es 557 
Allied Shoe Machinery Corporation. . Parlor F 
Rivaba Geen Bek iit i hee is 532 
Alvin Shoe Company 
American Shoemaking 


Amity Slipper Corp. 
Analite Plastics, Inc. 
Apollo Footwear Corp. ........ igen. wes 621 
Arad Shoe Mfg. Co. ...........0..000 640 
Arrowhead Footwear’ Corp. .......... 641 
Astor Shoe & Slipper Mfg. Co. ......... 511 
Atlas Footwear 
Georgian Room 
Booths 8-9 
LL MS" eames oe: 558 
Banner Slipper Co., Inc. ............... 619 


Benwill Shoe Company 

Bing-Cooper, Inc. 

Blair & Ross, Inc. 

Blue Seal Shoe Manufacturing 

Bolta Products Sales, Inc. ......... Parlor A 


Booths 41-42* 
Boot and Shoe Recorder 
Boston Sli Co. 7 
OE TOO a ane-d pes oaee eat ae 547 
Bowdettes 


Bristol Mfg. Corp. 

Burg Company, A. S. ....... Georgian Room 
Booths 18-19 

Cambridge Rubber Co. ............... 576 

Came Te Gee os foo oes hte cs 574 

Cassandra, Inc. 


Room 


Conrad Shoe Company 

Consolidated Footwear Corporation ... .433 

Converse Rubber Company ..4u 

Cooper Footwear Co. CTR 

Cornelia Footwear Mfg. Co. ERS 1 657 

Creative Footwear Georgian Room 
Booth 5 

Cross-Country Casuals, Inc. .......... .579 

Crystal Shoe Mfg. Co. ............. .. 539 

David Shoe Co., 

Decker Shoe Co. 

DeHaan Co., The 

Desco Shoe Corporation 

Dine Shoe Corporation ............. 

Doral Shoe Company 

Drexsage Company, Inc., L. 

Duane St. Work Shoe Co., Inc. : 

Eastland Shoes, Inc. .................. 596 


OS ae Sa aa Parlor A 
Booth 40 


..526 

620 

..Georgian Room 

Booth 14 

3 .522 

.548 

.. .618 

. .. 507 

544 

615 

. 559 

Paiva > oda 

The John . ; 407 

Parlor A 

Booth 39 

Formfitting Slipper Co. ............... 627 

Fourels, Inc. . 650 
SS Tee 

Francine Shoe Co. ee 586 

Frederick-Speier Footwear, aes. 648 

Freedman & Sons, A. 413 

Freeman, Inc., Gilbert ..... .Georgian Room 


Elam Shoe Co., F. S. ... 
Elkind Bros. 
Essex Rubber Co. 


Evelyn Shoe Co. 
Evermode Fectweer Co. 
Evy Footwser Co. 
Excellent Footwear, Inc. Pople 
Faith Shoe Company, Inc. ........... 
Fields Shoe Co., Martin 

Fisher Shoe Co. 
Fleisher Shoe Co. 
Foote Shoe Co., 


*‘ Fuchs Shoe Corporation 


Gillis Shoe Corp., George 

Givren Shoe Co., Inc., a J. 

Goldberg 3 a Se ee 
Co. 


Gregory-Lee Shoe Co., Inc. 
Hale Shoe Co., Inc. 
Halroy Shoe Company, Inc. 
Hannahsons Shoe Co. 
Hartman Shoe Mfg. Co. ............... 561 
Hoole ” seh ad 
eadway tion 
Heilbrunn & Sons, J ASIA + 
Hercules Shoe Mig. ‘Corp. PIS heat Se 643 


Room 
Georgian Room 
Booth 23 


Hobby Footwear, Inc. .............-.. 642 
Holiday Casuals 

Howard Footwear Corp. .............. 633 
Hub Stay Co. ....Georgian Room, Booth 3 
Inter-Allied Slipper Co., Inc. 512 
International Fabric Corp. ..Georgian Room 


Booths 1-2 
Jalmo Shoe Co. 
> Say etre: 
Jim-Bons, Inc. 
Joy Shoemakers, Inc. ................. 634 
OR SOO, oon an deebevcte re’ 575 
Kenmore Shoe Co. ....................575 
Klev-Bro Shoe Mfg. Co. .............. 504 
Knickerbocker Shoe Mfg. Co, ...........617 
Knight Slipper a ae. Tee ‘ 44 
Kolker & Co., M. ... ga Gen adnan 
Kozy Footwear Co. 513 
Krischer, Rogers & Fischer 612 
Laconia Shoe Co., Inc. .......... 525 
Langermar Shoe Co. ibeics asec 
Lawson Shoe Co., A. J. .. . 537 
Leatherbury Shoe Co. .. 
Leathertone, Inc. 


Hide and Leather and Shoes. 


584 


528 

Georgian Room 
Booths 11-12 

4 .572 
Georgian Room 


Booth 4 


LeBon Shoes, Inc. ........ 
Lederer Industries, Inc. 


Lessing Rudner Footwear, Inc. 

Lester Pincus Shoe Corp. .......... 501-503 

Lincoln Fabrics, Inc. ..Seorgian Room 
Booth 31 

Linde Shoe Co., Inc., of Haverhill ..... 563 

Little Folks Footwear Co., Inc. ..........610 

Lucy-Ann Footwear Mfg. Corp. ..... . 647 

Lynn Moccasin & Shoe shed Co., 

M & F Shoe Co., Inc. .............. 

Maguire & Co., Inc., T. A. 

Maine Shoes 

Majestic Fabrics, Inc. .......Georgian Room 

Manor-Made Shoes, Inc. 

Medwav Shoe Mfg. Co. .. 

Medwed Footwear Co. 

Melrose Sandal Co. 

Melrose Slipper Co.. Inc. ...... 

Metro-Craft Shoe Company 

Miller-Connors, Inc. 

Milton Shoes, Inc. .. 

Model Footwear Co., Inc 

Modern Shoe Corp. 

Moose River Shoe Co., Inc 

Murray Shoe Co. . 

Myers & Sons, fnc., D. ................. 652 

Neshau Slipper Co. ................... 519 

Norrwéck Shoe Company 

Norwalk Tire & Rubber exited by 

Olympic Footwear Co. .. 

Ornsteen Shoe Co. 


Palm Beach Casual Corp. . ener ~ 
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Room 

Panther-Panco Rubber Co., Inc...... Parlor D 
SES or SE OSS ear 622 
Parkway Shoe Corp. ...........5-5.005 547 
Peerless Footwear, Inc. ................ 625 
Footwear, Inc. ................ 613 

Ph RS a | Se ae Parlor A 
Booths 34-35 

Pincus Shoe Corp., Lester ........... 501-503 
Playette Footwear Corporation ......... 605 
Poloner Shoe & Slipper Co. ............ 628 
Powell & Campbell, inc. ................ 570 
NN .588 
Prime Shoe Co., Inc. .................. 535 
OS ee 405 
Quinn & Co., Inc., K. J. .....Georgian Room 
Booth 17 

Recordia Mfg. Co. ...............0000 él! 
Regent Shoe Corp. .................... 638 
Respro, Inc... ..Georgian Room, Booths 15-16 
le To oig co's vas ode ceed $10 
ON Se ee eee 440 
Ropeling Shoe Co. ................000e 624 
Roth, Rauh & Heckel, Inc. .............. 630 


Sambros of Hollywood ................. 624 
Shain & Company, Inc..... Georgian Room 
. Booth 24 

Shoe and Leather Reporter _ Georgian Room 
Booth 6 

Se NE BS ae Parlor C 


Simpson's Miracle Products, Inc.... Parlor C 
Simpson's Walker-Woods, Inc. .... Parlor C 


Smith Co., Inc., Maurice C. ........... 402 
Smith Shoe Co., Inc. ................. 435 
Songo Shoe Corp. .....................438 
Spauldy Shoe Company ................ 6il 
Specialty Shoe Mfg. Co., Inc. .........435 
Spiegel Company, Inc., Charles .....-. 541 
Sporting Shoe Company .............. 439 
Star Casual Shoe, Inc. .............. 637 
Stone-Tarlow Co., Inc. ................ 412. 
Surix Shoe Mfg. Co. ........... .... 555 
Sun Shoe Manufacturing Co. |. . 603 
Sundial Shoe Company ................ 40! 
Tailored Tred Shoes ................... 631 
Taylor & Sons, Inc., Thomas. Georgian Room 
Booth 7 

Theise Bros. Co. ....... ...Georgian Room 
Booths 27-28 

Turner Bros. Combining Co. Georgign Room 
Booth 29 

United Shoe Machinery Corporation Parlor B 
United Slipper Co. .... ss i««s«Ci«sé‘é A 
Venus Sandal Mfg. Co. Inc. ......... 623 
Victory Footwear Sales Co. ..___. 653 
og SEE SMB RSS 542 
Wareham Shoe Co... «. 560 
Wasserman Systems, The . Georgian Room 
Booth 13 

Wear Best Footwear, Inc. ............ 649 
Wechsler Shoe Mfg. Co., Inc. ......_ 645 
Weigert-Dagen ........ pot. ee: 
Wheaton Shoe Company......... ___s—SS 18 
Whittier Shoe Corp... ttCt«s« AD 
Wiagletoe Shoe Company .... 549 


Wiley-Bickford-Sweet Corp... _—-554 


Wilner Wood Products Co. ..Georgian Room 

Booth 25 
Winchester Rubber & Plastic Co... Parlor Cc 
Windram Mfg. Co... .Georgian Room 

Booth 26 
Wing-Step Shoe Corp. .___. some 
Winston Shoe Company ......._.__._540 
Worcester Shoe Co. i ttiti*tw ..414 

PARKER HOUSE 

Abben Kremer Shoe Co. .......... 216 
Air Tred Shoe Corp. ............ 522-524 
Aldon, Inc... st«tst«tstiti«t«ét BBN 


October 15, 1946 


Room 
PIONS Miss 5 sons 0 tagendbs shea 438 
American Girl Shoe Co.......... 406-408-410 
Antioch Shoe. Project .............. 226-228 
rn Mi, Bee Mee, Siete... os ses tives 238 
BS + SR Rare are 360 
Blackmer, Frank Co., Inc. .............. 264 
Brockton Cooperative Shoe Co. ........ 428 
Carmo Shoe Mfg. Co. ...............-.4.. 
ES CDs. iv agwhe cuts easds ss teks cneia 
Conformal Footwear Co. .............. 462 
Connell, J. M., Shoe Co. .............. «-. 
Connolly Shoe Co. ..................-. 420 
Consolidated Slipper Corp. . .. .332-334-336 
Cortell Shoe Co. ..........2csc0cce0 inne 
Craddock-Terry Shoe Corporation ....... 538 
Curtis Stephens Embry. Co. ........ 308-310 
Dainty Maid Shoe Company ........ 608-610 
EE Ws SDs has cnc pdcd'cercciw sis 416 
Daytimer Shoe Co. .................. .220 
Dickerson, Walker T. Co. ............ 564 
Dixon-Bartlett Co. ................... 466 
Dodd, Dorothy Shoe Co. .......... ost 
Dunn & McCarthy ............ 638-640-642 
Eaton, Charles A., Co. .............222-224 
a SE Sa a baa 546 
Foot Delight Shoe Co. ......... . .666 
Freeman Shoe Corp. ............... 242 
French Beading & Novelty Co. ........ 460 
Fulton Leather Goods Co. ............. 448 
Gilbert. Shoe Company ................ 240 
Gray Bros. Shoes, inc. ............... .526 
Gordon, Reuben, Shoe Co. ...... 706-708-710 
PUN NE Oe eg Pe 324 
Hearthside Slipper Mfg. Co., Inc. bac 
Huiskamp Bros. Co. ............ .. 542 
ideal Shoe Mfg. Corp. .2..... 9. .......... 
Irving Drew Shoe Corp. .......... 342 
J-lnternational ................. 


Johnson Stephens & Shinkle Shoe Co. .. 364 
NS 9 54d. heels Becewees .t. 


LaMarquise Footwear, Inc. .......... 316-318 
Lumbard-Watson Co. ......... 532-534-536 
Marilyn Shoe Co. ..................... 512 
Middletown Footwear, Inc. ......... 312-314 
Milius Shoe Co. 40, vee te . 232-234 
Miller & Bergmann .................. 

Miller Shoe Co. .................... 468 
Moulton Bartley, Inc. ................ 560 
Wee Ole ee 
Natural Bridge Shoe Co. ........... 568-570 
Nettleton, A. E Company ...... Oe, Iw. 520 
Nunn Bush Shoe Co. .................. 260 
O'Donnell Shoe Corp. ................ 338 
_ Tea gt eras one ee 
Owego Shoe Co. ............... .... 442 
Pied Piper Shoe Co. Pe yee 
Posner, A., Shoes, Inc. (Dr.) ............218 
Potvin, R. J.. Shoe Company .. ...-.480 
Promotive Footwear Co. ............. 

Queen Quality Shoe Co. __. ‘ ..340 
Quinn, K. J.. & Co., Inc. .... =e 422 
Reed, E. P.. & Co. setae 270 
Rice-O'Neil Co. Re Fe ee 322 
Salvage. Louis H.. Shoe Co. ......... .. .670 
Salvage-Mollov Co. ................. 668 
Sambros of Hollywood _............... 
Sandler & Sons, A. ........ Old Boston Room 


Schawe-Gerwin Co. ... 
Scioto Mfg. Co. 


- snus +» 432-434-436 


Step Master Shoes, Inc. ............ 508-510 
MN POS EG i. ks nn cc¥ecwococ es 424 
Taylor, E. E., Corp. .. 0... 2... eee 518 
Thomasetti Shoe Co. ...... 2.2... 
8 SRE to" CAEN ST EE WS ey SS 
Tots-eer Slipper, Inc. .................. 348 
Tweedie Footwear Corp. .................. 


Virginia Shoe Co. ...... 2... 2c e eee. 540 


Room 
Vitality Shoo Ca. avis. .<.c0.. sie naeae vey 440 
Vogue Shoes, Inc. ....... 2... 20 ccs eeee 414 
Wallin Shed Go. oc. 6 oo cn he nse 550 
Wienied Bade te... . isin cond ebay es duser- 
| 2 SO at 
Wilts Shoo Co. .....scksensacueneanen 464 
Wright, E €. Co., lac. cosine. i Sres 562 
Zaltek, J. $., & Cor ..cctiswter tbe 528-530 

COPLEY PLAZA 
Congress Products, Inc. .............-.. 138 
Eby Shoe Corporation ............. 131-133 
Ghee Shee Ges iceniew ko hos 045 oe 27> 147 
Grace Slipper Co., Inc. ..........-.... 140 
Herbert Holtz Shoe Co. ............... 127 
Same Chine Cob 6 is'soesad ssa Seew sea yok 145 
La Salle Slipper, Inc. .............++: . 136 
Laem Shoes, ee occas Miri ck 123-125 
Miller-Hermer, Inc. ...........-. 139-141-143 
Narjos Shoe Co., Inc. ............+-+.- 129 
Penobscot Shoe Co. ..............- 119-121 
Reyee Shoo Co. «2... ssgawhdsnsents 531-533 
Guin Ghee Ge... :.... .ceeeraderses 631-633 
Firms Displa in 
Their Boston wrooms 

B-W Footwear Co., Inc.... .210 Lincoln Street 
Bickford Shoe Co. ........179 Lincoln Street 


Brown Shoe Co., Inc., H. H. 


186 Lincoln Street 
Bridgewater Workers Co-op. Asso., Inc. 
183 Essex Street 
Capesio, Inc. ............- 59 Temple Place * 


Carleton & Co., Inc., Geo. F. 

83 Lincoln Street 
Colt-Cromwell Co., Inc.. .610 Atlantic Avenue 
Commonwealth Shoe & Leather Co. 

72 Lincoln Street 
Cortell Shoe Co. ..... .. 11t Lincoln Street 
Cushman Co., Charles ... .179 Lincoln Street 
Daly Bros. Shoe Co., Inc. .....15 East Street 
Derman Shoe Co. ........210 Lincoln Street 
Excel Shoe Co. ..........210 Lincoln Street 
Farmington Shoe Mfg. Co.. 186 Lincoln Street 
French, Shriner & Urner Mfg. Co. 

63 Melcher Street 
The Gardiner Shoe Co.... .210 Lincoln Street 
Gerber Shoe Co. ........210 Lincoln Street 
Holly Shoe Co. .. 210 Lincoln Street 
Hubbard Shoe Co. ....... 186 Lincoln Street 
Imperial Shoemakers, Inc... 186 Lincoln Street 
Ireland Shoe Co., R. B.... 11! Lincoln Street 
Kiddieland Shoemakers, Inc. 

210 Lincoln Street 
Leonerd & Barrows Shoe Co. 

186 Lincoln Street 
Lincoln Shoe Co., Inc......210 Lincoln Street 
MacNally, Forsythe Co. ... ..69 Broad Street 
Martin & Tickelis Shoe Co., Inc. 

210 Lincoln Street 
Monarch Shoe Co. .......210 Lincoln Street 
Mutual Shoe Company ...186 Lincoln Street 
National Shoe & Leather Co., Inc. 

210 Lincoln Street 
Owens Shoe Co. ..........83 Lincoln Street 
Peerless Specialty Co. ..127 Kingston Street 
Plymouth Shoe Co. ....... 186 Lincoln Street 
Rondeau Shoe Co., H. O..179 Lincoln Street 
Rosen Shoe Mfg. Co., Geo. H. 

135 Lincoln Street 
Salem Shoe Mfg. Co., Inc..210 Lincoln Street 
Sherman Footwear Company 


Sheridan Shoe Co., Inc. ..... 67 South Street 
Somerset Shoe Co. .......210 Lincoln Street 
South Berwick Shoe Co... .. 11! Lincoln Street 
Stillman Shoe Co., H. C. ..210 Lincoln Street 
United Last Co. Style Studio 

286 Congress Street 
Winchell Shoe Mfg. Co... . .83 Lincoln Street 
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‘To the Dons of early California, the end of the trail meant round-up 
time, fiesta-time, fun-time. To the California Dons of today, trails’ 
end each season means the accomplishment of their objective — to 
provide the finest of sports apparel to America’s finest stores, 
* * * 

CALIFORNIA HERITAGE: Los Rancheros, the Doms of old, rode 
together every spring on a community round-up. They trekked from ranch 
to ranch, were lavishly entertained along the way, and celebrated the fin- 
ished job with a rollicking rodeo. Their traditions are carried om by Los 
Rancheros V isitadores, who follow the old trail on an annual pilgrimage. ‘ 
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CALIFORNIA... 


Fast Growing 
Center for 
Leisure Footwear 


IN spite of labor conditions, in spite of material short- 
ages, in spite of all the headaches that have been be- 
sieging the shoe industry in recent times—in California, 
where the most noticeable thing to be seen in any direc- 
tion, is growth and progress—footwear manufacturing 
is no exception. Here, despite the problems of the pres- 
ent, optimism still runs high. This pioneer spirit of 
achievement and vision is .understandably apparent 
when, in the face of all obstacles, these people are con- 
tinually heard to reiterate: “The California market, 
from the shoe manufacturing standpoint, affords some 
of the greatest opportunities in the United States.” And 
there’s a reason for their dauntlessness! 

In less.than ten years shoe factories in California have 
skyrocketed from four to an official figure—as listed by 
the Los Angeles Chamber of Commerce—of 71. They 
have seen themselves grow from a nucleus of nonentity 
in an outstanding industry already existing, to an arm 
of that industry to be reckoned with. They are keeping 
step with a State fulfilling a wilderness to world empire 
destiny. 

The more challenges a man meets and successfully 
vanquishes, the stronger he becomes. Constantly, Cali- 
fornia’s shoemakers have been challenged. There is 
never a duli moment in the ‘shoe industry. Something 
is always happening to test a man’s skill, wisdom, under- 
standing, and ingenuity. Under such conditions, a man’s 
horizon broadens. He must grow, and this, California 
manufacturers have watched themselves do, until now 
they have made a startling discovery! 

They are gradually maturing! 

It shows in their attitude toward one another. Co- 
operation among them is more and more evident. They 
have learned their problems are common. problems. 
They do not have to be afraid of their creativeness being 
pirated. They know a leader is always copied. By the 
time a competitor can successfully mimic, the leader is 
still in front with newer ideas. 

[TURN TO PAGE 282, PLEASE] 


California moccasins are the choice of 

Virginia Patton, Liberty Films Players 

starlet. Her next appearance will be with 

James Stewart in his first picture since 
his return from service. 
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NATIONAL SHOE FAIR 


ROOM 885 
PALMER HOUSE 
CHICAGO 


OCTOBER 27-31, 1946 











MAX ZUCKERMAN 
CHARLOTTE DAVENPORT 
in atteridance 
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Were Headin’ for 

- the National Shoo Fair, 
October 27th and 28th 
.. uOaded down with 
California Style and 
Color Magic! 


PALMER HOUSE + ROOMS SSIW AND 953W 





CALIFORNIA STYLING Is As 


CALIFORNIA has developed casual footwear to such an 
extent that the rest of the shoe industry is looking for’ 
similar inspiration. California has become a leader in 


casual play shoes because its inspiration comes from 
living out of doors twelve months of the year, not just 


at vacation time. 


The secret of its creative genius lies in the mountains, 
desert and seashore. Because feet assemble on hundreds 
of miles of Southern California beaches, go down to the 
sea in ships, in yachts, in motor and sail boats, as well 
as ride surfboards . . . because they ride horseback, ski, 
deep-sea fish, mountain clithb, play tennis, golf, polo, 
and participate in a thousand other pastimes every day 
in the year .. . because they spectate at the races, walk 
the floors of beautiful homes and flagstone patios, and 
dance in the moonlight, as well as sit under the desk of 
a business, California knows how to create shoes for 


the rest of the world to live in. 


The rope-so'ed shoes which are 
enjoying great popularity thi: 
year are worn by Nancy Guild, 
featured player in “The Brasher 
Dublo-n”™. 





The leather thong sandal. currently 

starring in the play shoe field, is worn 

by Anabel Shaw, 20th Century Fox 

player appearing in “Home, Sweet 
Homicide”. 


The colorful open-toed saridal 
will always be a popular play 
shoe. This model wears hers 
with pedal pushers and cardi- 
gan jacket with yarn daisy trim- 
ming by Louella Ballerina. 





















































®@ Made by hand, of course! And made of 
top grade STEER HIDE. What's more — 
they hove TRIPLE-THICK soles. Imagine! 
Good not only for playtime or casual weor 
but suitable for STREET wear, too! 


© Imported from OLD MEXICO 

@ In Two-tone, Natural, Cafe — 
Available also in Military 
Style or Oxford. 


© Sizes 6 to 11. 














"3033 RETAILING IDEAS’ 
New, Enlarged Edition 


MORE QUICK HELP FOR SHOE RETAILERS 
from the only book of its kind; an encyclopedia of 
practicable, workable ideas for the experienced mer- 
chant. Not a theory in this book—all tried and true... 
NOT just another shoe book, but offers the shoe mer- 
chant in addition to the 138 specific shoe promotions, 
the best ideas from almost the entire retailing field 
for instant adaptation to his particular requirements. 


“3033 RETAILING IDEAS” 


enables you to get into action from the hour 
| it reaches your hands. Concise, all “‘meat,” it 
is ten books boiled down into one—a time-saver 
for the busy merchant, a — of important 
details ; the most tion you can 
buy. Some of the 40 CHAPTERS 


Ideas for Shoe Selling, Display, Stock-keeping 
Advertising Ideas 

Discount and Gift Ideas 
Unusual and Miscellaneous Ideas 
Management and Economy Ideas 
eae meg = Ideas 
os loyee Ideas 

deas That Make Stores More Attractive 
len That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
a to Attract Children 

Cash, Credit and eas Ideas 








306 Pages 


$3.50 ©: 


Post 
pase Foreword by PA PAUL H. NYSTROM 
Please remit 

with order er Se tae” 
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California, Fast Growing Center 


[CONTINUED FROM PAGE 275] 


Each will quickly inform an interviewer that a Cali- 
fornia shoe manufacturer must plan months ahead for 
his needs because he is far from the source of supply of 
his leather and thread, machinery, and variety of other 
necessities to keep him in business. 

He can’t just lift up a telephone receiver and call Bos- 
ton to send a truck with whatever it is he needs like a 
manufacturer in Massachusetts, for instance. Perhaps 
some of the shoe manufacturer’s vision has been de- 
veloped in California because of the 3000 miles that 
separates him from his sources. 

A manufacturer in California will tell you, too, about 
his experiences with labor. Labor costs have shot way 
up in the last few year. Manufacturers have had war 
industries with which to compete. Accustomed to war 
industry salaries, workers continue to use that wage 
scale as their standard. Shoe workers in Los Angeles 
receive top salaries. High remuneration adds to produc- 
tion costs. When pairage a day is down, California-made 
shoes must sell for a higher price to make a profit. 

Machinery servicing facilities have been another han- 
dicap to manufacturers of California footwear. When 
something broke down, it might be weeks before it 
could be remedied. Today the machinery people are 
cooperating fully, and service is not the drawback it 
once was. 


Hand in hand with the shoe industry, and influencing 
it, strides the men’s,, women’s and children’s apparel 
industry, resulting in a tremendous growth in sports- 
wear, logical in view of the California way of life. 

Stores throughout America are in the process of de- 
veloping California sportswear departments wherein en- 
tire ensembles for the whole family including costumes 
and accessories for women coordinate with sport coat, 
shirt, and slacks for men, complete with their acces- 

“sories and sport hat. 

The proof of the pudding in any field is in compe- 
tition. If you can survive competition, you can become 
a leader. 

California with the introduction of casual play shoes 
has started the first new trend in footwear sirice 1663 
say reliable sources, when the industry started making 
lefts and rights. Shoe patterns were all revamped then, 
and as if in apology to the foot, shoe buckles became 
jewel encrusted and costly. 

It’s amazing what can happen in one industry in just 
a few years’ time. Prior to 1938 there were one or two 
shoe pioneers in California. They were the dot on the 
paper surrounded by space. In 1938 four of them, were 
just beginning to click. 

[TURN TO PAGE 288, PLEASE] 
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Play-Tano casuals have winning ways with ; Visit Our Chicago Headquarters 
the ladies from coast to coast. . . from during the 
teen age up. Pert lines . . . deft styling . . . NATIONAL SHOE FAIR 
and construction to make the most of the 
. 28, 29, 30 and 31 
sensible California tread toward comfort, ae ws 
mark them as outstanding. 


Here are a few typical styles . . . available 
in choice of colors and leathers. 
Consistent advertising in leading magazines ’ oe Cte” 


ROOM 905-W - PALMER HOUSE 


(mostly in color) is making more 


meg OR CoRIGINALS | 


CAUFORNIA SHOES, LTD.—2234 NORTH FIGUEROA STREET, LOS ANGELES 31, CALIFORNIA 
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STOP 


NEEDLESS 


FADING 


TRANSPARENT 

SHADES STOP 

FADING RAYS*— 

YET GIVE YOUR DISPLAYS 
COMPLETE VISIBILITY. 


Almost 500,000 in Use! 


*over 90%, by actual test! 


FRE. — Big, new book, “Sun Pro- 

tection Plus Visibility.” Ilus- 
trated throughout. Generous samples of 
Transp arent Shade material included. See 


how to stop needless fading, and in- 
crease your display profits! 


WRITE TODAY FOR YOUR FREE COPY 


S  icechalie 


SHADE COMPANY 








Los Angeles County Sales 
Near 4 Billion Mark 


Los ANGELES, CALIF.—During 1946 
to the present date, reports the research 
department of the Security-First Na- 
tional Bank of Los Angeles, sales of all 
retail outlets in Los Angeles County 
have been at an average rate of about 
$3,600,000,000 per year. This compares 
with an estimated total of $2,775,000,- 
000 in 1945 and a comparable total of 
$1,775,000,000 in 1939. On a per capita 
basis, sales this year have been run- 
ning at the rate of approximately $990 
annually, as compared with $785 last 
year and $476 in 1939. 

The dollar volume of sales in depart- 
ment stores in the Los Angeles area to- 
taled approximately 43 per cent more 
than the corresponding month a year 
ago. 

Employment locally continues to 
make the steady gains which have char- 
acterized previous months. Employ- 
ment throughout the state is now at the 
highest level ever experienced, even 
during the war period. There has been 
a sharp expansion of business through- 
out Southern California since the war 
as shown by bank debits, retail sales 
and construction. 


Shoe Department Opened 
In West Coast Store 


San Jose, Cauir.— The Wardrobe, 
men’s wear store at second and Santa 
Clara Streets, recently opened a shoe 
department under the name of The 
Wardrobe Shoe Den. 

The department is modern in every 


| detail and carries a complete stock of 


men’s footwear, including many na- 
tionally famous brands. 


Sandals a Fall Seller in West 


San Jose, Ca.ir.—Sandals are in 
considerable favor for Fall according 
to several of the leading retail shoe 
stores and shoe departments in San 
Jose which are featuring clever styles 
with excellent sales reported. 

Blum’s. Shoe Salon is devoting pub- 
licity and display to a smart selection of 
sandals with considerable emphasis on 
the high-heeled type of black patent 
leather and the platform sandal in rich 
red suede. These are selling at $9.75 
and $10.50 respectively. 

Herold’s Shoe Store is stressing 
wedge-heel sandals, which are featured 
in black patent, nut brown suede, and 
smart red kid, at $12.75. 

Hart’s Department Store is offering 
attractive sandals in clever combina- 
tions of black patent and gabardine at 
$7.95 a pair. Several other shoe retail- 
ers are also featuring sandals‘in a 
variety of styles with brisk sales re- 
ported. 

Sandals are said to be extremely 
popular with young women and girls, 
particularly high school and college 
students. 





For the purpose of PETE 
raising toe boxing | 
of shoes; increases 

length 1% to full 

size. Equally effec- 

tive and a necessity 

for open or closed 

toe shoes. 


RETAIL 


$3.50 


Made of Hardened 
Aluminum 
Fit Any Size 0 to 12 





Patented 
TERRITORIES OPEN EVERYWHERE 
For Full Particulars Write 


B. J. CLAUSEN 


6327 Plaska Ave. Huntington Park, Calif, 











Shoe Stores Participate 


In Local Style Show 


LINCOLN, Nes.—Lincoln’s first full 
scale Fall Opening night since pre-war 
days was held last month by the retail 
committee of the local chamber of com- 
merce, and shoe stores participated with 
a full showing of latest styles, espe 
cially in women’s lines, according t@ 
Charles Simon, vice-president and gen- 
eral manager of Ben Simon & Sons, and 
chairman of the retail committee. Tom 
Healey, promotional manager of Gold 
& Co. department store, was in charge 
of arrangements. 


To Offer Course 
In Shoe Selling 


OMAHA, Nes.—A course in shoe sales- 
manship as well as an eight-week course 
for junior executives will again be of- 
fered by the Omaha public school sys- 
tem’s division of distributive education, 
it was reported by Mrs. Rae C. Wil- 
liams, supervisor. Classes directed by 
Miss Lois Ferrin will be held each 
Tuesday evening at the offices of the 
Associated Retailers, City National 
Bank building, while a 12-week course 
in shoe selling and retail store opera- 
tion will also be offered by the division 
of vocational educational department. 


New Men’s Store in Northwest 


PoRTLAND, OrE.—Southwood’s, at 807 
S.W. Morrison St., has created a fine 
new shoe store for men at that address, 
stockine a wide selection of men’s foot- 
wear at this prominent downtown loca- 
tion. 
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Da RELAKABLES 


FOR ROUND 
THE CLOCK 
ACTIVITIES 


California leisure wear are now in 
demand for every kind of life... 
for work, for play, for country 

or for city life. Look for the 

your assurance of quality 
achieved through experience. 





Showing: Room 756, Palmer House, Chicage 


Casuals, Inc., 224 East Mth Street, Los Angeles 15, California 
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The “No. 1 MUST” for all shoe merchants Visit booth No. 64, 
Palmer House, at the National Shoe Fair, and . . . SEE 


The Foot Balancer that all 
America is talking about! 


BuRNS CUBOIDS 


Meet these executives 


at booth #64 
Palmer House 


¢ JAMES H. SEWELL 
¢ WALTER McVICKAR 
¢ REX DICKINSON 














*REG. U. S. PAT. OFF. 


THIS IS THE BALANCER . . . that was displayed at 
the recent A.M.A. convention in San Francigco, Calif., 
July 1-5, 1946. 


THIS IS THE BALANCER . . . that more and more 
doctors are prescribing for many foot troubles. 


THIS IS THE BALANCER . . . that you see advertised 
in GOOD HOUSEKEEPING, Ladies’ Home Journal, 
Woman's Home Companion, Holland's and other noa- 
tional magazines. 


THIS IS THE BALANCER . . . chosen by 200 of the na- 
tion's leading shoe and department stores . . . and from 
their recommendation of our operation . . . more stores 
want BURNS CUBOIDS than we can, at present, accom- 
modate. 


California-made for all the nation. Write for details of 
our many dealer helps . . . in advertising . . . displays 
- + « promotional co-operation. Find out for yourself 
why ALL AMERICA IS TALKING ABOUT CUBOID BAL- 
ANCERS. When materials ease somewhat we may be 
able to make CUBOIDS available to you. 


BOX 658, SANTA ANA, CALIFORNIA 


bs 











West Coast Travelers to 
Elect New Officers 


Los ANGELES, CALIF.—The West 
Coast Shoe Travelers will hold their 
annual election of officers at the Hote] 
Alexandria on November 23, just pre- 
vious to their style show week. 

The following shoe travelers have 
been admitted to membership: Joseph 
Ginsberg, San Francisco, representing 
the Pacific Shoe Co. of that city and 
I. W. Stein, of Harry Shapiro Shoe Co., 
Al Simmons, of York Shoe Co. and 
David Singer of the Angelus Footwear 
Corp., the last three representing Los 
Angeles firms. 


W. L. Douglas Opens 
Denver Outlet 


DENVER, Coto.—W. L. Douglas an- 
nounces the opening of a new store in 
the heart of Denver’s business district. 
In sharp contrast to the generally ac- 
cepted design of smaller stores, the new 
Douglas store is a modern, streamlined 
unit. 

The side-walls carry stock, while the 
center aisle holds a double row of 
chairs. The rear of the unit is curved, 
presenting a pleasant, modernistic 
touch. Indirect lighting completes the 
design. Floors are carpeted. The store 
has a sixty-foot depth and fifteen-foot 
frontage. 

The Douglas’ Denver store is man- 
aged by Joe Bobrick, a former Den- 
verite. Mr. Bobrick returned from 
Omaha, Neb., where he was associated 
with the Berland Shoe Company. 

Five operators are now employed, 
and business is reported excellent. The 
store is located at 821 16th Street. 


New Store Opened 


CHEYENNE, Wyo.—Flory Shoes has 
opened for business at 214 West 17th 
Street, featuring women’s, men’s and 
children’s shoes. Store officials stated 
that difficulty in getting fixtures and 
merchandise had delayed launching of 
the store. Intentions are to make 
Flory’s Wyoming’s finest family shoe 
store, the management said. Dr. Frank 
Mendicino will have an office in the shoe 
store and serve as consulting registered 
chiropodist. 


West Coast Chain 
To Add New Outlet 


VERNON, CaLir.—C.P.A. approval has 
been obtained for construction of an of- 
fice and warehouse building on District 
Boulevard, Vernon, Calif., in suburban 
Los Angeles, for Gallen Kamp Stores 
Company, West coast retail shoe chain. 
The brick structure will be 160 x 83 feet 
in area and will cost $39,600. 
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Designed by a 
Displayman 


for your 
Shoe Displays 


INVISIBLE 


SHOE HOLDER* 


No. |—For Vertical Displays 


ta No. 2—For Horizontal Displays 
*Pat. Pending 


This shoe holder is adjustable—nickei-plated steel 
—can be used on any kind of props—no more 
need for building shelves on backgrounds—at- 
tach to anything and enhance your shoe displays. 


$12.00 dozen 


SYLVEN DISPLAY CO. 


5102 W. IMPERIAL HIGHWAY 7 LOS ANGELES 45 














e Cushion the feet 
e Absorb perspiration 
e Prevent friction 
® Relieve fatigue 
INSULATE THE FEET 


from 
HEAT « COLD « DAMPNESS 


FEATURE CLOUDS with shoes, slippers and 
boots. A big seller for both new and old shoes. 
All of your customers will enjoy year ’round 
FOOT COMFORT with “CLOUDS”. 


Self-sellers e Packaged in cellophane with eye-catching insert. 
Removable « Washable 


DEALER'S PRICE—$9 per DOZEN PAIRS. Terms 2% 10 Days—WNET 30 days 
SIZES: MEN'S 6-12 © WOMEN'S 4-8 
DAVIOT COMPANY, Manufacturers 
3312 W. Washington Blvd., Los Angeles 16, Calif. 





California, Fast Growing Center 


[CONTINUED FROM PAGE 282] 


In 1941 there were reputed to be 13 factories, while 
nine local manufacturers exhibited their wares to buy- 
ers from all parts of the country at the California Shoe 
Fair held in January. Casuals up to this time were not 
well accepted as shoes. Salesmen peddled one man’s 
product from door to door trying to sell 24 to 48 pairs. 
Finally the idea caught on. Instead of going to the sea- 
shore in tennis shoes, or bedroom slippers, or skiing in 
riding boots, Mrs. Customer found a shoe she had never 
seen before that was just what she needed to play in. 
It went with her clothes, too. And lo and behold! it 
was the most comfortable shoe she had ever had on 
her foot! 

From 100 pairs a day, the men who made these shoes, 
found themselves making 500 pair a day, then 750, and 
so up and up into the thousands. They found themselves 
shipping shoes to women clamoring for them all over 
the United States and afar. 

In 1939 California manufacturers made $3,613,000, 
according to production statistics. Los Angeles was a 
4.9 percentage of the entire shoe industry. 

There are no comparable figures available today. No 
surveys have been made through the hectic war years. 
But if there were between four and 13 shoe factories at 


that time, and there are 71 today, what is the percentage 
of Los Angeles footwear manufacturing in dollars and 
cents compared with the rest of the industry today? It 
roust be decidedly a high one. 

Two years ago it was estimated there were 20,000 
pairs of shoes a day manufactured in California. It 
was prophesied then that after the war, the figure would 
jump to 50,000 pairs. With the new factories that have 
been built, with 71 factories in production, if California 
shoemakers have not already reached that goal, they 
have surpassed it. 

Volume production in the California shoe industry is 
low in comparison to other parts of the country. Crea- 
tors here are not production minded. They prefer to 
make fewer pairs. They would rather have small, mod- 
ern, well-lighted factories, than have the headaches that 
go with volume production. As original creators, they 
feel, too, they can do a better job on two hundred to a 
thousand pairs a day. Quality rather than quantity is 
their perference. 

This does not say, however, that there are not, or will 
not be more volume manufacturers in the California shoe 
market. Already some factories turn out 1500 to 5000 

[TURN TO PAGE 328, PLEASE] 
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Salesrooms 


SUITE 409-10 
HAAS BUILDING 
LOS ANGELES 14 

CALIFORNIA 


Factory 


600 EAST 12TH STREET 
LOS ANGELES 
CALIFORNIA 


Displaying at West Coast Shoe Show 
Alexandria Hotel, Los Angeles, Nov. 24-27 

















Dr. Hiss” Original CUBOID BALANCER 


built into ai Dr. Hiss Shoes, giving Balanced 
Support fo Cuboid Bone (Dr. Hiss created the registered 





| 


| Distribution. 


| 








Develo 


| mame “Cuboid Balancer” jn 1923. Patent 1,484,785) 


and \|| 








Cuboid Stabilizer 


A Foot Appliance fo insert in ANY shoe, 
designed to Balance the Heel, Support the 
| Cuboid Bone, and Aid Metatarsal Weight 


by Foot Research 


Department of Dr. Hiss Clinic, Los Angeles. 
ROOM 917 PALMER HOUSE 





The STABILIZER Co., 740 So. Flower St., Los Angeles 
HARRY E. BARBER, PRESIDENT 
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| ees in the type of footwear for which California has . 
become famous, Cobblers is justly proud of its many milestones... styles 
that have endured and become classics...designs that have become favorites 
with fashion-minded, comfort-loving Americans. The Cobbler trademark 
represents the spirit of adventure adherent in creative design. 

Cobblers plan to present both the traditional and the new in 


California casual shoe design at the national Shoe Fair in Chicago. 


_ 


Showing at the Palmer House, Rooms 879 and 880, 
Chicago, October 27— 31 


a — > 








COBBLER Ss, INC. Sd 1212 Stenford Avenue, Los Angeles 21, Catlifernie 
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Where children are fitted in the 
new Satter shoe store. Above 
the fitting platform is a gay 
colored mural. Beneath it are 
drawers in which infants’ shoe 
are stocked — for the greater 
convenience of the salesman. 


Family Store Planned to Serve 
City's Shoe Needs 


F AITH in the future of the family shoe store as an im- 
portant factor in retail shoe distribution forms the foun- 
dation policy on which Theodore Satter planned and now 
operates Satter’s Sundial Shoe Store, recently opened at 
972 Elm Street, in Manchester, N. H. Mr. Satter also 
owns and operates a leased shoe department at the Fair 
Children’s Shop, in Manchester. 

Before the new store was opened, a complete survey 
of Manchester’s shoe needs and present facilities was con- 
ducted. It showed that the city, which has a population 
of about 80,000 and serves as the central shopping center 
for the state of New Hampshire, had not been fully de- 
veloped as a retail shoe market. The facts indicated that 

[TURN TO PAGE 370, PLEASE] 


The front of this modern family shoe store is 
of beige-colored Carrara glass trimmed with 
wine-colored glass and edged with alumilite 
metal. Channelled lettering is made of ruby 
and gold tubing, giving a bright contrast. 


The color scheme of the interior is buff and maroon. 
Single shelving has been installed to a height no greater 
than a salesman can reach. Even, shadowless lighting is 
provided by parallel rows of fluorescent lighting fixtures. 
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Distribution—Basic Problem of the Future 






“While Production Up to Now Has Been the Chief Concern of 
Business in the Reconversion Period, Distribution Is Beginning 
to Emerge as the Foremost Economic Issue of the Future. 


by L. E. LANGSTON 
Executive Vice-President, National Shoe Retailers Association 


THE National Shoe Fair in 1946 will find this industry 
still confronting the profound uncertainties of the first 
postwar year as well as the problems of mental adjust- 
ment to a peacetime basis. Economists have placed a 
great deal of stress upon the physical changes which are 
necessary in the transition from a war economy; they 
have given far too little stress to the equally important 
psychologic factors. In spite of the existing preoccupa- 
tion with production and the shortages of supply to 
meet vast demand, the fact is that the basic problem of 
the future will be distribution. 

Almost every element in the business structure during 
and since the war has been grossly abnormal. Under 
the necessity of creating an unprecedented flow of mili- 
tary equipment as well as maintaining minimum con- 
sumption standards for civilians, production was the 
nation’s chief concern. Shortages and scarcities were 
inevitable, and perhaps equally inevitable was the psy- 
chology of a sellers’ market. These are abnormal phe- 
nomena in American economic history. It is high time 
that they are recognized as such, particularly in those 
industries where productive potentialities have already 
become manifest. In this period when the change from 
extraordinary wartime conditions is proceeding more 
rapidly than is generally supposed, the National Shoe 
Fair promises to be the most important trade event ever 
held in the shoe business. 

It is my opinion that the outstanding economic issue 
of the postwar era now beginning to emerge will be dis- 
tribation. The carry-over of production difficulties in 
the reconversion interval tends to obscure the major 
facts. In the shoe industry, for example, output in 1946 
is almost certain to reach the highest level on record. 
In the first half of the year shoes were being made at a 
rate which would have brought the annual total to more 
than 550 million pairs. In August and September, 
doubts began to arise whether this pace could be main- 
tained largely because of difficulties stemming from the 
contradictions of price control. Yet in spite of these 
difficulties, production is still holding at an extremely 
favorable basis in comparison with prewar years. 
No one can question any longer that the shoe factories 
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of this country operating at a reasonable percentage of 
capacity could easily produce between 550 and 600 
million pairs of shoes annually. Production at that rate, 
however, would surpass prewar per capita averages by 
at least 30 per cent, and the question must arise whether 
such an increase can be absorbed. The shoe industry is 
therefore confronted with a salient question, namely, 
What is the scale of consumption to be anticipated and 
how will this compare with potential output? Stating 
the case in primary terms it seems obvious that unless 
per capita consumption can be substantially increased 
then demand must lag beyond possible supply. Raising 
consumption is the foremost task of distribution, it is 
the problem to which retailers must address themselves, 
not only to meet consumer demand but to create new 
requirements and new standards of footwear needs. 


JN the last quarter of 1946, in the midst of actual 
and threatened shortages, any weight given to the future 
problem of distribution may seem far fetched. It would 
be a mistake, however, to ignore the insistent demon- 
stration of productive capacity during the past year. 
Time and again the prophets of scarcity have forecast 
dire and calamitous results. On these occasions the 
National Shoe Retailers Association has gone beyond 
the interpretation of immediate and apparent circum- 
stances and has looked for the basic trend. The optimism 
expressed by this association at a number of crucial 
dates has been justified because actual shoe production 
has- certainly exceeded all expectations. The reality of 
current difficulties must be conceded. Nevertheless, it 
must be seen that the productive ability and ingenuity 
of American industry has been able to surmount such 
difficulties in the past and will do so again. 

In the future, and the not too distant future, the dis- 
tributors of the nation must assume the burden of 
reconciling enlarged production with consumer stand- 
ards of demand. For the shoe industry this task has 
vast implications, and the sooner manufacturers and 
retailers begin to explore the dynamics of future mer- 
chandising, the more rapidly will they be able to deal 


with the inevitable problems now on the horizon. 
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Hes Enthustastic 


. . » about the long-wearing sturdiness of 
American Gentleman Shoes. 








° ¥ 


Hes Particular 


. . - about comfort, and likes a shoe that really 
fite—like American Gentleman. 








Hes Fashionable 


..- and likes to step out in up-to-the-minute 
American Gentleman style. 







Hes Sh vifly 


.--and insists on getting his money's 
worth — he does in American 
Gentleman Shoes. 












SEE THEM 
at the 
NATIONAL SHOE FAIR 
October 28-29-30-31 
CHICAGO 
The Palmer House 
Room 707 
















h 


AMBRICAN: GENTLEMAN. DIMISION Craddock-Terry Shoe Corporation « Lynehburg, Va. 
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WHICH DIRECTION, Y lease] 


/ 


Is there a better time to “take stock” . . . to determine which is the 
right direction, and then decide whether you are headed that way? 


Is there a safer route than that which has been taken for years, 
by far-seeing dealers who have built on the solid foundation of 
Miller Orthopedic Shoes, offering a program that’s probably the 
most successful of its kind in the country? 


» ies We extend the right hand of fellowship to progressive, imagina- 
’ “tive shoemen eager to travel the right direction . . . the direction 
which leads to solid sales at solid profits, and insures solid repeat 
business. 

Sorry. we cannot take on ANY NEW ACCOUNTS 

but we can get acquainted with each other! 


Let’s do it ...now. Drop us a line. 


THE MILLER SHOE COMPANY 
4015 CHERRY STREET @ CINCINNATI 23, OHIO 


NEW YORK OFFICE 7 & e r 
656 Marbridge Bldg. 
CHICAGO, ILL. aD Q 
1208 Republic Bldg. vt F- 
Also West Coast . 
wi '§ h 0oeceS= 
| 


ORTHOPEDIC DIRECTION OF ALBERT €E. KELINKICHT 
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CUSTOMERS MORE SELEC- 
TIVE IN LOS ANGELES 


THE abandonment in any kind of foot- 
wear buying which has been the order 
of the day these last years will no 
longer hold sway if the swinging pen- 
dulum in the Los Angeles area is any 
indication of trends. The shoe retail 
arrow is pointing definitely in one di- 
rection and sounding a warning to 
manufacturers. Customers are becom- 
ing more selective, stocks are heavier, 
and buyers are planning to merchan- 
dise much more closely to their in- 
dividual selling pictures. If what re- 
tailers say is any criterion of how they 
will act, discrimination is leading the 
way to a revival of competition again. 

This trend is thought to be due in 
part to the education women custom- 
ers received during the war. They 
learned to judge values. They learned 
to analyze quality. Because it was 
important during the war that their 
coupon investment be the best pos- 
sible one, today and tomorrow sub- 
standard merchandise will be rejected, 
retailers say. 

The customer is again beginning to 
demand the creative best of industry. 
Retailers are again aware they must 
get that best, or be outdone. If they 
don’t have what Mrs. America wants, 
she'll continue her shopping, and her 
buying up the street, until she finds 
exactly the value, in the material, and 
color, at the price, and in the style 
she wants. 

There is much speculation on price. 
Some retailers are finding a softening- 
up of selling in the extreme $20’s and 
$30’s, although it is agreed that there 
is still demand for those shoes that are 
unusual, extreme, or imported. 

Buyers believe that the public feels 
the panic buying is over that now the 
war is ended and production is step- 
ping up, customers believe that the 
scrambling for merchandise is over. 

Most shoe merchants are finding 
that black suede is their number one 
item, with brown following. Red is 
still good. One retailer believes his 
constant demand out of season for 
navy blue may lead to a large demand 
for color in the Spring—especially 
light beiges and browns. Reptile 
shoes are also selling well in Los 
Angeles. 
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There is considerable opinion on the 
part of shoe retailers with regard to 
casual shoes. One store owner em- 
phatically said manufacturers were 
going to kill casuals if they put their 
prices any higher. His is a quality 
store, yet he felt for a leisure shoe in 
leather the correct price should be 
$7.95. On the other hand, a retailer 
in a quality shoe store finds his slip- 
lasted casuals, priced at $12.95 and 
$14.95, walk out of the store. He also 
has a clog at $37.95 that sells well. 

One merchant is finding that plat- 
forms don’t have the appeal they once 
did. His sell best to young, short girls. 
Others seem to be shying away from 


this type of merchandise. 


* # «@ 


CHICAGO STORES PUSH 
FABRIC FOOTWEAR 


Tue retail trade in most Chicago 
stores continues on a catch-as-can 
basis, since no merchant knows just 
when he will receive goods, and to 
what extent the shipment will conform 
to original orders. With the continu- 
ing shortage of hides, many manufac- 
turers have been granted approval by 
their accounts to shift a black suede 
order to black calfskin, for instance. 








Joseph's of Chicago, ill. used «a 
dramatic for their 


dramatic high platform shoe. 








And so it frequently happens that a 
customer who may have ordered a 
suede sling pump gets the model in 
black calf instead. 

It is significant that several of the 
high style houses have recently adver- 
tised gabardine footwear on occasion. 
Retailers comment that most women 
still have a prejudice against a fabric 
shoe (that is, in a dressy category), 
and it takes a bit more selling to make 
a sale. However since all-leather shoes 
seem to be increasingly hard to get, 
the time may not be far distant when 
the gabardine shoe will be seen at the 
smartest places in town. An ad of 
O’Connor & Goldberg featured a smart 
gabardine, available in either black or 
brown. A high-heeled sling, it has a 
deep platform sole covered with nat- 
ural snakeskin, and the reptile appears 
also as an accent on the bow trim- 
ming. A harmonizing handbag of the 
same materials gives an added smart 
accessory note. It was good merchan- 
dising to make the bag tie-in, for 
women are now accustomed to fabric 
bags and there is no longer any re- 
sistance to them. 

At the present moment the greatest 
lack in retail outlets seems to be in 
suede. Recently patent and calfskin 
shoes have been received, but suedes 
are hard to come by. And so those 
seeking black shoes are buying patent 
and calf. Navy, which always take a 
small-sized spurt in the early Autumn, 
is again being asked for. 

Although most retailers say it is too 
early to call it a real trend, neverthe- 
less they note that the all-closed shoe 
is being asked for. At Field’s where 
they recently conspicuously displayed 
a wine-red all-closed calf sandal, the 
floormen were asked continually if 
the model were available in black or 
brown. Business in all shoe depart- 
ments is spotty, which is a direct re- 
flection of the stock situation. Manu- 
facturers are doing their utmost to 
spread their wares over the greatest 
possible area so that every retailer 
gets a share. 

* #* @# 


ST. LOUIS MEN WANT 
HEAVY BROGUES 
As mid-October approaches, the St. 
Louis retail market finds the style 
trend following an anticipated pattern, 
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with heavy brogues and strollers top- 
ping the demand in men’s shoes and 
black suede sling pumps heading the 
list of best sellers in women’s shoe 
departments. 

While calls for the heavy wing tip- 
ped brogues and stroller moccasin 
types derive chiefly from teen-agers 
and young men, these shoes also are in 
moderate demand by the older age 
groups. As one buyer described the 
market, however, older men run the 
gamut in shoe styles, making it dif_i- 
cult to determine their favorites. From 
the standpoint of color tan gets first 
call from both men and boys. 

Running a close second to black 
suede slings in women’s shoes are 
d’Orsay pumps in both open toe and 
heel models and those with closed 
heels. Black leather slings and pumps 
also are in great demand. 


The closed heel interest of St. Louis’ 
feminine shoppers definitely is mov- 
ing upward with the greatest demand 
to date being closed heel models, with 
the toes open, although the beginning 
of a trend to closed pumps is believed 
to have started. Explanation of the 
trend by retailers is that it is a natural 
development of fashion resources 
growing out of the longer hem line. 

Closed shoes, however, haven't 
caught the volume yet, are not ex- 
pected to before Spring and, as some 
buyers believe, probably will not until 
next Fall. A sizable portion of the 
trade seriously doubts whether volume 
sales in closed shoes will be evidenced 
even by the latter date, although most 
buyers believe these types will have 
caught on by next Autumn or be out 
of the picture wholly. 

High style gabardines are not mov- 
ing, although medium heels, step-ins 
and oxford models, with some trim- 
ming to break their drabness, are get- 
ting a moderate call. Heavy platform 
types also are taking a back seat in 
the sales picture. Some buyers, how- 
ever, report % inch to 5% inch plat- 
forms approaching volume. 

For Spring St. Louis buyers expect 
the top selling colors to be blues and 
reds with the possibility of greens and 
grays also being near the top. One 
buyer named wine as a dark horse. 
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Black suede casuals were highlighted 
by Street's, Tulsa, Okla., in this ad 
appealing to the college student. 














PRICE RESISTANCE 
FELT IN BOSTON 


RETAIL conditions in Boston are un- 
satisfactory. While the demand for 
shoes is still large, price resistance: is 
beginning to be felt in the highest 
grades; and medium grades, which 
could be sold more readily, are com- 
ing in more and more slowly. One 
merchant reports that of shoes retail- 
ing from $8.95 to $12.95, his stock is 
down to 12 per cent of normal; while, 
in shoes selling above $15, he has 
approximately 87 per cent of require- 
ments. Resistance has begun to mani- 
fest itself in other ways, also. Women 
customers want calf leather shoes and 
calf leather shoes cannot be had ex- 
cept in very small quantities. They 
are asking for shoes with closed backs, 
and deliveries to stores here are over- 
heavy with the open back type. In 
other words, stocks are not balanced. 

The Kays-Newport store on Boylston 
Street near Copley Square is making 
a heavy play on 32 styles of reptile 
leather shoes at prices ranging from 
$12.95 up. Included in the $12.95 
category are sandal types with medium 
high heels in red, black, tan, brown, 
blue and two shades of gray—each 
displayed with a matching bag of the 
same material. 

The shoe department of Lamson & 
Hubbard, high-grade women’s apparel 
store, is still finding a demand for 
black suede. Novelties in this leather 
include a sling pump carrying a large 
circular vamp ornament made up of 
triangular segments of alternating 
black and gray lizard; another sling- 


back with large triangular vamp per- 
forations, interspersed with small 
brass nailheads; and a third of the 
same general pattern carrying circular 
perforations filled in with blue and 
silver kid. 

The Treadeasy store on Boylston 
Street is finding a good demand for a 
plain sling pump of black patent. 
Gabardine in black combined with 
patent tip and foxing and decorated 
with a throat ornament of bow-tied 
patent is also good, as is also a sub- 
stantial five-eyelet oxford of blue gab- 
ardine trimmed with black patent. 

The Solby-Bayes Company on Tre- 
mont Street reports that sales of gab- 
ardine are surprisingly good though 
the heaviest demand is for black suede 
with black calf in second place. Some 
patents also are selling. 

Other merchants comment that, be- 
cause of the shortage of dark leathers 
and the desire of the manufacturers to 
keep production at as high a level as 
possible, they are taking delivery of 
spectator pumps in January or earlier 
and expect to hold them for from three 
to five months before the demand de- 
velops. Pe ae 


CLOSED SHOE, MEDIUM HEEL 
DEBATED IN NEW YORK 


THE advent of the closed shoe as a 
fashion item poses the most debatable 
of all questions in New York shoe 
circles. While all but a comparatively 


few high style manufacturers argue 
against it because of difficulty in ob- 
taining the necessary leather and lasts, 
retailers present many varied opinions. 

While shops selling high style mer- 
chandise are reviving the opera pump 
with marked success, the retailer in 
the middle and lower price brackets 
finds little demand for the closed shoe 
except as a staple item, especially for 
a conservative element in his clientele. 

Much the same situation exists with 
medium heels. Heralded as something 
new by stylists in the uptown stores, 
they are regarded only as a 
staple shoe by the medium-priced 
retailer. One buyer believes that 
a woman needs at least one pair 
of medium-heeled in her shoe ward- 
robe; she is not following a style trend 
in buying this type of shoe. 
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A Real 
Headliner! 


That’s SUNDIAL...the famous shoe 


line for all the family. Read all about 


itin the Sundial News! Send for your 
copy today! 





Sundial . . . that’s a name worth reckoning 
with in the shoe field. 
For one thing, smart aggressive advertising 


is making millions of the shoe buying public 


conscious of the name “SUNDIAL” .. . and 
what it stands for in stylish footwear. 

Then, Sundial offers top-quality shoes for all 
the family under the one brand name! And at 
prices that fit every purse! 

For faster turnover, plenty of woes business, 
and bigger profits . . . it's SUNDIAL! 


For Your Copy of Sundial News, write to 


Sundial Shoe Company 


DIVISION OF INTERNATIONAL SHOE COMPANY, 


October 15, 1946 
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The majority of buyers questioned 
seem to be using the South American 
market, for both reptiles and suedes, 
but the problem of insufficient supply 
is also felt here. Among reptiles, high- 
colored Argentine sandals appear to 
be popular. The kid situation is show- 
ing little improvement, and some speak 
of buying more gabardine, although it 
continues to be relegated mainly to the 
older woman. Moire was mentioned 
with fashion significance. 

While black continues as number 
one color, retailers still mention the 
possibilities of brown, which are ap- 
parently limited only by the shortage 
of leather. Buyers feel that the popu- 
larity of brown in a dress shoe would 
be far greater if they could afford to 
include more brown in their allocated 
orders. In spite of these difficulties, 


brown has been promoted this Fall in 
several shades, including “mink 
brown,” with which one Fifth Avenue 
store has been particularly successful. 

The problem of demand exceeding 
supply is perhaps felt strongest in 
men’s departments. Everything sells, 
and it is difficult for the merchant to 
determine what particular styles or 
colors are leaders. For example, while 
brown seems to out-distance black by a 
wide margin some retailers notice a 
demand for black but feel that it is 
noticeable only because they haven’t 
enough black shoes to meet a natural 
demand. The dark heavy leathers are 
most popular, especially with younger 
customers, as are wing tips and 
straight tips with medallions. 

One sure success in the men’s field 
is the loafer, which is, apparently, be- 
ing worn not only for leisure but also 
for business. Other types of casual 
shoes, such as those on wedge soles, 
have been good, but have declined 
somewhat since the end of the Sum- 
mer. 

Inventories are low in children’s de- 
partments as a result of the trucking 
strike and a very big back-to-school 
business. College girls still patronize 
some of these departments, but the 
bulk of the business is now centered 
on the pre-school child. While loafers 
are the leading school shoe in most 
departments, others are doing well 


with the saddle, particularly the crepe- 
soled version featured by one Fifth 
Avenue store. 

7 * * 


WEST COAST FALL BUSI- 
NESS AHEAD OF YEAR AGO 


FAL business is starting with a rush 
in the San Francisco area, and the 
trend that has shown a substantial in- 
crease in sales volume every month 
this year over last year, is continuing. 
Stocks of medium priced footwear 
for women are still limited. 

Most retail shoe stores are turning 
customers away daily because they 
cannot supply them with the type of 
shoes wanted. Some stores are trying 
to fill in with gabardines in an effort 
to have something to show customers, 
but the sales response to them is only 
fair. 

The opening of the opera season 
brought a good demand for the better 
grades of evening footwear, and re- 
sulted in good sales in the higher 
priced lines in many of the indepen- 
dent and department stores. 

Sommer & Kaufmann published an 
advertisement taking issue with a 
popular local newspaper columnist 
who had stated that “there would be 
no new clothing items for the men 
attending the opera” by listing and 
displaying new evening footwear for 
men. S. & K. also featured a window 
display of women’s shoes and match- 
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phasized in this atttractive ad by 
Young-Quinian Co., Minneapolis, Minn. 


ing accessories in cobra. The cenfer 
spot of the display was in a dark 
green motif with a single pair of 
dark green cobra pumps, with match- 
ing bag, coin purse, leather encased 
umbrella, leather corsage, and a green 
hat to complete the ensemble. 

Many stores are now beginning to 
make plans for Christmas sales and 
indicate that slippers and novelty num- 
bers will receive a big play. 

* * # 


DRAMATIC SHOES WANTED 
IN TWIN CITIES 


Minneapolis 


SHOE interest is high as new season 
costumes are planned. The accent 
placed on accessories finds a reaction 
in the dramatic complement in shoes 
to the costumes selected. 

John W. Thomas & Co. emphasized 
reptile platforms in black or brown 
lizard, and in brown or honey beige 
alligator. Smart clogs for after-dark 
dresses, with gay studding, in black 
or brown suede were suggested for 
cocktail garments. Sandals in black 
suede with ankle strap were shown for 
dress. Another clog style, with chunky 
heel and high platform was shown 
piped in snakeskin. 

C. M. Stendal featured a gold trim- 
med black doeskin. Casuals for the 
back-to-school groups were suggested 
for wool dresses, and were shown in 


black or brown calf. 
LTT LAL 


a 


Young-Quinlan showed a variety of 
styles in cranberry-red which were 
popular. With toes covered or bared 
and with both low and high heels they 
were done in soft calf. 

ae a 


St. Paul 


THE Emporium shoe salon featured 
unusual styles for home or dancing in 
displays which brought both color and 
materials into prominence. Gold or 
silver kid in spiral arrangement 
around foot and ankle with low wedge 
and broad opening at toe was liked. 
Others were shown in burnished gold 
kid, in black satin and in black petit- 
point. A sling pump in black patent 
was recommended for around-the-clock 

[TURN TO PAGE 324, PLease] 
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Gutmann & Company - Tanners 
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SOLE No. 1548 
HEEL No. 314 


SOLE No. 2006 
HEEL No. 2206 


SOLE No. 3006 
HEEL No. 3106 


SOLE No. 234 
HEEL No. 2234 
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| SEE America’s Best Known 


- Soles and Heels 


AT THE 


NATIONAL SHOE FAIR 
Chicago - Oct. 28, 29, 30 


BOOTH 91 - EXHIBITION HALL 


THE PALMER HOUSE 


The complete line of tnen’s, women’s and children’s soles and 
matching heels includes more than a dozen styles in addition to 
those shown here. Designs for safety, dress and all rugged-wear 
shoes that add an extra sales appeal. 








Complete 1946-47 
ATALOG ready for you 
: for this beautiful 32-page book in full 
if you cannot visit us personally in 
You'll see the complete Gro-Cord 
ine the next-best-way to actually seeing the 
beauty of these motching soles and heels. 
RO CORD RUBBER CO., LIMA, OHIO 
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EL CAMPEON 
“The Champion,” an original Justin style made 
in limited quantity to retail at $250.00. Most 
Justin Boots retail from $15.00 to $50.00. 


- THE ORIGINAL ° 


JUSTIN BOOTS 


Yes, Justins have been top favorites since 
the frontier days of 1879, today more folks 
than ever before are asking for Justin Boots. 
But fine bootmaking demands fine leathers, 
skilled craftsmanship, and time ...so Justin 
production is necessarily limited at present. 


We are grateful for the patience of the many 
of our customers whose orders we have been 
unable to fill promptly. We appreciate the 
continued interest of merchants everywhere 
whom we hope to serve in the future. 


it will pay you well to plan now 
for new sales and profits with the 
old favorite Justin Boots . . always 
the finest boots we know how to 
make. 
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WHY TAKE THE ROCKY ROAD 


WHEN THERE IS A THRU-WAY TO PROFITS 


Marked 
FREDERICK - SPEIER - 


PLAY SHOES - S « CASUALS - SLIPPERS + RETAILING FROM 3.00 1 TO $6.00 


N. road the shoe retailer must travel is P 


quite so full of “good intentions” as that which 
Starts in your slipper and play shoe depart- 
ments, It can go “SOMEWHERE” or “nowhere”. 
You are traveling in fast company; risks can 
be great, profits satisfactory, at least for the 
- time being. 

Every merchant knows the dangers which 
confront him on this highway. The misleading 
signs of “straw-in-the-wind” styling and the 
hazardous bumps of inferior quality. The wise 

merchant stops and considers before he em- 
barks on a new season, and takes the smooth- 
est, most direct road to his objective. 
Moral: There is a smooth, 3-lane super high- 
way to assured continuing profit with Freder- 
ick-Speier Play Shoes, Casuals, and Slippers. 
Increased production makes it possible for 
MORE retailers fo sell these lines in mighty 
attractive trading areas. 


SEE FREDERICK-SPEIER FOOTWEAR 
HOTEL CHICAGOAN — Rooms 1587-1597 
NATIONAL SHOE FAIR 


6 “Speier Veolieves J Sic 


Manufacturers of Play +e Casuals and Slippers 
Norwalk, Conn. . New York Showroom ° 420 Marbridge Bldg. 
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O, France's Daughter : 


Yes, those are the very words King Solomon 
used. Strange words to have been uttered 
thirty centuries ago. Actually, the much- 
married monarch was paying one of his 
young wives a very pretty compliment. And 
the wisdom of Solomon still holds good, for 
today everyone knows that feet are more 
attractive well-shod than bare. 
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In Solomon’s time, only royalty could afford shoes. Today every- 
one has shoes, but right now the supply of top-quality sole leather 
is limited. That’s why the tannage of leather that is available is 
all-important. So remember—the same superb tanning technique 
that has produced the famous ROCK OAK brand goes into every 
cut of sole leather tanned the AMERICAN way. 











THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO ST. LOUIS BOSTON 
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Rub- Rope Soles for 1947? 
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10 Million people have bought RUB-R-ROPE Soles. Now 
this famous, patented, vulcanized sole has been combined 
with a specially designed and built upper to give you a 3 6 SOUTH STATE STREET 


trouble-free, customer-happy line of shoes at $3.00 and 


$4.00—now, next month, next Spring. ~. 
Be sure to see “GREGGIES” —the newest sensation in the PALMER HOUSE = ~— 





shoe business! Here’s a shoe stitch-welded to the sole—no 
cement—no straps to get loose—no buckles to bend... 
nothing to go wrong. Eliminates costly returns. Assures 
you steady, repeat and profitable business. 


THE GREGG COMPANIES, INC. 


210 BROADWAY, BAYONNE, N. J. ° BAYONNE 3-4603 


Largest manufacturers of Rub-R-Rope soled shoes in the world. 
Exclusively represented by Rhenola Industries, Inc. 








Official Debut 


BOSTON SHOE SHOW 
Hotel Statler 


Room 524 + Represented by 
IRVING SELIG «+ DAVID KATZ 
NATHAN SLAWIN 


October 21 through October 24 
and at the 


NATIONAL SHOE SHOW 
CHICAGO 


Sherman Hotel 


Room 474 
October 27 through October 31 


New Rayon Colors Announced 


GENTLE, muted tones comprise the theme for a collection 


‘of eight pastels, captioned Sunset Shades, in the Advance 


Edition of the 1947 Spring Rayon Card, just issued by The — 
Textile Color Card Association to its membership. Pre 
sented in this group are: Limeglo, Violet Sky, Sunray Aqua, 
Sunset Gold, Sunblush Pink, Solar Turquoise, Coral Sun 
and Twilight Blue. 

In commenting on the new colors for next Spring and 
Summer, Margaret Hayden Rorke, managing director of 
the association, explained that this rayon collection con- 
tained forty shades. In addition to the Sunset range, there 
are twelve groups of tone on tones, of light and medium 
register, and a third range of eight bright shades, called 
“All-Aboard” Colors. The hues in the latter group focus 
increased fashion interest on the travel theme, previously 
highlighted by the association in the collection of Happy 
Landing Colors shown in the advance Spring woolen range. 
The “All-Aboard” Colors feature Southsea Gold, Bermuda 
Turquoise, Oriental Poppy, Indies Sapphire, Riviera Lime, 
Brazilian Rose, Tropic Emerald and Mexican Orange. 

New among the basic tones are Mint Green and Deepsea 
Green. Also appealing are the light clear Pistache Ice and 
its subtle blending tone, Fernmoss. Exotic Aqua and the 
deeper Peacock Green reflect an animated bluish cast. 
Emphasizing the marked style preference for spice, coppery 
and orange-tinted hues are Cinnamon Toast, Coral Cop- 
per and American Spice. Amber Beige, Peach Shell and 
Frosted Apricot are respectively the lighter complements 
to these piquant shades. Cocktail Brown, a light brown, 
provides a strong color stimulant to Spring fashions. Crou- 
ton Beige, a warm medium version, blends with this new 
brown. 


Pennsylvania Show to Feature 
Over 100 Lines 


PirrsspurcH, Pa.—Secretary Joseph Harris has announced 
that the Spring showing of the Pennsylvania Shoe Travelers 
Association at the Hotel William Penn, November 9th to 
12th inclusive will include 110 lines of men’s, women’s and 
children’s shoes. 

Due to the critical supply and leather situation, which is 
reflected in an acute shortage of all merchandise in this 
area, many lines will still be on a quota basis. 

On November 9th, a banquet will be given for member 
salesmen, followed by election of officers for 1947. About 
125 members are expected to attend the banquet and meet- 
ing. 








TURN TO 
PAGES 36-37 
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SHAS 


At the most important shoe shows you will see 
Shu-Mates . . . magnificent handbags 
identically matched in color and texture with 
the finest shoe styles of the Spring ‘47 
season! Shu-Mates are the ultimate in 

style coordination . . . applauded by fashion 
commentators . . . desired by women 
everywhere, they are advertised in top-flight 
magazines . . . retailed through the finest 
stores. Here is one promotion for your 
money which you'll find in two perfectly 
mated accessories at the shows! 


SHU-MATES will be shown at the following 
shows and conventions. 


Notional Shee Foir Palmer Weuse, Morrison Hotel 
ond Goldsmith Bres’. Showroom: 
36 South State Street, Chicago, If. 
Oct. 27th-3ist 

Southwest Shoe Adolphus Hotel, Soutkiand Hotel, 

Trevelers Assoc. ond and the Baker Hotel, Delles, Texes 

Texes Southwest Shoe Mov. 11th- 14th 

Reteiiers’ Assoc. 

Southeastern Shoe Hotel Sheraton Ben 


hie 
Trevelers Assec., Inc. Auguste, Ge.—New. 3rd-Sth 


Shoe Menutocturers 
Spring Opening Sept. 29th-Oct. 3rd, 
~ tine 


The Hew England Shee = Porker 
& Leether Assoc. Boston, 





patty brothers mfg. co., inc. 


New York + Chicego + tos Angeles 


Shoe illustrated by Phythm Stop 
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NEW SHOWROOM 
AND STOCK DEPARTMENT 





First Postwar Shoe Fair 
Tops Past Records 


[CONTINUED FROM PAGE 131] 


some 170 firms desiring to participate. The expansion 
of the shoe industry during the past two years resulted 
in requests from many new firms wanting to make their 
initial bow at the 1946 National Shoe Fair, and there 
was much disappointment among the manufacturers un- 
able to secure space, also on the part of the Joint Com. 
mittee of the National Shoe Fair, which exhausted every 
effort to provide additional space. 


With the critical material situation which faces every 
manufacturer at present, buyers are asking themselves 
the $64 question, how many shoes will be shown in the 
Spring lines? Manufacturers say that lines will reveal 
plenty of shoes on which deliveries will be made. Prac- 
tically all producers feel the material conditions will 
brighten for Spring. Retailers will have a busy week 
checking and inspecting the lines awaiting them in 
Chicago regardless of the price range, type and style of 
shoes in which they are interested. 


To assist buyers in conserving time during their short 
visit, the Official Directory will again be distributed to 
registered shoe men, and there is no charge for this 
service. All important events of the National Shoe Fair 
will be included. Exhibitors will be alphabetically listed 
with name, hotel and room or booth number. When a 


buyer covers one of the exhibiting hotels he will find in 
the directory a floor-by-floor listing of all firms located 
in that hotel. 


A schedule of all meetings to be held during the Fair 
will be included in the directory, as well as offices of the 
national associations. For convenience of all retailers, 
registration will be set up in all of the exhibiting hotels. 
In the Morrison Hotel the registration desk will be on 
the mezzanine floor; Palmer House on the fourth floor, 
immediately outside of the Exhibition Hall; in the Hotel 
Chicagoan in the lobby, and in the Sherman Hotel, on 
the fourth floor. Registration will open on Sunday, 
October 27, at 9 A.M. Luncheon tickets for meetings 
Monday, Tuesday and Wednesday will be sold at all 
registration desks. These three official luncheons will be 
held in the grand ballroom of the Palmer House at 12 
o’clock noon. They will present speakers with nation- 
wide reputation, all headline-makers in the news. 

At the opening luncheon Monday noon, Edward C. 
Orr, president of the National Shoe Retailers Associa- 
tion will preside, with President Lawrence B. Sheppard, 
of the National Shoe Manufacturers Association, re- 
sponding briefly for his organization. The keynoter of 
the meeting will be Fulton Lewis, Jr., reporter on na- 
tional affairs for Mutual Broadcasting Company. Author- 
ity on Capitol Hill activities with an audience of mil- 
lions of listeners, he has a reputation for exposing the 
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inside facts about many government situations in Wash- 
ington. 

At the Tuesday noon luncheon meeting, Lawrence B. 
Sheppard, president of the National Shoe Manufacturers 
Association, will preside. The principal speaker will be 
Cloud Wampler, president of the Carrier Corporation, 
Syracuse, N. Y., and vice-president of the National Asso- 

’ giation of Manufacturers. He enjoys a wide experience 
in banking, devoting much time to public relations work 
of the Investment Bankers Association. A commanding 
speaker and business analyst, his talk will be a vigorous 
message to all shoe men. 

The final Joint Luncheon meeting of the National 
Shoe Fair will be held Wednesday noon in the grand 
ballroom of the Palmer House. The speaker will be the 
brilliant and well-informed Senator Kenneth S. Wherry 
from Nebraska. His forthright fight in the United States 
Senate to correct faults in the recent OPA price control 
extension law resulted in a number of amendments. His 
address “The Challenge to the American People,” is 
expected to attract a capacity crowd. 





The National Shoe Manufacturers Association will | 
hold its annual dinner meeting for members Monday | 


evening at 6:30 in the grand ballroom of the Palmer 
House. A business program will follow the dinner. 

The Joint Committee of the National Shoe Fair cau- 
tions merchants and manufacturers attending the Na- 
tional Shoe Fair to have a confirmed hotel reservation 
for sleeping accommodations and provide their round- 
trip transportation before leaving for Chicago. Hotels 
ate booked to capacity and refuse to accept additional 
reservations. 

Co-chairmen of the Joint Committee of the National 
Shoe Fair are: Edward C. Orr, president of the National 
Shoe Retailers Association and head of the Potter Shoe 
Company of Cincinnati, and L. B. Sheppard, president 
of the National Shoe Manufacturers Association and 
president of Hanover Shoe, Inc., Hanover, Pa. 

The following are members of the Joint Committee: 
Representing the manufacturers—L. V. Hershey, The 
Hagerstown Shoe and Legging Co., Hagerstown, Md.; 
Guy E. Manley, E. P. Reed & Co., Rochester, N. Y.; 
Roger A. Selby, The Selby Shoe Co., Portsmouth, Ohio; 
W. W. Stephenson, executive vice-president, National 
Shoe Manufacturers Association Chrysler Building, New 
York 17, N. Y. Representing the retailers—Harry Fon- 
tius, The Fontius Shoe Co., Denver, Colo.; L. E. Langs- 
ton, executive vice-president, National Shoe Retailers 
Association 274 Madison Ave., New York 16, N. Y.; 
M. A. Mittelman, M. A. Mittelman Co., Cleveland, Ohio; 
Harold F. Volk, Volk Brothers, Dallas, Texas. 
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Y owt recognize Packard's better-groomed 
look — the result of style-lines, fine workmanship 
and select leathers that add up to quality, for which 


Packard is nationally famous. 


FEATURE 





WITH PRIDE 
= A. PACKARD COMPANY srOcxTon, mass. 





When it’s time 
for Fall shoes — 


it’s time for 


CAVALIER 


SUEDE DRESSING 


Fabric Foam Cleaner 


“How can | clean these Shoes?" 
offers no sales resistance to the 
shoe man who has Cavalier 
Suede Dressing and Fabric 
Foam Cleaner on his shelves. 


Customers know they will 
work like magic on the fore- 
most Fall Footwear. Order 
a sup of these sale- 


makers your favor- 
ite wholesaler, or write 


CAVALIER CoO. 
Baltimore 30, 
Md. 











National Magazine Carries 
Heavy Shoe Ads 


PHILADELPHIA—Of special interest to 
the shoe industry is the fact that $91,- 
194.55 of the total advertising revenue 
for the October issue of Ladies’ Home 
Journal is spent advertising products 
that are sold in shoe stores. This rec- 
ord expenditure in today’s market indi- 
cates a trend of thinking on the part 
of manufacturers that will be reflected 
in consumer sales long after the market 
has returned to normal, the Journal be- 
lieves. According to the publishers, the 
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October Journal carries the largest ad- 
vertising dollar volume ever carried by 
any issue of any magazine in publishing 
history—$2,146,746. 


Undergoing Modernization 


RocxFrorp, ILt.—Owens, Inc., largest 
specialty shop, here, is undergoing a 
complete modernization to cost approxi- 
mately $100,000. The women’s shoe de- 
partment has been transferred from the 
second floor to an enlarged mezzanine 
on the first floor. The millinery depart- 
ment occupies the rear portion of the 
mezzanine. 


Women’s Shoe Color 
Coordination Guide 


Following up the announcement of 
the thirteen colors for women’s shogs 
chosen for Spring 1947 by the joint 
committee of tanners, shoe manufac. 
turers and retailers in cooperation with 
The Textile Color Card Association, 
-Margaret Hayden Rorke, managing 
director of the latter organization, has 
issued confidential leather samples of 
the new colors, together with name 
and fashion coordination notes, to the 
Association’s members in the shoe and 
leather industry. The complete seles 
tion, in addition to black and white 


| comprises: 


TOWN COLORS 


Frappé cocoa—This rich light brown 


| assumes a position of increasing im. 


portance in shoe fashions, because of 


| the accelerated style acceptance of light 


coffee and cocoa tones in costumes and 
accessories. Contrasts smartly with the 


| favored off-white shades, natural, sands 


and beiges, also soft greys. Harmonizes 


| with both yellow or blue-tinted greens, 


crushed strawberry shades and all 


| muted pastels, also white. 


Gypsy brown — A warm animated 


| shade of medium value, rating high 


prestige as a complement to all the 
light costume browns, blond and nat- 


| ural shades. Contrasts effectively with 


the new style-heralded apricot, amber 
and orange-copper ranges, also aquas 
and light and dark greys. Sophisti- 
cated in character as an all-over color 
for shoes, it is equaily adaptable for 
combining with white or sand-colored 
leather for casual shoes. 


Copper spice — A veritable spicy 
shade with slightly reddish undertone. 
Very smart with tailored fashions, both 
in solid color shoes for town wear, or 
joined with white leather for active 
and spectator sports shoes, to accent 
country or campus clothes in gay plaids 
and other spirited-colored sports togs. 
Attractive with all tones of apricot, 
salmon, coral and copper shades, neu- 
tral beiges and natural tones, also 
greys and greens. 


CASUAL COLORS 


Tropic sand—Recalls the clear warm 
sands of Waikiki. This fashionable off- 
white shade is smartly used for sports 
and play shoes for resort and Summer 
wear. It is charming with cream, off- 
whites and natural shades and har- 
monizes most appealingly with all the 
new “Play Pastels.” Used in self-tone 
or as a trimming color for brown 
leathers, Especially high-style with 
Frappé Cocoa and Gypsy Brown. 

Peppermint green—A delectable live- 
ly green which will add flavor to the 
casual, sport or play shoe. A sparkling 
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IRVING LAMET SHOE CO. 


329-333 WEST MONROE STREET, CHICAGO 6,ILLINOIS 





BETZY CROSS 
ANNA BELLE 
SOCIETY GIRLS 
JOY-STEPS 


BRANDS 


that mean the best in 
Infants’, Children’s, Misses’ 


and Teen-Age Shoes 


ALL 


made nationally famous by - 


138-140 
DUANE ST. 
NEW YORK 


13, N. Y. 








REPEATED COLORS 


Town brown—Continues its univer. 
sal acceptance as a classic brown 
leather color for basic requirements, 
Has equal adaptation for harmonizing 
or contrasting with all costume colors 
enumerated under Gypsy Brown. 

Amber brown and Turftan—Retain 
their staple characteristics. These 
russet type shades can be keyed with 
costume colors listed under Copper 
Spice. 

Admiral blue — This reliable navy 
blue assumes importance as a coming 
Spring and Summer color for town 
wear. The classic blue shoe will resume 
its favored place in fashion as the cor- 
rect complement to the navy blue suit 
or dress. With fashion interest now 
centering more on navies of lighter 
value in fabrics than in past seasons, 
the depth of the Admiral Blue shoe 
makes a pleasing harmonizing or tone- 
on-tone effect with the costume. This 
shoe color also contrasts effectively 
with light greys, beiges, sandy neutrals, 
reds, strawberry and rose shades. 

Cherry red—This rich medium red 
has lost none of its smartness. In fact, 
as a town shade, it will grow in im- 
portance next spring, because it co- 
ordinates beautifully with many of the 
featured color style motifs. Its high 
fashion distinction lends itself to apt 
coordination with smart navy tailored 
suits or town clothes. It likewise blends 
with all the oft-referred to neutrals— 
creams and natural shades, as well as 
grey. It is.equally effective with mel- 
lowed raspberry, strawberry and rose 
tones, which will assume the place held 
by the wine tones of the past fall. It 
is interesting as an accent to the tblack 
dress. 4 

Rancho tan — This Western saddle 
shade loses none of its style interest 
for the sport or play shoe. When 
“hitched” to the belt and bag, it takes 
on added significance in the swagger 
theme. An excellent shade for slacks 
and resort and country togs. The cos- 
tume colors with which it coordinates 
are comparable to those advocated for 
Tropic Sand. 


Merchandising Notes 


| For Men’s Shoe Colors 
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contrast to play clothes in white, cream 
and sandy tints, pearl greys and pastel- 
tinted greens. Likewise a gay com- 
plement to soft apricot, lemon, melon, 
amber and golden shades. Can also be 
used with spice and copper tones, for 
with all its gayety, it is not too bright 
for sophisticated taste. It is truly a 
“Happy Landing Color” for vacation 
travel. Combines smartly with white 
or sand-colored leathers. 


Wildfire red—A flaming red, espe- 
cially suited to accent costumes in 
white and all off-whites, beiges and 
greys. Likewise a spirited contrast to 
casual or sport clothes in navy or medi- 
um greyed blues or black. Combines 
with white, sand, blue or black leathers. 

Dynamic blue—A forceful, brilliant 
blue for spectator sports, casual and 
play shoes. Appealing for holiday wear 
and smartly accents all the cream, 
natural and sand tones in the style 
theme. Harmonizes, of course, with 
light and medium greys, pale sunlight 
blues and blush pinks. Employed alone 
or as a combining color with white, 
sand-toned or red leathers. 


Confidential leather swatches of the 
new colors for men’s shoes for Spring 
1947, together with their names and 
merchandising notes, have just been is- 
sued to The Textile Color Card As- 
sociation’s members in the shoe and 
leather industry, it was made known 
today by Margaret Hayden Rorke, 
managing director. As previously an- 
nounced, the Spring 1947 colors for 
men’s shoes, adopted by the joint com- 
mittee of tanners, shoe manufacturers 
and retailers in cooperation with The 
Textile Color Card Association ccm- 
prise fifteen shades, in addition to black 
and white. For promotional purposes 
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FASHION WELTS FOR YOUTHFUL WOMEN 
KI-YAKS “clock-off” steady 
profits and consistent volume for 
KI-YAKS. dealers everywhere. 
They're captivating the fastest- grow 
ing market... the teen-age and 


college group. So, det set with 


KI-YAKS... the nifty line / 


of amart saddles, clever casuals 
and smooth slacks. 
METROPOLITAN SHOE CO. 


Division of Craddock-Terry Shoe Corp 
lynchburg, Vo. 


See Them! 


NATIONAL SHOE FAIR 
_ Chiesgo — 
October 28, 29 30, 31 
The Palmer House 

Room 860 





In a 7-point program to 


acquaint you with the benefits of 


* 


your MATRIX franchise 


Your Footprint in Leathermeans 


Better Foot Health 
For Your Customers 


Correct—because it's got your footprint in leather... 
a curve-for-curve copy of the sole of the human foot, 
built right into the innersole. That means natural walking 
comfort, from first step fo last. And it means ans healthier 
feet—because it removes most of the burdens that feet feet 
are heir to: such as break-in-strain, incomplete arch sup- 
port, unequal distribution of weight. No wonder Matrix 
takes the place of many “‘correc- 
tive-type’’ shoes without being 
one — and often actually cures 
minor foot ailments. No wonder 
more and more men are Matrix- 
_ wise for life. No wonder your 
store will show a healthier sales 
record too—with Matrix Shoes! 





vOuR FOOTPRINT im Leatete 


MATE SUES 


Made by the House of Heywood in Worcester, Mass., since 1864 
Western Representative: Porter T. Jones, 504 Haas Bidg., thd hates ie lai 
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the colors are presented under the fo 
lowing classifications: ie 


GROUP I 
ri 


for street and general wear in smooth 
or grain leathers 


Boulevard brown — Important new 
brown of rich lively tonality. Stressed _ 
as the leading basic color for town 
shoes. 

Brandy tan — Spirited new coda! 
version, enjoying wide acceptance ag § 
distinctive tan for town wear. Ap 
propriate with or without antiquing, — 

Tawny tan—Continues its success ag 
a highly favored type of Western sad 
dle shade for general wear. Particular 
ly suitable for staining and polishing, 
when it takes on a ruddier appearance 

Golden harvest—Maintains its firm 
popularity as an animated golden tan 
for all-purpose wear. Lends itself well 
to antiquing. 

Ruddy wine — This warm glowing 
tone retains its well-establishing posi- 
tion as a preferred rendition of the 
Cordovan or maroon range. Well adapt 
ed to stains and polishes because of 
its lighter tonality. 

Black — Black leathers have their 
usual basic significance. 


The leather colors in Groups II and 
III have been especially chosen for 
wear with sports or leisure togs and 
casual country clothes, which are en- 
joying increasingly wide popularity in 
men’s apparel. They are used alone 
or in interesting combinations. 


GROUP II 


for casual and sports wear in smooth 
finish leathers 


Cocoa tan—Warm, rich medium tan. 

Aloha beige—Clear medium beige. 

Spicetone—Lively reddish copper. 

Beach sand—Light natural tone of 
the smoked elk variety. 

Bermuda tan—Classic saddle type of 
warm light tonality. 


White..All white shoes remain im- 
portant for Summer business. White 
combined with color, especially russet 
tones of tan or brown, also continues 
popular. 


GROUP III 


also for casual and sports shoes but 
in reversed or Suede finish leathers 


Cocoa tan—same as in Group II. 

Cabafia brown — Deep chocolate 
brown. 

Cruiser blue—Clear navy version. 

Burgundy—Dark, rich vintage shade. 

Country grey — Medium steel grey 


"| and white. 


Boot and Shoe Recorder 





| ean a 


SAKS vee » 


d 
int york 


ee, 


* r ale riicag: 
HHL Cife i¢ 

fe clear | 
——— 40m 


i? 


Gx. 


| ea lela lal £AKS NEUYS 


Vy Rev 


ws Sah. _ SHOE CORP. 


ISTRIBUTORS OF WOMEN'S FASHION SHOES 
152 DUANE STREET * NEW YORK 13, N. Y 


see us at your nearest REGIONAL SHOW: * NATIONAL SHOE FAIR—Morrison Hotel, Chicogo, Oct. 28th to 31s! ® MICHIGAN ANNUAL SHOE FAIR 
—Statier Hotel, Detroit, Nov. 3rd to 6th * MID-ATLANTIC SHOE RETAILERS ASSOCIATION—Ben Franklin Hotel, Philadelphia, Jan. 19th to 21st, 1947. 





CATHY CASUALS achieve the utmost in 
beauty of design ...and their superb fit 
and flexibility is directly attributed to 
their new and patented Samac process 
of construction. 

On exhibition at important shoe 
shows everywhere. Retailers are invited 
to see them. 

* 


THE NEVELK COMPANY 
HALLOWELL, MAINE 


Coordinated with the Hallowell Shoe Co. 
. 
BOSTON OFFICE - - - 210 LINCOLN STREET 


| 
} 
| 
| 
| 
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Price Decontrol Held Essential : 


Cuicaco.—Pessimism continues in Chicago 
circles as spokesmen in the industry point out that in their 
opinion only the removal of price controls on meat, hides 
and leather will ease an intolerable situation. With con. 
tinuing low receipts at the stockyards, obviously the flow 
of hides from slaughter house to tannery is a mere trickle. 
The situation which was bad with the reimposition of meat 
controls in August has worsened, if anything. Shoe manu. 
facturers are receiving far less than their allotment and, 
of course, production has fallen off visibly. But lack of 
leathers alone is not their only headache. The labor situa- 
tion has not improved, for there is a constant turnover in 
personnel. Many men blame the “dole” for this, since there 
are literally hundreds of thousands of workers throughout 
the state who are today receiving $20 a week for not work- 
ing. The net result is that there is an enormous number 
of jobs not being filled, and many of these are in the shoe 
factories. 

A number of the so-called “better manufacturers” are 
beginning to turn their talents to gabardine footwear. Most 
of them find that if a shoe is dressed up with trimmings 
of leather or reptile, there is considerably less sales resis- 
tance on the part of the consumer. One large producer 
maintains that they are limiting their production of gabar- 
dines to strictly staple types of models—oxfords or plain 
pumps—with perhaps tips and heel trim of leather. This 
house believes it is a mistake to try to force the consumer 
into an acceptance of a fabric shoe in a high style cate- 
gory. At the present time they are using gabardines in 
about 10 per cent of their production. However, with the 
leather situation as it is today, they anticipate that in their 
Spring lines fabrics may total up to as much as 25 per 
cent of their output. Comment has been made by both 
manufacturers and retailers that if a proper selling job. 
were done by the fashion magazines on the subject of 
gabardine shoes, much of the consumers’ resistance would 
disappear. Dislike of gabardine is based mainly on & 
prejudice, because it has been lodged as a substitute in the 
mind of the average woman. But gabardine wears well and 
looks well if properly made. And, as we said earlier, it 
must of necessity become more frequently used for foot- 
wear under present leather shortages for at least some time 
to come. 

While it is true that no tanner would be very happy over 
the future prospect of all footwear being made of fabric, 


' that is a likelihood that is pretty remote. Once leather is 


again available in abundance, the all-leather shoe would 
again become the first choice of every consumer. 
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Tour NEW 
HOME ... 707 BROADWAY 








October 


FORMERLY LION LUGGAGE CO. 


15, 1946 





N. Y. C. 


GOOD NEWS FOR 
OUR MANY FAITHFUL 
AND PATIENT DEALERS 


Increased production of our new line 


- Of sandals is now under way, thanks 


to the larger floor space and better 
facilities available in our new modern 
factory. 


We are now in a position to take on 
those new accounts that have waited 
so patiently to add LION SANDALS 
to their sandal department. 








Visit Us in Room 755 

at the Palmer House 

during NATIONAL 
SHOE FAIR 
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wear. Another pump in black patent 
was domino-dotted in white and was 
also shown for all-round wear. 
Schuneman’s, Inc. stressed gabar- 
dine in several styles. A black gabar- 
dine sling pump with gray or red 
reptile trim was liked. Another black 
gabardine sandalized pump had a 
reptile bow. With this group was 
shown a sling-pump in black suede 
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with a medium heel. Genuine lizards 
in brown or black in sandal and pump 
styles, some with ankle straps were 
well liked. Madeira colored pumps 
to be worn with black or as a change 
from black footwear was offered. A 
large collection of shoes for school 
wear was offered. 

Macey’s played up sophisticated 
platforms. Red or blue calfskin were 
among the showings. Brown on black 
calfskin were well liked. Among the 
fast moving styles were those in black 
suedes, black gabardine and patent. 


Maurice L. Rothschild gave atten- 
tion to black suedes with perforated 
trim, with platform heels for comfort 
and style. They were recommended 
for career or for campus. 


* * # 


DOLLAR VOLUME UP 
50% IN OMAHA 


SHOE stores and departments in 
Omaha kept sales volume in Septem- 
ber ahead of last year despite short- 
ages in calf and suede leathers by pro- 
moting gabardine and other fabric 
shoes in the high-fashion shops, along 
with imported reptile shoes from 
Argentina, while family shoe depart- 
ments reported good supply and sales 
of men’s work shoes and children’s 
shoes. Sales generally were reported 
at about even with last year up to a 
50 per cent increase in dollar volume 

Lizard, snake and alligator have 
been in demand, although prices rang- 
ing from $20 to over $30 on the im- 
ported merchandise have tended to 
limit the clientele. One buyer, how- 
ever, reported he had done a good 
September business in imported lizard 
in the $25-$30 bracket and had re 
ordered the one-and-one-half inch plat- 
form sole, high heel pump. 

Biggest demand during September 
was for sling pumps and sandals. Calf 
and suede numbers sold out as soon 
as they were placed on display, and 
the buying by patrons carried over 
heavily into patent and gabardine. 
Saddle oxfords and loafers also sold 
out immediately upon arrival. 

October outlook for rubber footwear 
was said to be considerably more fa- 
vorable than a year ago, and indica- 
tions ‘are that record or near-record 
sales will be enjoyed on this merchan- 
dise. Several buyers declared that they 
have received good stocks of colored 
rubber goods and look for heavy de- 
mand for these as soon as the first bad 
weather sets in. 

Carman’s second-floor shoe salon re- 
ported good acceptance of lizard shoes 
with inch-and-a-half platforms and 
five-inch heels, while the thicker 
rocker-type sole hasn’t caught on so 
well. Reptile platforms in sling pumps 
have been wanted at Goldstein-Chap- 
man’s street-floor department, and not 
much price resistance was encountered 
at $15.95. Buyers said, however, that 
there has been a growing tendency 
among customers to resist prices ove? 
$20 in the high-fashion stores, and 
over $12 in other stores. 

Men’s dress shoes continued ex- 
tremely scarce with one store report- 
ing only four pairs of brown shoes left 
in the store as of late September, and 
those in sizes of 11 and larger. 
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Shoes in Fall Opening 


LincoLn, NeEB.—Women’s shoes were highlighted as 
the complementing factor to Fall and Winter costumes 
in the first Fall Opening Window Display Night held by 
Lincoln retailers since 1941. An estimated crowd of 
40,000 went window shopping in downtown Lincoln be 
tween the time windows were unveiled at 7:30 P.M. and 
11 P.M. The event was sponsored by the retail com. 
mittee of the Lincoln Chamber of Commerce, with Tom 
Healey, promotional manager at Gold & Co. depart 
ment store, in charge. Loren Mills, merchandising map. 
ager at Wells & Frost, Lincoln’s largest family shoe store, 
assisted Mr. Healey, along with Woodrow Magee, first 
floor merchandiser at Magee’s. 

Theme of the Fall Opening was fashion, and Lincolp 
was promoted in advertisements as the “style center of 
the Middle West.” Evening shoes were exhibited in 
extreme colors and styles, with plain ballet slippers for 
coeds, both in satin and colored leather. The same idea 
was promoted for older women, using silver or gold 
kid. The Roman and Greek influence was evident in 
the large number of flat sandals displayed with thin, 
lacing straps all the way up and around the ankles. The 
opera pump sandal and the double-strap sandal on 
gold and silver kid and black satin were represented. 

Buyers took pains in their displays to impress upon 
Lincoln women that they should avoid the monotony 
of the carefully-matched hat, bag and shoes, as well as 
any delirious medley of colors this Fall and Winter. 
The point the buyers and window trimmers attempted 
to put across was that the shoes should be the one touch 
of “dazzle” in the disciplined ensemble, which should 
set the quiet stage for shoe excitement. 

Flat pumps were displayed with a plain jersey dress 
with low hemline. Fabric shoes were shown in plaids 
and checks to match the skirts and jackets of the school 
crowd. Suit shoes were still the traditional leather, with 
accent on reptile skins, but colors were more extreme 
and platforms were pointed to as a “must.” Platforms 
weré higher, moving up from a half-inch to inch-and-a- 
half and two inches. One platform on display had a 
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Tailored Fred 
NATIONAL 


with an extensive 
campaign 
© VOGUE 
e CHARM 
° GLAMOUR 
e SEVENTEEN 
e JUNIOR BAZAAR 
© HARPER’S BAZAAR 


These leading magazines will carry 
Tatlored Tred FRENCH MODERNS advertising 
See the new Tailored Tred FRENCH MODERNS on display at 


BOSTON + CHICAGO + ST. PAUL + AUGUSTA + DALLAS Shows 





D. MYERS & SONS. Ine. 


BALTIMORE 18, MARYLAND 
Established 1910 


SALESROOMS: 


BOSTON ¢ ST. LOUIS ¢ DALLAS * CHARLOTTE + PITTSBURGH * MINNEAPOLIS 








ORDER NOW FOR 


Y MeBreenw 


Immediate Delivery 


 OLASPUH 


66 21 


SHOE COMPANY 
305 W. Monroe St., Chicago 6, IMinois 
- Phones: STAte 3896-97 








California Growing Center 
For Leisure Footwear 


[CONTINUED FROM PAGE 288] 


pairs a day. A few manufacturers have expanded to 
four or five factories. In each they do a different type 
of operation. One manufacturer, when he can obtain 
all the material he can use, will devote one of his four 
factories now in existence exclusively to evening shoes, 
another to dressy and casual shoe lines, another to co- 
ordinated mother and daughter casuals, another to bed- 
room slippers. 

California, like Paris, is a land of specialized crea- 
tiveness. Each individual likes to be distinctive unto 
himself. Because he is an individual, he feels he can 
best express himself by promoting his particular style 
of creativeness. A shoe bearing a California label is an 
ideal in his creative consciousness, and he tries to live 
up to, and make the most of service, styling, and func- 
tionalism to go into it. Youth and spirit are other tools 
of his trade put into a shoe. 

It is well recognized that California has been the 
origination point for the casual, comfortable, differently 
constructed platform shoe for both men and women. 

Shoes in California are slip-lasted, or adhere to the 
conventionally lasted process. Good shoemaking is be- 
coming more and more apparent in California-made 
shoes. The welt-lasting room process—a tightly pulled 
upper over an insole is proof of this. A separate mid- 
sole member which consists of a platform and wedge 
heel attached as a unit, and around which is wrapped a 
piece of cloth and leather as a single unit, is attached 
to the welt lasted upper. The outsole is then attached 
to the outside part of the unit by cement or by cement 
and sewing. 

Conventional heels with platforms is a trend in the 
California market. One manufacturer is making them on 
the 22, 24, and 26/8 heel. Another manufacturer who 
does both casual and heel shoes, ratio of 60 to 40, ex- 
pects no change in low heels, and believes the trend 
toward heels in the California market will depend on 
materials. At the present writing another manufacturer 
stated he was making conventional heels with platform 
at 75 to 85 cents a pair, taking a loss on each in the 
hope the OPA will see the light and let him make them 
at a profit. 

California manufacturers are well aware, as supply 
and demand come to a balance, with retailers and cus- 
tomers becoming more and more selective, that they will 
stand or fall by the originality and quality of their shoe- 
making. 

A year ago a search was made in the California shoe 
market to see what was new. 

The most outstanding thing then was found to be a 
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MIDDLETOWN FOOTWEAR, Int. 
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NEW YORK OFFICE: 47 WEST 34th STREET - 
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the runway type as it is realized by the 
management that buyers are busy and 
need time to shop, compare and place 
orders. The only reported social 
event of the week will be that of the 
Boston Shoe Travelers’ Association 
which will hold its semi-annual banquet 
at the Parker House on the evening of 
October 23. Guests will include the 
associate members, all of whom are re. 
tail merchants. Entertainment will be 
included as part of this celebration. 

It is safe to say that shoe manufac. 
turers attending this national showing 
will see on display at the Statler Hotel 
many important postwar developments 
in materials and manufacturing tech- 
niques. It is equally safe to say that 
big buyers, in addition to the above, 
will be given the opportunity of seeing 
in a few days, sources of supply which 
otherwise could not be covered in many 
weeks. 

In the background, but working 
steadily as a team for he success of 
this show—the third which NESLA has 
conducted since the end of the war—has 
been an able committee led by T. Ken- 
yon Holly of the Holly Shoe Co., Little- 
ton, N. H., with the assistance of Max- 
well Field, who, as NESLA’s executive 
vice-president, is manager of the show. 
Other members include: 

Stuart H. Armstrong, Wiley-Bick- 
ford-Sweet Corporation, Worcester, 
Mass.; A. W. Berkowitz, Bourque Shoe 
Co., Raymond, N. H.; Mark Edison, 


‘International Fabric Corporation, Bos- 


ton; Jack Sandler, A. Sandler Co., Bos- 
ton; Samuel L. Slosberg, The Green 
Shoe Manufacturing Co., Boston; Ben- 
jamin Stone, Stone-Tarlow Co., Inc., 
Brockton; George A. Dempsey, Farm- 
ington Shoe Manufacturing Co., Dover, 
N. H.; James Molloy, Salvage-Molloy 
Shoe Co., Manchester, N. H.; N. P. 
Lyons, Saco-Moc Shoe Corporation, 
Portland, Me.; Henry Stillman, H. C. 
Stillman Shoe Co., Lawrence, Mass.; 
and Myer Saxe, Kesslan Shoe Co., Ken- 
nebunk, Me. 


Chain Opens Albany Outlet 


ALBANY, N. Y.—Kohn Brothers have 
opened a store at 93 North Pearl Street 
here as an addition to their upstate 
chain of shoe stores. The slogan of the 
firm is “Famous Shoes From Famous 
Makers,” with 17 well known brands on 
the shelves. 





Record Attendance 
Expected in Boston 
[CONTINUED FROM PAGE 271] 


New England the shoes made by seve- 
ral of the leading manufacturers in the 
country. 

Unlike the Boston Market Week held 
last April, this Boston show, insofar as 
NESLA is concerned, will be strictly 





business. There will be no formal en- | 


tertainment, banquet or style show of 
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WILLIAM ISELIN & Co., INC. 


FOUNDED 1808 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


real source of profits. 
Inquiries invited 
357 Fourth Avenue 


Branch Offices 
LYNCHBURG, VA. GRAND BAPIDS, MICH. LOS ANGELES, CALIF. 
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@ Trends in merchandising and 


styling are not those of yesterday 
... they constantly change and 


progress. Recognizing this, 


Commonwealth's new lines and 
merchandising plans for Spring and 
Summer 1947 reflect the shape 

of things to come! 
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Thirty years ago M. B. Adrian originated shoe fitting. Many of his 
first machines are still operating satisfactorily because they were 


designed right and built right. 


As you would expect from thirty years of “knowing how” the 
“SPECIAL”, M. B. Adrian's new, improved model, is unquestion- 
ably “the finest in X-Ray shoe fitting Equipment.” 

Don’t miss seeing the “SPECIAL” at the National Shoe Fair... 
Palmer House Exhibition Hall . . . Booth 29. 

Approved by the New York State Board of Health. 














Exhibitors at Official 
Shoe Fair Hotels 


[CONTINUED FROM PAGE 164] 


Winston Shoe Co. ......... Chicagoan 1386 
Salem, Mass. 

Winthrop Shoe Co. ..... Palmer 828-829-830 
St. Louis, Missouri 

Wohl Shoe Co. ...... Palmer Private Dining 
St. Louis, Missouri Room 18, Club Floor 

Wolf, A. N., Shoe Co. ........ Morrison 845 
Denver, Pa. 

Wolff-Tober Shoe Mfg. Co. 

Morrison 829-830-831 -832 

St. Louis, Missouri 
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Women's Wear Co. ........ Palmer Booth 6 
(4th Floor) 
Morrison 809 


Woodard & Wright Last Co. 


Palmer Booth 84 
East Bridgewater, Mass. (4th Floor) 
Shoe Lasts 


Norwood (Cincinnati) Ohio 
Shower Clogs-Beach Sanda 
Wright Arch Preserver Shoes ....Palmer 761 
Rockland, Mass. 


(4th Floor) 
Is 


Wright, E. T., & Co., Inc. ....... Palmer 760 
R d, Mass. 


Yankee Shoemakers, The 


Newmarket, N. H. 
Youngsters = itd. %.... Morrison 522-524 
igo, MM. 


Production Difficulties 
Limit Children’s Styles 
[CONTINUED FROM PAGE 178] 


larly of upper leathers. A large Propor- 


| tion of the leather produced in this 
country has always been tanned from 


imported hides. Removal of interna. 
tional controls on hides and skins last 


| June resulted in soaring prices of these 
| raw materials on the world market 


When OPA expired on June 30th, 


| domestic hide and skin dealers, making 
| purchases on the world market, found 
| that the prices they had to pay for 


these skins were, to a large extent, 


| much higher than those which were 
| compatible with their former ceilings, 
| Result—prices of leather, in the 25-day 


interval between the suspension and the 


| reinstatement of domestic price control, 


rose as much as 85 per cent in some 
cases. 

The resumption of OPA at the end of 
July produced a chaotic condition in the 
tanneries and shoe factories. Hide and 
skin dealers were no longer able to com- 
pete on the world market where prices 
in many instances were above the ceil- 
ings to which they had to return under 
the revived OPA; tanners received com- 
paratively few hides which they could 
tan into finished leather; shoe manu- 
facturers were faced with dwindling 
supplies of leather. Some manufac- 
turers were forced to close down for a 
period of several weeks, with the in- 
evitable result that retailers’ shelves 
assumed a barer look than they ever 
had in the,dark days of the war when 
shoe rationing and strict control of pro- 
duction maintained, within limits, an 
orderly flow of merchandise. 

To date there has been little improve- 
ment in the production situation. Al- 
though announcement that CPA would 
investigate tanners and packers to dis- 
close any hidden inventories which 
might be held back in the hope of a price 
rise made front-page news in papers all 
over the country, little in the way of 
actual inventories was discovered. Both 
packers and tanners insisted that they 
were not withholding hides or leather, 
that they had not been able to produce 
them in view of their lack of raw mate- 
rials. A slight trickle of hides to the 
tanneries was followed by a similar 
trickle of finished leather to the manu- 
facturers, and a few shoes were cut 
from this leather; for the most part, 
however, manufacturers had to fall 
back upon their depleted stocks of 
leather and cut whatever they had on 
hand—which wasn’t much. 

That’s the situation to date. Out- 
look for the Spring season is particu- 
larly dark—darker than at any period 
during the war. Statements from man- 
ufacturers of children’s shoes are not 
encouraging; most of them agree that . 
the only way to maintain even a sem- 
blance of the normal flow of shoes to 
dealers and to consumers is to cut down 
on the number of styles they make in 
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~ LETTERS 


to the 
EDITOR 


Manufacturer’s Policy 


Regarding New Accounts 


Mr. Paul Meagher, whose letter was 
published in the September first issue 
of the Recorper, has aptly and sincere- 
ly described difficulties which do exist 
in some instances, but I believe that 
they are rare. 

It is my honest opinion that most 
manufacturers, yes by. far the biggest 
percent of them, have gone along with 
their customers and have shared what- 
ever production they might have, but 
it is very easy for a customer to feel 
that he has been greatly slighted. In 
many instances manufacturers have 
had opportunities of edging in on what 


’ they know will be better business in the 


future, but have stuck it out with those 
customers, who in the past had not 
always shown an inclination to give 
them either a volume of business or 
the friendly consideration that should 
exist between buyer and seller. 

Right at this moment, I can not 
quote the exact figure as to the losses 
of customers, but believe that in our 
sales work it was customary to figure 
that we needed 10% new accounts each 
year to replace those who had gone out 
of business, or changed lines. 

It has been five years now since many 
of us have solicited any new accounts. 
That would mean that in the five years, 
we would normally have had 50 per 
cent new accounts. I doubt seriously 
if the new accounts we have taken in 
the five years would offset those who 
had discontinued business entirely, 
much less those who have lost interest 
in the line or for this or that reason 
discontinued buying. We have tried to 
maintain about a 100 per cent level. 

Have we been wrong? 

Fully 20 per cent of our customers 
complain that we are not giving them 
a fair deal and threaten to leave us 
after all of this is over. Hasn’t the 
manufacturer a right to consider that 
these customers mean exactly what they 
Say and therefore feel it would be all 
tight to go out and solicit new ac- 
counts to offset this 20 per cent, which 
he naturally expects to lose? If some 
of those happen to be in a neighboring 
town or even in the same town where 
&n account already is buying, but pos- 
sibly hasn’t given the loyalty to the line 
that he should, is he to be too severely 
criticized? 

In our own business, we maintain 
open records. By this I mean that in 
addition to our regular account receiv- 
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ciate your kind remarks. 





able ledger, we transfer monthly fig- 
ures to a Kardex file that is available 
for examination by any customer who 
wants to look and see if he had gotten 
his full share, for he can look at any 
customer’s account that he might be 
interested in knowing if they got more 
than their allotment. 

Not only de we permit him to ex- 
amine these records, but he can go 
back to the accounts receivable files to 
check. It would be disloyalty on our 
part to say that our customers have 
been unfair to us, because some have 
gone out and bought other lines, other 


eho 


This is an acknowledgment of thanks to all of the 
New York Shoe merchants who would not be denied 
the use of their x-ray shoe fitting machines. As the 
originator of x-ray shoe fitting, I sincerely appreciate 
and commend the stand you took to uphold your 
rights as merchants. 


We also express our thanks to the many users of 
shoe fitters, who advised they would not be without 
the aid and service of x-ray. We sincerely appre- 


We are also pleased to state that we are the only 
firm, manufacturing x-ray shoe fitting equipment, 
who opposed the New York ruling through legal 
channels—in direct support of merchants whether 
they are using our equipment or others. 


Biilildivu 








lines made available to them because 
competition thought they could edge 
into some of our very best accounts 
that way, and in making the statement 
accuse all of disloyalty, when it really 
represented only a few. 

Feeling as I do, I think that Mr. 
Meagher’s situation is quite similar. I 
believe that manufacturers who have 
operated as he has indicated are in the 
minority, for most everyone of us is 
trying to figure out how we can best 
serve our old customers, who have 
helped to build our business, and this 
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California Growing Center — 
[CONTINUED FROM PAGE 328] 


corrugated, crater-like skin, that looked like bat. It was 
dyed in new world colors of muted silver grey and 
coppery brown. It was used by a high-style creator, in 
dressy footwear, and used in combination with silver or 
gold kid. It was inaugurated in a hand sculptured shoe 
with a sought-after draped dressiness through a sole 
channeling system brought about through feminine 
thinking and released by an artist’s touch. This shoe 
was designed with the cherished woman in mind. Nei- 
man Marcus was the fashion-first store to present it in 
a style show. 

New, too, then, was a manufacturer experimenting 
with mother and daughter coordinated casuals. This 
manufacturer was already making dressy and casual 
shoe lines. He showed many platforms, and believed 
in an open type, highly feminine style of footwear. 

Today, in comparison, the trend in California as else- 
where is turning to closed toes, and the spectator type 
pump with closed toe and heel is definitely in the air 
again. 

For women, California makes casual, dressy and 
tailored shoes . . . colorful, ingenius, original. 

Men’s shoes? Only one Southern California manu- 
facturer makes these, but one with a balanced quality 
line including street shoes, scuffers, and slippers in both 
leather and fabric. 

Children’s slippers in California are distinctive and 
imaginative, and shoes are beginning to be made for 
youngsters. 

In all lines, volume and high fashions flourish side 
by side in fabric, leather and wood. Pride in style and 
quality, combined with the California idea of living, is 
the California cobbler’s high standard. 

California manufacturers are growing into an aware- 
ness of the importance of more than shoemaking in 
their business. They know the value of the California 
label as it is regarded by their potential customers. They 
have learned it spells the romance of a colorful and 
imaginative vacation land to them. They are beginning 
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CHICAGO NATIONAL SHOE FAIR: 
Oct. 27 thru Oct. 31 
Sherman Hotel — 1st Floor —West Room 


BOSTON SHOE FAIR: 
Oct. 20 thru Oct. 24—Hotel Statler— Room 606, 608 and 610 


SOUTHEASTERN SHOE SHOW: 
in Augusta, Ga., at the Bon Air Hotel— November Srd to Sth. 


SOUTHWESTERN SHOE SHOW: 
in Dallas, Texas at the Adophus Hotel— November 11th to 14th. 


Desco Shoe Corp. 


7 Gutiiees end tadoer Casuals 


Dynamically Promoted 
in every important 
National Magazine in America! 


47 West 34th Street, New York 1, N. Y. 


FACTORIES: 
Long Island City, N. Y.* Auburn, Me. 
Webster, Mass. « Brooklyn, N. Y. 


SHOWROOMS: 
New York: Marbridge Building - Chicago: Republic Buildin, 
Los Angeles: Haas Building - Dallas, Texas 
Burlington, N. C. 








for the Big 


While You Are 


in Chicago... 


OCTOBER 27th to 31st 


OUR GOOD FRIENDS 


aré invited to see 
our line of Doggies 


and Shearling Slippers in 
Room 1712, 209 S. State St. 
PHONE HARRISON 5050 


Republic Building 
(% block from Palmer House) 


The Sample Room and Office of Our Agents 


Shoe Show 





A. M. MONDL 
F. H. MONDL 





HOWARD J. ENGQUIST 
HOWARD J. ENGQUIST, Jr. 
in attendance 


THE MONDL MFG. CO., INC. 
Originators of the Pla-Shu 
OSHKOSH, WISCONSIN 
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Letters to the Editor 
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even though we realize that such an at- 
titude may in the long run cost us in 
certain spots, but believe that the good 
will created will far offset these losses 
of volume, which in turn we believe we 
are good enough salesmen to pick up 
elsewhere 


During the war, we have naturally 
had thousands of prospective merchant 
customers write us, and in each case 
we have tried to explain to them, that 
it was the confidence and good will of 
our dealers that had helped us over 66 
years of our business life and we felt 
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it was only fair that we share with 
them, what production we had as long 
as it did not exceed our pre-war pro- 
duction which has actually been the 
case. 

Now, I look forward to the time when 
we can solicit business from these mer- 
chants. Sure—lots of them are going 
to tell us that they wanted to buy from 
us and we would not sell them—and 
how I will enjoy telling them that 
Justins is a good outfit to tie to be- 
cause they showed their loyalty to their 
customers in time of stress, and that 
the fact you will be tied to them would 
mean they will be just as loyal to you 
as they were to the old accounts of 


ee 


theirs, and no further evidence need be 
offered than the correspondence that 
has passed between the house and the 
prospect. 

That will be convincing evidence ip 
a good many cases, and where it is con. 
vincing it will mean a loyal and satis. 
fied customer, whose relations with this 
firm will be mutually pleasant and 
profitable. 

H. N. Fisch, Secretary-Treasurer 
H. J. Justin & Sons, Inc., 
Fort Worth, Texas. 


Presents Case for 
Small Shoe Merchant 


Editor, Boot AND SHOE RECORDER: 

As a subscriber for many years | 
am enclosing an open letter to shoe 
manufacturers and readers of Boor 
AND SHOE RECORDER giving my obser- 
vations and opinions regarding the 
smal] retail shoe merchants and the 
manufacturers. 

If you have the space I would be 
pleased if you would publish it over 
my name. W. M. WIGGERS. 

. * ” 
To Shoe Manufacturers: 

A reasonable time has passed since 
you shipped any amount of shoes to 
us. You give your salesman a quota 
and your salesman gives us a quota. 
You know how many pairs of shoes 
you are going to make when you give 
out these quotas yet we get about one- 
half or less each month which prompts 
us to believe there are two reasons 
for extreme delays—one, you have too 
many accounts, two: a few are get- 
ting more than they should. All over 
the country the large retailer is get- 
ting a greater turnover and shows a 
larger margin of profit than the small 
merchant. New stores are opening— 
yet when a small merchant writes in 
for a few shoes he is told they are 
taking on no new accounts. This is 
very interesting. 

The manufacturers and large retail 
firms are having a convention at a 
time when the small retailer cannot 
attend for the reason that it is his 
busiest season of the year and he 


does not have a special buyer employed 


to call at the factories or attend con- 
ventions. 

Planned by both large manufactur- 
ers and retailers, the small retailer, 
I mean one who does less than $50,000 
per year, has no voice in any way. 

I have been in the shoe business for 
many years and own one of the best 
retail stores in my state. Traveled for 
many years from coast to coast and 
sold every type of merchant includ- 
ing the bad ones as well. My connec- 
tion with manufacturers as their rep- 
resentative was indeed pleasant and 
the Boor AND SHog REcORDER has 
given me valuable information for 
many years, but I am still wondering 
when the small merchant is going to 
get a break. From: small acorns large 
business has grown. 

W. M. WIGGERS. 
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Unveils The MYSTERY RIT 
of The NATIONAL SHOE FAIR 





»»- The Smartest Idea in Indoor Footwear...completely 


coordinated with the new season's most important fashion trend. 





STEP INTO ROOMS 966-967-968, PALMER HOUSE, CHICAGO, 
OCTOBER 28th-3ist...and you'll step ahead with Feeleez. 





---anud it’s backed by 


Continuing NATIONAL MAGAZINE ADVERTISING... 


COLORFUL ADVERTISING IN CHARM. SEVENTEEN, GLAMOUR... IN 








Coordinated DEALER HELPS... 


MATS, DISPLAYS, MAILERS, TO MAKE YOU PART OF THIS NATIONAL 





Construction on the HAND-LAST BASIS... 


FEELEEZ ARE HAND-LASTED AND MADE LIKE THE HIGHEST PRICED 
STREET SHOES BY SKILLED CRAFTSMEN AND MOST MODERN MACHINERY. 





WRITE FOR HEW CATALOG OF INDOOR FASHIONS 


International Footwear Co., Inc., 124 Ingraham Sheet, Brooklyn 6, N.Y. 
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Production Difficulties 
Limit Children’s Styles 
[CONTINUED FROM PAGE 332] 


order to produce as many pairs as pos- 
sible. Here are a few typical reactions: 

“Frankly, we cannot see any expan- 
sion in style spread until the demand 
for sizes in basic shoes is satisfied. Any 
deviation from the types we now pro- 
duce would reduce the number of pairs 
we are making. The sound old saying 
of more sizes and less styles is certainly 
true in better quality juvenile shoes.” 

+ + . 


“At the present time, our plans for 
Spring are a little indefinite. As you 
know, the shortage of leather is becom- 
ing greater than it has up to now, and 
although we are working on new styles 
we are not sure, at this time, the kinds 
of leather we will have available for 
Spring.” 

- + * 

“In reference to our plans for the 
coming season, it is almost impossible 
to state anything definite with condi- 
tions as they are in the raw material 
market.” 

od + . 

“We are sticking to the basic types 
of corrective and regular shoes for 
boys and girls. On the production end, 
we had hoped to be able to increase our 
production by 30 per cent about this 
time, but because of the shortages of 





leather, labor and equipment, we have 
been forced to keep it down.” 
~ > a 


“Tt is rather difficult to tell you much 
about the Spring plans, or any other 
plans these days because of the restric- 
tions under which we are working. Of 
course you know that materials are very 
uncertain and we hardly know from 
day to day what can be obtained. 
Leather is very tight; in fact there 
were more than two weeks during the 
latter part of July and the first part of 
August when no leather was shipped to 
us from the leather men. 

“While it is coming through now to 
a certain extent one never knows what 
will happen. With the new OPA regu- 
lations on meats there is a tendency 
usually for black market operations. 
They, of course, do not bother to save 
the hides but deprive the leather men 
from that source.” 

- * * 

“The writer may be away off base, 
but I don’t think we will have any new 
style shoes for Spring and we are just 
hopeful we will get enough leather to 
make our basic shoes. I doubt it.” 

* . > 


“There is still a decided scarcity of 
materials and we therefore plan to 
stock oniy the more staple numbers, 
practical shoes for children which will 
give the maximum amount of wear and 
service. 


“The scarcity and slow shipment of 
materials does not help our production 
program and for the reason that sup- 
plies are so uncertain at this time, we 
are keeping our styles on the conserva- 


tive side.” 
> > - 


“The demand for children’s shoes of 
the better grades is still so excessive 
that changes in patterns are not im- 
perative. The trade is still much more 
interested in pairage than they are in 
anything else. In order to assure the 
highest rate of production possible, we 
feel that the addition of pattern type 
shoes is less important than the con- 
tinuance of concentration on as few 
patterns as possible and the simplest 
types possible. 

“This is particularly true of the 
misses’ and children’s size ranges. 

“It is, therefore, our intention to 
make practically no changes in our set- 
up, but to concentrate on getting out as 
many pairs as possible within the limits 
of the difficult conditions which still 
apply in the material and labor 
markets.” 

+ . os 

“We do not see how the industry can 
maintain satisfactory production levels 
as long as controls prevent the free 
movement of hides, both domestic and 
foreign .. . assuming that efforts to get 
hides to move would be accompanied 
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Capeskin leather uppers. Genu- 
ine Leather Soles. California 
Construction. Colors: Red, Black. 
Sizes: 4-9, half sizes. Medium 


$2.16 


Fred Jacobs. 


No. 1000 — D'ORSAY 


Simuloted Alligator Uppers. Gen- 
wine Oak Leather Soles. Colors: 


No. 1080 — SCUFF 


Embroidered Material, Fur collar. Gore 
Back. Genuine Oak Leather Soles. Colors: 
Pink, Black, Royal Bive, Light Blue, Wine. 
Sizes: 4-9, 5-9, half sizes. Medium Widths. 


$2.31 


No. 1040 — Same as above, without fur 
collar. Same colors. 
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Chain Group to Discuss 
Problems in Chicago 


New YorK—The Popular Price Shoe 
Retailers Association will hold a mem- 
bership meeting at 9:15 A. M. Tues- 
day, October 29th, at the Palmer House 
in Chicago, according to an announce- 
ment by Edward Atkins, executive sec- 
retary of the association. The mer- 
chandise situation, problems of pricing 
and other matters of timely interest 
will be discussion topics. 

This association was formed in 
March, 1944, with a membership of 
50 odd retail shoe chains and other 
volume distributors. The annual retail 
shoe sales volume of the members is 
approximately $500 million or about 
one-quarter of the total retail shoe 
business of the country, according to 
Mr. Atkins. 

Until the termination of rationing 
the association’s activities were con- 
centrated on efforts to remove ration- 
ing, which the members felt was no 
longer necessary, and to deal with the 
many problems that arose under ra- 
tioning. A major campaign was waged 
during 1945 for the release from ra- 
tioning of low priced leather shoes, 
the sale of which had been halted by 
RO 17. This campaign culminated in 
the issuance of Amendment 107 to 
RO 17. By virtue of this amendment 
retailers were able to move to the pub- 
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lic millions of pairs of low priced shoes 
prior to the termination of rationing. 

The association also consulted with 
government officials concerning the 
proper date for the end of rationing 
and sought to establish a date that 
would prove least disturbing to the 
public and to the industry. 

Coincidentally with its attention to 
rationing problems, the association 
also served its retailers on many pric- 
ing questions including MPR 580, on 
which regulation it was able to give 
detailed counsel. 

The association continues to advise 
its retailers on daily pricing problems 
and is currently developing facts that 
will be needed for a determination by 
government agencies of the removal 
of price control from shoes. 

As the area of government regula- 
tions narrows in the retail shoe in- 
dustry, the association plans to devote 
attention to representing the volume 
retail distributors in their relations 
with other branches of the industry. 
Its board of directors has instructed 
the association to represent its in- 
terests in regard to legislation, both 
state and national, which might affect 
the operation of shoe chain stores. 
The association has also been author- 
ized by its directors to offer an infor- 
mation and advisory service on labor 
relations. 

The officers of the group are: Presi- 


*mann, 


New York 16, New York 


dent, J. O. Moore, Miller-Jones Co.; 
lst vice-president, David W. Herr- 
Miles Shoes, Inc.; 2nd _ vice- 
president, Frank J. Schell, Sears, Roe- 
buck & Co.; treasurer, George L. Smith, 
G. R. Kinney Co., Inc.; executive sec- 
retary in charge of the association’s 
office in New York, Edward Atkins. 
The board of directors includes: I. 
M. Kay, Berland Shoe Stores, Inc., 
St. Louis; David L.‘ Slann, Butler’s 
Shoe Stores, Atlanta; Dan M. Cohen, 
The Dan Cohen Co., Cincinnati; Mark 
A. Edison, Edison Brothers Stores, 
Inc., St. Louis; Lawrence Merle, En- 
dicott Johnson Corp., Endicott, N. Y.; 
Harry Karl, Karl’s Shoe Stores, Ltd., 
Los Angeles; Alfred L. Morse, Morse’s, 
Inc., Boston; Jack M. Schiff, The Schiff 
Co., Columbus, O.; Frank Butterworth, 
Spencer Shoe Corp., Boston; and the 
president, vice-presidents and trea- 
surer, 


Vet Opens Store 
In Connecticut 


WATERBURY, CONN—Norman § R. 
Drazen recently returned from service 
in the U. S. Army has opened a new 
shoe store at 17 Leavenworth, Water- 
bury, Conn. 

Prior to going in the service he was 
attending Illinois College of Chiropody 
in Chicago. The store carries a 
complete line of shoes for men, women 
and children. 
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Distinguished in their styling, in the beauty of their workmanship and in the loveliness of the 
materials from which they are made, Royal Footwear are fashion favored by smart women every- 
where and by the exclusive stores which serve them. 


ROYAL FOOTWEAR CO., INC., BROOKLYN, NEW YORK 
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30 ‘YEARS 
of Preference for 
The 
Krippendorf Foot Rest . 


25 


AT takes a grown-up woman to appreciate the 


hoe... 
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perfect fit 


and long service given by the Krippendorf Foot Rest Shoe. 
But from 25 to 55, the Foot Rest is the shoe that American 
women prefer. More than merely good-looking, Foot Rests 


offer quality material—fine workmanshi 


fit—and 


. Krippendorf Foot Rests are first choice during 
the 30 years in which a woman's buying power is at its best. 


The Krippendorf-Dittmann Company 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 


Zole}; REST 


Foot Rests are Moderately Priced. 


*Nationally advertised in Vogue, Ladies’ Home Journal, Mademoiselle, Woman's 
Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor. 











Production Difficulties 
Limit Children’s Styles 
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by price adjustment to manufacturers 
to enable the efficient producer to get 
shoes to the market place.” 


“We believe that because of the con- 
tinued shortage of leather, which is be- 
coming worse instead of better, as far 
as the children’s and teen-age group is 
concerned, there will be very little 

in the style trends; we doubt 
there will be enough leather to 


permit same. In other words, we feel 
that the shortage of leather will still be 
reflected in the Spring shipments and 
that as a result a manufacturer will 
have a hard enough time trying to 
make enough of the basic type shoes 
without trying to develop much in the 
way of styles or to develop anything 
new.” 
* > . 


“It is very difficult as yet to have a 
definite plan for Spring since it is 
definitely unpredictable due to the seri- 
ous leather shortage. Unless this con- 
dition corrects itself almost immediate- 
ly, I am very much afraid there will 


still be a shortage of better grade chil. 
dren’s shoes.” 


* ¢ 


Manufacturers, however, are not 
throwing up their hands in despair jp 
this critical period. Many of them are 
bending their efforts to produce shoes 
of greater durability—in order to tide 
customers over the shortage. Many, 
too, are giving further study to lasts, 
in order to improve the shoes which 
they are able to make. One manufac. 
turer, whose effort has been directed 
along these lines, has developed lasts 
and patterns which, when properly 
fitted from heel to ball, provide a ful] 
extra size in the forepart of the shoe 
in order to give the juvenile foot room 
for a full size of growth during the life 
of the shoe. 


What all this means to you, as a re- 
tailer of children’s shoes, is that you 
will get some shoes—not as many as 
you’d like or in as many styles as you'd 
like—but shoes in the basic types which 
have always been the mainstay of your 
children’s business—saddle oxfords, 
Norwegian moccasins, plain to bluchers, 
scuff-proof tipped bluchers, moccasin 
oxfords, and, perhaps, some barefoot 
sandals. These will be made as durable 
as it is possible to make them, and the 
absence of frills will not, it is safe to 
say, produce any drop in your sales 


figures. 


Three Score Years in Shoes 


Cuicaco—W. J. Corbett, vice-presi- 
dent of the C. W. Marks Shoe Company, 
has completed 60 years in the shoe 
business. He started September 20, 
1886, at the age of 13, with N. B. 
Holden, 226 State Street, working 14 
hours daily, 16 hours on Saturday. 
After 12 years with Holden’s he be- 
came shoe buyer for The Fair Store, 
State Street, Chicago, probably the 
youngest shoe buyer ever on that 
street. 


In 1911 Mr. Corbett took over the 
management of the C. W. Marks Shoe 
Co., later buying the business from 
C. B. Corser, who retired in 1928 and 
moved to Altadena, California. His 
associates and friends wish him many 
more years of health and happiness. 


A. S. Beck Makes 
Personnel Changes 


New YorkK—The A. S. Beck Shoe 
Corporation has recently made known 
personnel changes affecting several of 
the company’s outlets. 


Irwin Sardinsky, formerly manager 
of the chain’s store at 962 Third Ave- 
nue, has been made manager of the 
Parkchester store, and Samuel Schul- 
man, formerly a salesman at the 
Jamaica store, is now assistant mana- 
ger of the store located at 2155 86th 
Street, in Brooklyn. 
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"Stars by Kuight’’ — a gal 
presentation of our 1947 Slipper Fs ions | 
will be ready for your inspection about 


aa 


November Ist. Your Knight salesman soon - 


will be requesting his customary appoint- — 
ment with you. 





Kansas Store Opens 
After Remodeling 


TOPEKA, KANs.— The Royal College 
Shop, 913 Kansas Avenue, opened for 
business recently in a stream-lined, 


beautifully decorated new home. The 
shop has a large stock of footwear, in- 
cluding newly added lines. 

Remodeled extensively, the store has 
a new front of red Levento marble, with 
two structural glass doors for entrance. 
The floor of the entrance is Montana 
Cream Traventine, while the lobby floor 
is Belgian black with designs of bronze 
instrips. Show windows on each side of 
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New Book on Shoe Industry 
By H. R. Quimby 


Cuicaco—An announcement by 
Hide and Leather Publishing Co. of 
Chicago, indicates that the fascinating 
story of shoes and the shoe industry 
by Harold R. Quimby entitled, “Shoes 
—Pacemakers of Progress,” will be off 


; the press on or about October 25 and 


the display cases are of Italian Pava- 
nazzo, highly polished, and all interior 
woodwork is finished in walnut. 


Rubber Shop 
Features Footwear 


SoutH Benp, INp.—Rubber footwear 
is included in the varied stock of The 
Rubber Shop, Inc., which has opened 
at 132 East Jefferson Blvd. The new 
store is emphasazing “The Old 
Bounce Is Back!” and “Most Any- 
thing In Rubber.” Mr. and Mrs, Abe 
Zoss are the owners and managers of 
the new firm. 


will be available at the National Shoe 
Fair. 

The volume is a comprehensive 
analysis of the economic theories and 
facts, the historical and statistical] 
data, together with a portrayal of the 
men who played a part in making the 


HAROLD R. QUIMBY 


shoe industry the fifth largest in the 
Onited States in number of wage 
earners employed. The author looks 
forward and evaluates those factors 
which are vital to the continuous de- 
velopment of the industry, such as, 
balanced production and distribution; 
job evaluation; advertising in na- 
tional magazines, newspapers, trade 
papers, and other media; manufactur- 
ing skills and processes and the style 
and fashion elements of shoemaking, 
together with the need for fashion co- 
ordination. 

It is felt that the book answers a 
definite need, that it will not only be 
quoted by shoe retailers and manufac- 
turers, but it will be invaluable to 
those at the helm of other industries, 
since the solutions it offers to the 
problems of industrial existence in a 
changing world are adaptable to all 
economy. Chapters on “Basic Shoe 
Designs,” “Pageant of Fashion,” “De- 
velopment of Modern Design,” “Rela- 
tion of Shoes to Wearing Apparel,” 
and “Flattering the Foot” are consid- 
ered a necessary adjunct to the library 
of all fashion designers, fashion edi- 
tors and those connected with shoes, 
dress, coat, accessory, and fur manu- 
facturing or merchandising activities. 
The chiropodist and physician should 
find its information on the structure 
of the foot, foot health and fitting ex- 
tremely interesting and important in 
their work. 
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GREAT LITTLE TIME SAVERS! 


PRICE TAGS 


to harmonize with your trim colors. 





IN-STOCE 
Tell us your trim colors and we 


20 different color designs on tags 


will send samples 





Size 
154” x 21/4" 
109 different 
Prices In Stock 


12 dozen—S$3.00 


CANADA: 
12 dozen—$3.30 





CANADA: 


Any selection of prices 





With Store Name Imprinted: 
144 Tickets $4.75 
288 Tickets 7.75 


144 Tickets $5.05 
288 Tickets 8.35 
M. O. or Check with Order Please: 


DISPLAY CARDS: 75c¢ Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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“Here’s Looking at You” Santa 
Order Fer Your Christmas Attractions Today 


On Posts & In Windows 


In Restaurants 


each unit to assure effective | 


wide, 52” high, 1 

FREE! Big 24-page Fall and Christmas catalog of 
over 300 new designs and props. 75 “How to 

Use” Mustrations. Write for your copy today. 


Another "First’’ Distributed Exclusively by 
W. L. STENSGAARD AND ASSOCIATES, INC. 
375 NORTH JUSTINE ST. + CHICAGO 7, ILLINOIS 
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Recent discussions in Washington be- 
tween government officials and indus- 
try representatives have brought gen- 
eral recognition of the vital factors 
determining the current leather and 
shoe outlook. It has become evident 
that a progressive drain upon raw ma- 
terial and leather inventories during 
the first eight months of 1946 con- 
tributed to the record rate of shoe pro- 

c According to Philip C. Ma- 
guire, Deputy Administrator of CPA, 


October 15, 1946 


the total inventories of cattlehide tan- 
ners had declined from January to Sep- 
tember by 2,450,000 hides and kips. 
This extreme drop resulted from a com- 
parable excess of leather deliveries over 
tanners’ receipts of hides. 

The startling decline in the move- 
ment of hides to tanners during recent 
months is made graphically evident in 
the accompanying chart. In the four 
years prior to 1946, monthly average 
receipts of cattlehides by tanners ex- 


ceeded two million. However, in Sep- 
tember 1946, CPA allocated to the in- 
dustry only 950,000 hides, and unless 
prevailing conditions change rapidly, 
it is estimated that the movement of 
hides to tanners during the fourth quar- 
ter may average less than one million 
per month. This estimate is based on 
the continuation of the existing live- 
stock and meat controls and the likeli- 
hood that unless the livestock situation 
changes in the near future any signifi- 
cant improvement in hide supplies will 
be delayed. 

Potentially an increase in supplies 
could also be achieved through facili- 
tating imports. However, movement of 
foreign hides to the United States is 
also contingent upon a change in the 
existing regulations because present 
controls make it virtually impossible 
for tanners to acquire foreign cattle- 
hides or calfskins. World markets for 
these materials are materially higher 
than domestic ceilings, and OPA maxi- 
mums for leather are based upon the 
permissible « domestic raw material 
prices. 


Announce Gift from 


Leather Company 


TitT0N, N..H.—A gift of $1,000 from 
the Tilton Leather Co. has been an- 
nounced by Dr. Archie Grevior, chair- 
man in this area of the Franklin Hos- 
pital’s drive for $50,000. 
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Cnlimetl 
PAYS HIGH PROFITS 


NO 

INVESTMENT... 

NO STOCK... Just 

Set Up the Display and 
Collect the Profits! 


@ Yes, sentiment and those priceless 
memories can pay you high profits 
Here is an easy-to-sell item . . . guar. 
anteéd forever. 


Withqpt any investment, no stock ip 
carry on your shelves, you can moke 
big profits quickly and easily. Every. 
thing is furnished to make your 
selling job easier... free! Get your 
selling aids—now .. . counter di. 
play... descriptive folders .. . and 
ps3 extra fast delivery service. CLEMETCO 
/ Baby Shoes sell themselves. 


} 

a 
Our new descrip- 
tive folder on 
metallic processed 


products & prices 


now available 


CLEVELAND METALLIC PROCESS CO. 


§209 EUCLID AVENUE 


CLEVELAND 3, OHIO 





New Book on Shoe Industry 
By H. R. Quimby 


[CONTINUED FROM PAGE 344] 


Termed by Lucius Lightfoot of the 
New York Times, “A striking story 
of the growth of a great industry,” 
the book is a treatise which will guide 
the professional, inform and educate 
the student and entertain the observer. 
The data set forth in capsule form in 
the summary chapter entitled, “Shoe- 
pedia” provides the reader with a di- 
gest of the progress of the industry 
through the years. It combines an en- 
cyclopedic education with the romance 
of a novel. 

This four hundred page book epi- 
tomizes the results of Harold Quimby’s 
twenty-five years’ experience in the 
shoe industry as advertising manager 
of a large shoe factory, as editor and 
associate publisher of shoe trade 
papers, as director of shoe and leather 
study courses at M.I.T., ds author of 
several authoritative books and na- 
tional magazine articles on the subject 
of footwear, and as a_ well-known 
speaker in the United States and 
Canada, both from the platform and 
over the radio. In his present posi- 
tion as secretary and director of pub- 
lie relatins of the National Shoe Man- 
ufacturers Association, Mr. Quimby 
has been actively associated with lead- 
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ers in the shoe and allied industries 
in attempting to solve the vital eco- 
nomic problems encountered during 
the war and reconversion periods. 
Copies of “Pacemakers of Progress” 
can be secured by visiting the Hide 
and Leather Publishing Company ex- 
hibit at the National Shoe Fair or by 
writing Hide and Leather Publishing 
Company, 300 West Adams Street, 
Chicago 6, Illinois. The price is $6.00. 


Open Exclusive 
Women’s Shoe Shop 


Montciar, N. J.—Footnotes, a new 
store dealing exclusively in women’s 
shoes and accessories, was opened at 
20 Church Street, recently. 

The interior of the store is modern 
in design and is decorated in silver and 
mahogany. Furnishings are in white 
oak and leather against a mirrored 
background. 

Stanley B. Hausman of East Orange, 
who is manager of the new store, is of 
the same family that established the 
Hausman Shoe Store in Newark sixty 
years ago. Mr. Hausman served three 
and a half years with the Army Signal 
Corps in New Guinea, the Philippines 
and Japan. 

The store will feature custom made 
shoes, casuals, sports and novelty types, 
in addition to handbags and hosiery. 


Mayors Urge Shoe Workers 
Petition Washington 


BINGHAMTON, N. Y.—Closely follow- 
an announcement that Endicott-John- 
son Corp. will be forced to reduce 
operations to 50 or 60 per cent of ca- 
pacity because of the hide shortage, the 
mayors of Binghamton, Johnson City 
and Endicott issued a joint proclama- 
tion urging shoe workers and other 
residents to prepare petitions calling 
upon Washington officials to take 
speedy measures to remedy the situa- 
tion. 

The proclamation pointed out that 
the curtailment of shoe production ad- 
versely affects the economic status of 
20,000 shoe factory employees and, in- 
directly, the lives of some 200,000 resi- 
dents of this area. It also stated the 
belief that price control of cattle and 
meat products has disrupted the natural 
law of supply and demand. 

In a statement to employees, Endi- 
cott Johnson Corp. officials said that not 
all departments will be affected by the 
curtailment because some factories and 
departments are not dependent on com- 
pany tanneries for supplies. It is 
planned to have the factories which are 
affected work alternate weeks, with em- 
ployees becoming eligible for unemploy- 
ment insurance during idle time. 
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yx Just one glance will show you that this is one of the 
smartest lines of Casuals to come out of the shoe industry 
in a long, long time! Designed for ‘worktime, playtime, 
let-us-be-gaytime,”’ they are a clock-’round, year-round hit! : 


yx Your customers are learning about Casuals Fortunet 
right now through the attractive advertising appearing in 
leading magazines and newspapers! Be sure to take advantage 
of this pre-selling by letting them know that you handle 
the Casuals Fortunet line! Tell them so by using the free 
newspaper mats, colorful statement enclosures, window 
and counter displays, as well as the radio material! 
Retailers all over the nation have already proved that 
this advertising promotion increases their 


volume exceedingly. 
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SWUNG MAAKS 


Aatt o—— ena b—~ —- 740 
gOFT Shoes FOR Hann weAe 


Just what the toddlers need. Jumping Jacks’ 
unique Patented Extended Sole Feature keeps young ankles 
from turning out or turning in . . . Gives gentle, friendly 
support. en laced, their Soft All Elk Leather uppers 
conform to the contour of the child’s foot. Every seam 
in Jumping Jacks is sewn on the outside. 


Due to the ever-increasing demand for Jumping Jacks wé 
regret that we cannot take on any new accounts at this time. 
When conditions are such that production can be increased, 
we will be glad to add your name to our present list of 
enthusiastic dealers. SEE US 


NATIONAL SHOE FAIR, 
PALMER HOUSE, 
ROOM 663 


IN ATTENDANCE: 
Sam B. Vaisey 

Robert A. Bristol 
Spencer C. Vaisey 


5. B. VAISEY SHOE CO., INC. 


625 S. Goodman Street 
Rochester 7, New York 








California Growing Center 


[CONTINUED FROM PAGE 334] 


to take pride in their leadership, and are building pres. 
tige through national advertising. Their shoe boxes are 
indicative of the California way of life. Each appears 
with a California scene boldly proclaiming its parentage, 
Customers like to carry distinctive and individual shoe 
boxes to impress their friends, they have discovered. 
And most important, they are awakening to the un- 
limited possibilities of fashion coordination and pro- 
motion. 

Thinking is beginning to associate bags with shoes, 
belts with shoes, the sash on a lounging robe with a 
shoe to match, and various other combinations of ac- 
cessories and apparel. 

Two years ago, with a few exceptions, the meaning 
of fashion coordination was scarcely known. 

A year ago the Southern California Shoe Manufac- 
turers held a meeting with W. W. Stephenson, then 
executive vice-president of the National Shoe Manufac- 
turers Association, as their speaker. Mr. Stephenson 
brought out one especially important truth at that meet- 
ing, that is beginning to be recognized here and there 
among those Californians most advanced in progres- 
sive fashion thinking. 

“It is easy to visualize the present shoe consciousness 
on the part of the public continuing indefinitely, and the 
present thirst for more pairs of better quality shoes 
extending into peacetime operations. To assume that 
these conditions will prevail automatically is to plan for 
postwar failure.” 

Mr. Stephenson continued, “They WILL prevail IF 
types and styles are developed which will successfully 
compete with automobiles and refrigerators for a larger 
share of the consumer’s dollar; IF the advertising and 
promotion departments do their part in maintaining 
and developing consumer interest; IF THE RETAILERS 
PRESENT SHOES IN COORDINATION WITH COS- 
TUMES AND IN PROPER RELATION TO THE 
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Fine Pennsylvania craftsmanship, as well as proved foot-health features and 
fine fit, make Pollyanna the dependable bread-and-butter of child’s and misses’shoe operations 


in 189 leading stores and departments. Think of this when you reorganize your children’s busi- 


ness on brands you want to live with. 


A.$. KREIDER SHOE CO. 


NEW YORK CITY SHOWROOM 


ANNVILLE, PA. 
Marbridge Bldg., 47 W. 34 St. 







































The Silent Salesman 
you'll proudly put to work! 


Hollywood took your point-of-view in design- 
ing a new counter display. You asked for some- 
thing smart and attractive . . . in keeping with 
your store. You wanted a self -dispenser that 
would sell more . . . and save time for your shoe 
salesmen. Well, here it is! 


In stained antique walnut with a distinctively 
stained-glass front, thie display carries 24 jars of 
the famous Hollywood Bootmakers Stain Polish. 
There are four compartments, each to hold a dif- 
ferent color stain. 


Hollywood offers this new counter display with 
a minimum order of the fast-moving, nationally 
advertised Hollywood line of quality shoe pol- 
ishes. These displays are limited so, place your 
order now. 


Contains 
“Lanowox" 








HOLLYWOOD SHOE POLISH, INC. 


107-35 Van Wyck Blvd. Richmond Hill 19, N. Y. 
















NATIONAL SHOE FAIR 
Palmer House — Chicago 
Oct. 28, 29, 30, 31 
Booth 83 


ETE, a, 


You are cordially invited to visit us at the | 
| 















California Growing Center 
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DAILY ACTIVITIES OF THEIR CUSTOMERS; and 
above everything else, IF the entire industry cooperates 
in an effort to maintain consumer interest in shoes for 
twelve months of the year.” 

California is awakening to this new trend of fashion 
coordination. Manufacturers know shoes are definitely 
an accessory, and must be made to fit the clothes, and 
the occasion, as well as the foot. Shoe manufacturers 
are aware they are more acutely than ever in the posi- 
tion where they cannot just turn out shoes, but must 
have one eye on their fellow fabric and apparel crea- 
tors. For what is done here effects the shoe man forci- 
bly. California manufacturers know they have the 
privilege of educating the retailer and the customer to 
the added drama in shoes that go with a woman’s cos- 
tume. They are beginning to recognize theirs is the 
opportunity to stress the value of a complete shoe ward- 
robe. Beginning, because for most these are still facts 
on the horizon. 





During the war years a tremendous backlog of ideas 
was developed by California’s designers and filed against 
the time when leather and manpower would again be 
plentiful. When the limitations of regulations are lifted, 
and the lid is fully off, California is looking forward to 
being rightfully out in front among the leaders . . . be- 
cause in spite of restrictions, manufacturers are well 
along in the process now, of bringing into being that 
better and bigger shoe market so long scheduled for the 
postwar era. 

Amorg many great industries, in an area populated 
by some 3,000,000 people, called by some “The World’s 
Most Interesting Spot,” California shoe manufacturers, 
part of a story that has taken 150 years to tell, are for- 
ever part of the energy, enterprise, faith and vision of 
others like themselves who came from every part of the 
nation to build a mecca. 

Now with a California that has settled its oasis, and 
come out of the wilderness, shoe creators, too, are look- 
ing toward the world . . . pulsing with a future! 
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IN TOBACCO, it’s the 
IN LEATHER SOLES, FIBRE-SORTING makes the difference 


FIBRE-SORTING the England- 
Walton way, means that skilled 
sorters with trained “insight” are 
aware of the most minute differences 
in inner fibre construction of leather 
. +. assuting superior matched cut 
soles. With E-W FIBRE-SORTED 
leather soles, many manufacturers 
have laid the foundation for repeat 
orders from satisfied retailers and 
wearers. 

FIBRE-SORTED cut soles offer a defi- 
nite extra value ...a unique E-W 
sales feature. 


SET 1 SET 2 
POLARIZED LIGHT PARALLELS KEEN 
INSIGHT OF ENGLAND-WALTON SORTERS 


E-W fibre-sorted matched soles offer greater 
flexibility and wear-resistance. 

Just as Set 1 of these paired photoelastic 
studies shows uneven stress lines in unmatched 
flexed samples, so does internal structure of 
unmatched leather soles show: UNEQUAL WEAR 
SERVICE. 

Uniform stress lines in Set 2 is comparable 
to soles matched by E-W trained sorters: 
LONGER, MORE EVEN WEAR. 


ae ee 
ENGLAND-WALTON 


Fibre-sorted soles. 
Cut soles and sole leather. 
Pure oak bark tanned. 


England-Walton Division 


A. C. LAWRENCE 
LEATHER COMPANY 


Boston « Camden + Peabody - New York + St. Louis 
Columbus + Milwaukee - Los Angeles + San Francisco 
Ashiand, Ky. + Newport, Tenn. + Hazelwood, N. C. 
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Shoe News 





RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE FRADE 





NSMA Sees Production Return in Spring 





Most Optimistic Estimate Possible, Association Declares — Urges 
Complete Decontrol — Other Groups Would Free Meat 





The National Shoe Manufacturers task force committee which met with govern- 
ment officials in Washington last month. Left to right, standing, are: H. R. Quimby, 
secretary of NSMA; J. F. McElwain, J. F. McElwain Co.; Maxey Jarman, General 
Shoe Corporation; W. W. Stephenson, executive vice-president, NSMA; John L. 
Moran, Moran Shoe Co.; and L. V. Hershey, the Hagerstown Shoe & Legging Co. 
Seated, left to right, are: James E. Wall, Wall-Streeter Shoe Co.; Charles F. John- 
son, Endicott-Johnson Corp.; Lawrence B. Sheppard, Hanover Shoe, Inc., president 
of NSMA; and J. Edson Andrews, Gale Shoe Manufacturing Co. 


New Yorx.—The most optimistic 
estimate for the return of shoe pro- 
duction to the record levels reached in 
April and May is the Spring of 1947, 
according to a report issued by the Na- 
tional Shoe Manufacturers Association. 

The report points out that “had cat- 
tle slaughter not declined in May and 
June, and the withholding of hides not 
developed,” it would still be doubtful 
if the 39 million figure, reached in April 
ard May, could have been repeated be- 
fore 1947. The reason for this conclu- 
sion, the NSMA report states, lies in 
the accumulation of hide and leather 
inventories in late 1945 and early 1946, 
an accumulation which came about be- 
cause of manpower shortages in tan- 
neries and to a certain extent in shoe 
factories. In the Spring of this year, 
the manpower situation eased and these 
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inventories rapidly were turned into 





finished leather and shoes. “At no time 
prior to, during, or since the war has 
the rate of cattle kill justified a steady 
production of leather shoes at the rate 
of 39 million pairs a month,” the asso- 
ciation stated. “Without any of the 
retarding influences which have oc- 
curred in livestock slaughter ahd hide 
movement since May, leather shoe pro- 
duction inevitably would have been re- 
duced below the April and May peak. 
As a result of these. unfortunate de- 
velopments, however, the shrinkage will 
be far greater than was anticipated in 
the early part of the year and will be 
of longer duration.” 

The association reaffirmed the posi- 
tion taken last month by its board of 
directors; namely, that the complete de- 
control of livestock, hides, leather and 
shoes is a prime essential for a return 
[TURN TO PAGE 376, PLEASE] 


Plan to Relieve 


Leather Shortage 


WASHINGTON—A program to allevi- 
ate the serious leather shortage by 
stepping up imports and holding ex- 
ports to a minimum was announced 
Oct. 8 by Reconversion Director John 
R. Steelman. 

Under the program, the Civilian Pro- 
duction Administration will modify its 
allocation regulation under Order 
M-310 in such a manner that base 
period tanners and contractors of rec- 
ord may import and process raw cattle 
hides, kips and calfskins without count- 
ing this against their domestic quotas. 
Price adjustments will not be made on 
leather made from imported raw cattle 
hides. 

However, the Office of Price Admin- 
istration will take action to adjust the 
price of leather made from imported 
raw kips and calfskins to reflect the 
higher cost of the imported skins. This 
will call for increases in prices of 
shoes made from these leathers. 

Exports of hides, skins and leather 
will be held to a minimum consistent 
with proper commercial relations with 
other countries. 

The allocation and price programs, 
Mr. Steelman emphasized, affects im- 
ports only. There can be no change in 
the controls over domestic hides and 
leathers, until there is a better balance 
betwean supply and demand. 

Actions to step up imports, particu- 
larly of calfskins, were made necessary 
by a growing shortace of domestic 
hides and leathers which has threat- 
ened to curtail shoe production 40 to 
50 per cent in the next three months. 

The program announced Oct. 8 is 
the second step taken by the Adminis- 
tration within recent weeks to improve 
the supply of hides and skins. On Aug. 
6, Reconversion Director Steelman an- 
nounced a concerted drive to reduce 
hoarding of hides. The latest actions 
were necessary, Mr. Steelman ex- 
plained, to re-open import channels 
which had virtually closed following 
the termination of. controls over the 
world supply in the Summer. 

Unless there is immediate improve- 

[TURN TO PAGE 376, PLEASE] 








manufacturing industry in America jg 
about four times as large as that ip 
Great Britain and that the output of 
the individual worker is also greater, 
although manufacturing machinery jg © 
about the same. They also reported 
that the percentage of men to women 
employees in England is about 55 per 
cent to 45 per cent, and that the aver. 
age price range for shoes is about the 
same as the American schedule—from 
$5 to $6 per pair for the average man’s 
shoe, to $10 and $15 for hand-made 
types. 

Asked by General Shoe officials about 
labor conditions Messrs. Colvin and 
Denton reported that the cost of living ~ 


y 


in England is being held steady. “There 
are comparatively. few strikes,” they ~ 
said, “because the workers have no 
‘argument for basing increased #) 
on the increased cost of living.” 2 
The current visit of the group is re 
lated to the visit made by Mr. Denton)” 
and Mr. Colvin in the Spring of 1945, 
At that time five other representatives 
were to follow but their ship was tom ~ 
pedoed in the Atlantic, and, though the 
five survived, further arrangements for ~ 


-Porerunners of a prominent group of British shoe manufacturers currently touring 

the United States and Canada were G. H. Denton of B. Denton and Sons, Ltd., left, 

and G. R. Colvin, secretary of the British Shoe Manufacturers’ Federation, at right. 

They are shown with W. M. Jarman, president of General Shoe Corporation, while 
visiting the company's plant at Nashville, Tenn. 


It was in-” 


New York.—Six representatives of 
the British Shoe Manufacturers Federa- 
tion are currently touring the United 
States and Canada to make a compara- 
tive study of American and English 
shoemaking methods. 

Preceded a few weeks by G. R. Col- 
vin, secretary of the federation, and 
G. H. Denton, of B. Denton and Sons, 
Ltd., of Rushden, the other four mem- 
bers of the group arrived in Halifax, 
N. S., Oct. 4. The four are, J. H. Bott, 
president of the federation; F. Burton, 
of Newbold and Burton, Leicestershire; 
J. L. Hanly, James Southall and Co., 
Norwich; and F. E. Webb, of George 
Webb and Sons, Northampton. 

The committee immediately embark- 
ed upon an itinerary which called for 
visits to Montreal and Toronto during 
the week of Oct. 6; Boston, the week. of 
Oct. 13: New York, the week of Oct. 
20; the National Shoe Fair at Chicago, 
and Milwaukee and St. Louis, the week 
of Oct. 27; St. Louis and Nashville, the 
week of Nov. 3; Washington, D. C. and 
New York, the week of Nov. 10; and re- 
turn to England via the Queens Eliza- 
beth on Nov. 14, 

The group will confer with shoe man- 
ufacturers, tanners, shoe machinery 
representatives and accessory and com- 
ponent suppliers for a three-fold pur- 
pose: 

1. To make a comparative study of 
English-United States shoemaking from 
a standpoint of productivity, costs, 
types of leather available, styles and 
lasts. 

2. A detailed study of manufacturing 
methods. 

8. To renew acquaintances among 
American shoe industry representatives. 

There is a wider significance to the 
visit, Mr. Colvin explained, in the get- 
ting together of footwear industry peo- 
ple of the two great English sveaking 
nations. “Our delegation would like to 


make an annual arrangement of these 
visits, with a group of us coming here 
one year and an American group visit- 
ing England ‘in alternate years,” he 
said. “We would like to establish two- 
way traffic, not only in people but in 
the exchange of ideas and information. 
When we ask for facts relating to 
American shoemaking, we are prepared 
and willing to put the corresponding 
English figures on the table.” 

During a visit to General Shoe Cor- 
poration’s plant in Nashville, Mr. Col- 
vin and Mr. Denton said that the shoe 


the trip were postponed. 


tended that the present trip should bear © 


the official endorsement of the British 
government through the 
Party, an amalgamated body consisting 
of employee and employer representa- 
tives of the industry which also includes 
18 other industries. 
current hide and leather situation and 
the difficulty in making a fair study un- 
der such conditions, the present trip 
does not carry the official endorsement 
of the British government although gov- 
[TURN TO PAGE 362, PLEASE] 





July Production Off 18 Per Cent 





PRODUCTION OF SHOES AND SLIPPERS 


MILSIONS OF PAlRe 





ime 





——— MONTHLY avE@aGt 








trepered by Bureau of the Census, Industry Livision, Apparel and Leather Unit 


WasHINGcTON, D. C.—July production 
of shoes and slippers totaled 36,887,000 
pairs, a decrease of 18 per cent from 
the June total of 44,957,000 pairs, ac- 
cording to a report issued by the 
Bureau of the Census, Department of 
Commerce. Shipments reached the 
lowest point of the year with only 34.7 
million pairs valued at $106.5 million 
shipped. This was a 16 per cent drop 


in the dollar value of shipments from 
the June total of $126.6 million. 
Production of men’s shoes reached 9,- 
831,000 pairs, a drop of 12.4 per cent 
from June. Youths’ and Boys’ shoe pro- 
duction was 1,659,000 pairs, a drop of 
14.7 per cent. Taken together, the two 


groups represent a gain of $0.6 per cent 4 


over July, 1945. 
[TURN TO PAGE 362, PLEASE] 
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The Shoe Store with EYE-APPEAL —inside and out— 


‘ 





draws more customers—increases profits 


LOOK TO YOUR FUTURE 
BY MODERNIZING 
YOUR STORE...NOW! 


"PITTSBURGH 


STORE FRONTS 
AND INTERIORS 
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Pittsburgh Plate Glass Company 
2421-6 Grant Building, Pittsburgh 19, Pa. 


® Personality does count, especially when conditions 
become more normal and competition becomes keen. 
It will be the shoe store with the best appearance— 
inside and out—that will have the most pulling power. 
Progressive merchants realize the value of modern, 
smart-looking stores. They make sure that they get 
the night kind of personality into their establishments 
by modernizing with Pittsburgh Glass and Pittco 
Store Front Metal. 

Your shoe store will have greater profit-making 
possibilities if you follow the example of these thou- 
sands of other successful merchants. Investigate the 
advantages of remodeling your store now—inside and 
out—with Pittsburgh Glass and Pittco Store Front 
Metal. Be sure to consult your architect for a well- 
planned, economical design. We will cooperate with 
you and with him. And if you want them, convenient 
terms can be arranged through the Pittsburgh Time 
Payment Plan. 

Our recently published booklet, containing valuable 
data and many interesting illustrations of Pittsburgh 
Glass and Pittco Store Front Metal installations, will 
show you what has been done. Send for your free copy 
today. Use the convenient coupon below. 





A MODERN STORE, like this one in Wilkes-Barre, Pa., has magnetism. 
it draws passers-by . . . invites them to enter . . . increases sales and 
profits. Follow this example by modernizing your store now with 
Pittsburgh Glass and Pittco Store Front Metal. Architects: Mack & 
Sahm. : 


I'm interested in your new, illustrated brochure, “How Eye-A: | 
Inside and Out—Increases Retail Sales."" Please send my FREE copy. 


' 
i 
' 














If they’re 
Scott’s— 
they’re the 
Finest 





r 
Seals 


Perfected 
OVAL ARCHES 


A gentle but firm Arch Support that fits perfectly into 
the arch of the shoe, permitting foot muscles to expand 
and contract naturally. Gives lasting relief to your 
customers. 





Thousands of dealers make extra profits from Scott's 
line of Foot Appliances — in demand from coast to coast. 
Write for 
Showing Scott's Com- 
plete "Profit" Line 







SOLD EXCLUSIVELY 
THROUGH SHOE STORES 
SHOE DEPARTMENTS 
ND FOOT SPECIALISTS 





Theasiad 


FOOT APPLIANCE 
OMA AA 2. y oe 


VEBRASKA 











SHOE CREMES IN 
PLASTIC COMPACTS 


Fook Bile Ghee lf 
Cxeme-Prcs 


Purse-size plastic compact. 
Creme won’t come off on stock- 
ings — won’t out in com- 
pact...Seven favorite colors 

riced to sell quickly; Black, 
Gen’ Blue, White, Red, Green 


and Plastic -(A cleaner). 
| At your local jobber or... OQUINTONE 


K. J. QUINN & COMPANY, INC. 
Makers of fine leather finithes since 1880 
80 Batterymarch St., Boston, Moss., U.S.A. 





Vet Opens Own Store in New Jersey One Year After Discharge 





KEYPORT, N. J.—Pictured above in La Zare's, a popular 
price family shoe store opened at 9 West Front by Manny 
La Zare. Mr. La Zare, who has had 14 years’ experience 
in the shoe business, served 4 years in the army and saw 


combat with the 2nd Armored Division, one 
highly decorated units of the war. 
Prior to military service he was associated with Hof- 


the most 





heimer's, Norfolk, Va., for three years; Miles Shoes in 
Asbury Park and Red Bank, N. J.; and with leading indi- 
vidual retailers in central New Jersey. E 

Mr. La Zare got out of the army a year ago with plans 
for his own store. He was told he would never be able to 
swing it. The above photoes show concrete proof that he 
has succeeded in doing so far beyond expectations. 





Pittsburgh Power Strike 
Hits Shoe Stores 


PITTSBURGH—The power strike here 
has been an expensive one for shoe re- 
tailers. All downtown stores were 


356 - 


closed, except for those small establish- 
ments which could run with one light, 
no elevators, and whose clerks managed 
to get to work. Those who were open 
reported a surprising volume of busi- 
ness. Apparently shoppers had walked 


several miles to town. Most managers 
estimated a loss of $400 to $600 per day 
for the duration of the strike. Stocks, 
windows and salesrooms were rear- 
ranged in an atmosphere of deepest 
gloom. 
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Sales of Independent Shoe Stores 


August, 1946 
Compiled by U. S. Department of Commerce, Bureau 
of the Census 
; Dollar Sales" 
Per Cent Change 
Number 
of Aug., = Aug., 46 
Firms Compa: 
Report- with with August, 
States ing? Aug.,"45 July,"46 1946 
TOTAL .....--- 777 +27 +29 *$10,309,931 
Alabama «-.--s00e=> 10 +24 +61 291,969 
s ga -TT. -- *. * BOS66e 
Arisomm® «-+-reecrree sees 150,825 
83 +25 . 
Arkansas ««---+++++> 8 + . ~ 2,129,738 
eee ceeereess MP oe ti 191.588 
Remmestiont .....+..- 14 +38 +40 114,878 
MBPS ocdccccouse ‘ sacs Teak 2? Oo tea 
1 41 174,480 
Dist. of Columbia... 11 + ne 70.501 
Florida .....+-«++-+> +13 + 
Georgia ....-++-+++> ; aap REE. seaee- 
Ey scaccnsecvees Of +43 +33 613,992 
| A rere 30 +29 +43 280,155 
SS ove avtp teens 27 +42 +44 232,392 
eemee oss oicteses 9 +29 +25 56,452 
Kentucky ..........- 4 5 oat eS. a eae 
Louisia' “e*ee ‘ “ere ee Le i | 
a CE ae 8 +28 +26 52,673 
Maryland ........... 1 +10 +21 . 
Massachusetts ...... 48 +88 +17 437,788 
Michigan ......... 48 +30 +27 457,227 
a **** ea * eae e” Gpae 
ississippi ......... 3 Le: se gvS Phytases 
- ~ { Tee $1 +26 +43 307,288 
Montana .........-. 4 Xe CPO TTT re ae 
Sid eed « 8 +24 +83 83,526 
7 ES rae 6 +41 +24 56,981 
New Hampshire a siete ome’ hig * 3 4. en 
New Jersey ........ 11 +24 +16 182,574 
New Mexico ........ 3 Ssae TCR Ce Soro 
) New York .......... 74 +40 +18 846,480 
North Carolina ..... 3 pause seca! . in 3S eabeee 
North Dakota ...... a oe ee are ee 
Eg BO indt ae one 25 +24 +44 $45,400 
Oklahoma .......... 8 +49 +18 40,834 
a aS 14 +40 +42 150,070 
Pennsylvania ....... 63 +27 +30 1,018,951 
Island ....... 6 +87 +47 110,526 
South Carolina a owes Giba.c th eal eheden 
South Dakota ...... ipo) aes & TOES et ere & 
Tennessee .......... ‘dl ares Mes. font = - ee oee 
Donan bn bdu aoox « 15 +80 +38 $82,716 
vite cok ke reve s seus aged (54: Ts on wdee 
Vermont ........... ae ee rg ee eee. 
See s -eas SEE Pat PI ee A 
Wash SSR 22 +25 +40 314,492 
West Virginia ...... ‘ aes bk Sai inl teh 
eae aheks was ae 41 +24 +27 $05,730 
yoming .......... s ney eal Se pene eee 
Chicago, Ill. ........ 35 +46 +82 421,843 
Los Angeles, Cal 31 +27 +10 382,539 
Ore. ...... 8 +35 +46 104,454 
St. Louis, Mo. ...... 16 +27 +47 222,040 
San Francisco, Cal... 17 +18 +18 509,777 
Seattle, Wash. ...... 7 +22 +41 105,858 


figures. * Insufficient data. 










*No data. 
. im August, 1945, and $8,003,967 in July, 1946. 
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1 Includes reports received too late for inclusion in previous monthly 
totals. *Number does not apply in all cases to the year-to-date 
5 As compared with $8,100,032 




















ROOM 907 W. PALMER HOUSE, NATIONAL SHOE FAIR, CHICAGO 
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SHOE MANUFACTURING CO 
MILWAUKEE 10, WISCONSIN 


Goodyeor Welts Exclusively 
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ENADE SHOE (orp. 


ADWAY ~NEW YORK 13, N.Y 
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|| With No Commercial Ski Boots 
-] Available This Year—Order Now! 
| U. S$. Gov’t Surplus 


SKI-MOUNTAIN 
BOOTS 


Excellent Work Shoes! 


Sell these low-priced ski- 
mountain boots as work 
shoes and watch them 
move. Water-resistant 
uppers; rubber cleated 
non-slip soles. Fit gov't 
ski bindings; you remove rubber cleats from 
soles and they fit most standard bindings. 
“Rocker-bottom™ for easy walking. Bought 
by miners, farmers, dairymen, linemen, road 
builders; workers in steel mills, slaughter 


Gov't sizes 5 to 92 equivalent to 
STANDARD SIZES 7 TO 1112 
Each width packed 12 pair assorted sizes per case 


No restrictions on quantity . . . but supply is limited 
Order Now! All sales final 


SERVICE MANUFACTURING CO., INC. 


120 EAST 16th STREET + NEW YORK 3, N. Y. 







‘A 


In units of 12 pairs 
In a_ well-balanced 
size grouping. Min. 
order 12 pairs. 


Widths: C, D, E, EE 














DANVILLE, ILL.—One of the leading shoe stores in this 
clty of 45,000 is the Mosser Shoe Store, now at a new 
location at 103 Vermillion Street. With a frontage of 23 
feet and a depth of 86 feet, each window is 8 x 11/2 feet, 
leading to cleor visibility throughout the store from the 
street and making a window display of the whole in- 
terior. The front is of stainless steel and an all glass 


door is planned to replace the one shown in the photo, 
above left. Mirrors seen in the same photo are six feet 
squere. The interior decoration, in photo at right, is of 
@ two-toned brown with green wall covering and green 
figured carpet. The rear panel has an electric sign which 
reeds “Men's Shoe Den.” The store features nationally 
advertised men's, women's and children's shoes. 





British Reserve Space at 
National Shoe Fair 


CHicaco—Under the auspices of 
the Leather Footwear and Allied In- 
dustries Export Corporation about 35 
British footwear firms have reserved 


show space for the National Shoe Fair, 
here, October 27 through 31. Latest 
designs of English footwear will be 
shown, 

The British contingent will include 
CG. A. G. Slater, Willie R. Davis and 


G, F, E,. Reynolds. 


Open Children’s Department 


MIcHIGAN Crry, InNp.— The Boston 
Shoe Store, 729 Franklin Street, has 
opened a new exclusive children’s de- 
partment, featuring footwear for “Tots 
to Teens.” 
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ROLLERS 
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@ PERFECT BALANCE 








ie @ GREATER STRENGTH | 
“4 @ TROUBLE-FREE OPERATION | 
ra @ GRACEFUL EYE APPEAL | 
a @ FINE DURABLE FINISHES | 
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MARK CURATOLO, Prop. 
SO0*LISPENARD ST. 


BUCKLES 


“MAKE GOOD SHOES BETTER” 


Te insure complete user satisfaction specify ‘‘Umpece Buckles” 


Unique Metal Products 8 Engineering Co. 


NEW YORK 13, WN. Y. 
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SASCO 
Custom-Bilt, Adjust- 
able Leather Arch 
Supports with Sponge 
Rubber Inserts. 

NOW 
Better than _ ever, 
Stitched for Added 
Durability. 
$15.80 per dozen pair 


ENTIRE SATISFACTION 








F.0.B. Factory. 
MEN'S SIZES . . . 6 #013 Mtg. by 
WOMEN’S SIZES . . 4 te 10 Swant Arch Support Co. 
GUARANTEED TO GIVE 169 E. 6th St. 


St. Paul 1, Minn. 


Nov, 3 & 4 

















PROMENADE SHOE CORP. 


Cordially extend an invitation 
to a showing of their line of 
Juveniles and smart Casual foot- 
wear to be held at the... 


HOTEL SHERATON 
Nov. 3, 4, 5 


HOTEL SHERATON BON-AIR 


DALLAS, 





The 


Augusta, Ga. 


Buffalo, N. Y. 


TEXAS _ Nov. 11, 12, 13, 14 











Attendance Off at 
N. Y. Volume Show 


New YorkK—AlIl the manifestations 
of current prevailing conditions in the 
shoe industry were to be found at the 
19th season of the Shoe Manufacturers’ 


' Spring Opening held at Hotel New 


Yorker here from September 29 
through October 3. A volume show 
which attracted over 300 exhibitors who 
displayed on five floors, the Spring 1947 
show was disappointing in the eyes of 
some and quite satisfying in the eyes 
of others. 


General attendance ‘was good but 
local buyers predominated with only a 
few buyers from the South and West. 
“Customers are tired of seeing nothing 
but slippers and play-shoes,” one ex- 
hibitor frankly admitted. “They can do 
business by mail if that’s all we have to 
sell,” he said, “especially when many 
of them are short of help in their stores 


_ and can’t afford to take the time off. 


Furthermore, these fellows know what 
they want. We haven't got it and they 
don’t like the substitutes.” 

Feeling that one of tke important 
advantages of participation in a show 
is the advertising and good will thus 
engendered, some exhibitors expressed 
the opinion that even this advantage 
was lost with the presence of only a few 
of the distant buyers. “The local buyers 
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come to my office so often they know 
more about my stocks than I do,” a 
wholesaler said. “I don’t need a hotel 
room to see them.” 

In spite of the loca! character of the 
attendance, the acute shortage of 
leather stocks, and the generally de- 
creased supply of gabardines and tex- 
tiles, some exhibitors reported satis- 
factory sales. “We set a goal—not too 
high,” a slipper and playshoe jobber 
said, “and we've met it with some to 
spare.” 

Some leather shoes were available 
but their sales were rigidly alloted and 
the scarcity of leather stimulated sales 
of plastic footwear. 

“IT don’t believe conditions in the 
industry have ever been as bad as they 
are today—not even during the war,” 
Eugene A. Richardson, show manager 
said. “The war is over but as far as 
we're concerned the emergency still 
exists.” 


New Store in Pittsburgh 


PITTSBURGH—A new Tritches’ Shoe 
Sture has been opened at 812 Brookline 
Boulevard, here. The interior is fin- 
ished in modern style, and features a 
special low half-moon shaped bench for 
fitting children. Myer Berman, for- 
merly on the sales force in the Wil- 
kinsburg store, has been appointed 
manager. 


California Store Draws 
Out-of-Town Trade 


San Pepro, Cauir.— Newly opened 
here, Gilbert’s shoe store has demon- 
strated that a comparatively small 
town, though in the close vicinity of a 
great metropolis, will more -than ade- 
quately support an establishment deal- 
ing in high class, exclusive merchan- 
dise more ordinarily found in a much 
larger city. 

Under the management of Harry Gil- 
bert, who had been associated for 15 
years with some of the largest chains 
in the country as manager and window 
display man, the store has been a suc- 
cess from the start. 


Front, furnishings, window displays, 
and service reflect the quality of the 
stock, which has diverted customers who 
had previously gone to Los Angeles, 
Hollywood, and Long Beach to make 
their selections. The store features na- 
tionally advertised merchandise for the 
entire family. 

Decorations are in pink and cream, 
and overall fluorescent lighting provides 
the interior with a daytime brilliance. 
The children’s department is offset with 
ar elevated stairway, and the symmetri- 
cal effect is emphasized by a circular 
seating arrangement at the rear. 

Since its opening the store has al- 
ready been enlarged and further im- 
provements. are planned. 
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TRAY-WARE SOK-DRYER 


KG 


ANKLET- DRYER 

















Neo, 700 


Sell Them Year ‘Round 


© in men’s furnishing departments 
e in notion departments 
© in shoe depts. 

There's nothing like it. The Tray-Wore Sok- 
Dryer and Ankiet-Dryer now make it possible to 
launder woolen, cotton and rayon socks without 
fear of shrinkage and renders the laundered 
socks pressed and ready to wear. The Anklet- 
Dryer is specially designed for men's Anklet 
Socks. Sizes and prices on both ore the some. 
Order your stock today! 


7¢'s UNBREAKABLE 
% WEIGHS 21% 07S. 
* WON'T RUST 
* WON'T WARP 
* IT’S STURDY 





IMMEDIATE DELIVERY! | 


Sok-Dryer No. 700 Anklet-Dryer No. 701 
5 SIZES: 10%, 11, 11%, 12 and 13 


PRICED $ PER DOZEN 
AT PAIRS 


IMUAUM PACKING: 3 DOZ. PAIRS ASSORTED SIZES 


TRAY-WARE 


WManufacturers 


384.WEST 117th ST.+ CLEVELAND 7. OHIO 





Heavy Bookings at 
California Show 


Los ANGELES, CALIF.—The first style 
show in seven years to be sponsored 
by the West Coast Shoe Travelers As- 
sociates will. be held at the Hotel Alex- 


Miss L. Mila Warn who will be com- 
mentator and fashion co-ordinator for 
the Monday luncheon style show fo be 
staged hy the West Coast Shoe Travel- 
ers Associates on November 25th at the 
Alexandria Hotel, Los Angeles. Miss 
Warn, for three years prior to coming 
fo Los Angeles, was assistant fashion 
promoter and co-ordinator with the I. 
Miller organization in New York City. 
While in Los Angeles during the past 
two years she has several successful 
fashion shows to her credit. 

andria on November 25, 26 and 27, 
with Frank G. Foster as chairman 
and Emil Goldman as co-chairman. 

Of the 300 rooms set aside at the 
hotel fully 85 per cent were booked 
last month. However, the committee 
has ample assurance from several Los 
Angeles hotels that accommodations 
will be available for all visiting per- 
sons from the shoe industry. 

A special effort is being made to 
look after all visiting ladies and a 
committee has been appointed for this 
purpose. One afternoon is set aside 
for a Hollywood sightseeing tour, 
with shopping, bridge and gin rummy 
for. those visiting buyers’ wives so in- 
clined. 

Plans have been approved for the 
spending of well over a thousand dol- 
lars for the elaborate entertainment 
during the Monday fashion show and 
the Tuesday dinner dance. Theme of 
the fashion show will be the adapti- 
bility of California made clothes with 
shoes made from all parts of the coun- 
try. Men’s, women’s and children’s 
footwear will be modeled. “Miss Amer- 
ica of 1946” will model some of the 
shoes. This fashion show will be con- 
ducted by Miss L. Mila Warn, a pro- 
fessional in the field. - : 

Now that Los Angeles is the coun- 
try’s third largest city and with con- 
stant growth of the entire West Coast, 
the demand here for men’s, women’s 


BEN ORLICK 


New Yorx’s Live Wire 


LEATHER UPPERS 
and LEATHER SOLES 


At Once Shipment WIRE! WRITE! 
$3.35 


plus 242% 
Net 10 days 


Sizes 4/8 or 5/9 18 or 36 pr. lop 


No. 734 GENUINE BLACK SUEDE 

No. 733 GENUINE BLACK CALFSKIN 
No. 735 GENUINE BROWN CALFSKIN 
(Same shoes can be a Nailheads. Mark 
No. 722 Black Suedine $2.85 formerly $3.1 
No. 716 Bi'k Plastic Patent $2.85 (formerly 3.17 


(Above five numbers al-o come in WEDGIE. 
Mark W on order.) 


134 W. Broadway, New York 13, N. Y. 
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and children’s shoes, whether made in 
the South, Middle-West or East, has 
developed a growing outlet for manu- 
facturers all over the country. This 
is evidenced by the large number of 
reservations coming from heads of 
many important shoe manufacturing 
and leather companies from all over 
the country. A number of stylists 
from the East will also be in atten- 
dance, 

While the show will officially open 
on Monday, most lines will be ready 
for display on Sunday, November 24th. 


Pittsburgh Retailers Make 


Winter Plans 


PITTSBURGH, PA.—The Pittsburgh 
Shoe Retailers Association plans a busy 
Winter. The weekly Friday noon meet- 
ings will be supplemented by evening 
meetings to include members in out- 
lying stores. The first evening will be 
combined with the 14th Annual Con- 
vention of the Pennsylvania Retailers’ 
Association, at Hotel Roosevelt, October 
17 and 18. Special speakers will be 
arranged for future meetings. 

Two railroad coaches have been 
chartered to take the retailers to the 
Chicago show. President, William E. 
Morgan; vice-president, Samuel Levine; 
secretary, Paul Posk; and treasurer, 
J. Bert Morrison will continue in office 
until January. 
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*® Order now for earliest ; a 
possible delivery. penance eoewepue” 
166 North 3rd St., Columbus, Ohio TERMS: NET 30 





4a t 
Wi C HEg : 
MONTH 


CHOICE MERCHANDISE STYLED AND PRICED FOR MINIMUM SELLING AND MAXIMUM GOOD WILI 


ioe 


‘ \f Pump’ ee r 
ligatot Ca 1 dine, 


1 gaacks 
styles also 18 
with 17/8 Cxbee 


Order Now for IMMEDIATE DELIVERY ¢ Net 30 Days © FOB Chicago «© Minimi 


McBREEN SHOE COMPANY ¢ 305 W. Monroe St.* Chicago 6, Ill 




















OTTAWA ELK 
TUFTOE TIPPING 








MARK OF QUALITY 


\S ° Experience 
ce Reputation 
Ma ° Reliability 





80 Years of Tanning Craftsmanship 


Eagle-Ottawa Leather Co. 


GRAND HAVEN, MICHIGAN 


_ All-H 














Write Dept. 6L-9 for illustrated 
bulletin on Shoe and Slipper Felts. 


AMERICAN HAIR & FEL 


Merchandise Mart * Chicago 54, 
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English Delegation Touring 
U.S. & Canada © 
[CONTINUED FROM PAGE 354] 


ernment officials are’ aware of the trip 
and have encouraged it, Mr. Colvin ex- 
plained. 

Had conditions been normal the group 
would have been larger and would have 
) arrived sooner, Mr. Colvin said. It was 

originally intended to bring F. J. Strat- 

ton, Board of Trade Shoe and Leather 
| Controller for the English government, 
: as a guest. He will now join the others 
here at a later date and his stay will 
be abbreviated, Mr. Colvin stated. 








July Production Off 
18 Per Cent 
[CONTINUED FROM PAGE 354] 


Women’s shoe production reached 
18,765,000, a loss of 19.3 per cent from 
June. Misses’ footwear production was 
1,992,000 pairs, representing a loss of 
25 per cent, the biggest loss to be suf- 
fered in any one civilian category. Chil- 
dren’s shoe production, totaling 2,215,- 
000 pairs in July, sustained a drop of 
19.8 per cent from the preceding month, 
the second largest loss. The three 
groups combined represent an increase 
of 4.4 per cent in production of like 
shoes in July 1945. 
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Infants’ footwear production for July 
was 1,843,000 pairs, a loss of 17.8 per 
cent. Babies’ footwear production 
reached 943,000, a loss of 16.6 per cent. 
The two groups together also represent 
a loss of 7 per cent from July, 1945. 

Production of government footwear, 
military and non-military types totaled 
139,000 pairs, a drop of 55.9 per cent 
from the preceding month and a loss of 
97 per cent from July of last year. 





Suggests Wool Shoes to 
Combat Leather Shortage 


West LAFAYETTE, IND.—“An increas- 
ingly large number of fabric shoes will 
reach consumers from now on,” de- 
elared Miss Frieda C. Stoll, Purdue 
University extension clothing special- 
ist. “When shoe production hit a record 
high during the first half of this year 
leather production was low. Imports of 
goat and kid skins were also low. Pres- 
en rates of slaughtering are so low that 
leather production has dropped drasti- 
eally. Consequently reserve supplies of 
leather for future shoe production are 
searce.” 

She volunteered suggestions for wo- 
men in the selection of their shoes and 
also for shoe retail salesmen in advis- 
ing women looking for the best and 
most practical in available footwear. 
She suggeste that wool will wear far 
better than either cotton or rayon, and 


added that a sturdy wool of the gabar- 
dine type will give the best service. 
Wool is also preferable to other fabrics 
because it soils less and retains the 
color better. Wool shoes will also clean 
more easily and hold their shape better 
than those with cotton or rayon uppers. 
She explained that cotton or rayon 
gabardine or other heavy cottons or 
rayons are frequently used for shoe up- 
pers, but the colors fade and become 
“greyish” and soil is hard to remove 
satisfactorily. As the shoes are worn, 
the fabric often acquires shiny spots 
that cannot be removed. In addition, 
rayon shoes have the disadvantage of 
feeling cold when they are worn. 





New Store in Madison, Wis. 


Mapison, Wis.—A new shoe store, 
the College Boot Shop, has been opened 
here by Charles F. Frailing and 
Robert A. Wattwer. The new shop is 
under the management of Mr. Frail- 
ing, for 17 years manager of the Walk- 
Over Shoe store in Madison until he 
resigned to enter the new business. He 
is assisted by Elver Ellestad, who has 
been with the Walk-Over firm since 
1986 with the exceptidén of two years 
when he was in another occupation. 
Mr. Wittwer, owner and manager of 
the shoe department of Spoo and Spoo, 
will continue in that capacity. 
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GITS 
Unbreakable 
Plastic 


DE LUXE 


Work of art! Useful! 
Attractively Merchandised! 
Easy— Quick Sales. 

Full Profit. 


@ Authentic replica of early steers 
horn, 


@ Permanent, lustrous colors. 

@ Unbreakable plastic. 

@ Polished surfaces and edges. 

@ Pleasant to touch. 

@ Retails at 25< each (full profit). 

An exceptional retail value witha ready market 


4609 W. HURON ST. CHICAGO 44, ILL. 


Manufacturers of the famous Gits Flashlights, Knives, 
Savings Banks, Games, Protect-o-shields, Etc. 


CANADIAN DISTRIBUTOR: Kohn, Bald & Laddon, Lid., 69 York St., Toronto 








BACK TO SCHOOL 


Rugged Wearing Children’s 
and Grown Girl's Oxfords 


82 to 12—$1.75 


Brown—Moccasin Toes 


1242 to 3—$1.90 
Brown—Moccasin Toes 


| 

| 

| 

4 to 9—$2.10 
or Pca, Dae 
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IN STOCK FOR IMMEDIATE DELIVERY 
Terms: Net-30 days F.0.8. Phila.—Minimum [8 Pairs each size run. 
CHECK THESE REASONS FOR ORDERING TODAY 


V EXCEPTIONALLY PRICED FOR VOLUME OUTLETS 
V SMOOTH UPPER LEATHERS 

V NON-MARKING HEAVY RUBBER SOLES & HEELS 
V DURABLE McKAY CONSTRUCTION 


shoe 70 N. 4th St. ) 


H | L co. Phila. 6, Pa. 
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PRIMEX 


Saves Valuable 


FLOOR SPACE! 


PRIMEX does away with 
unsightly, unwieldy size 


Check Tres 


> @n-2 
FEATURES 


without sacrifice of per- 
formance. Only 20 inches 
wide, PRIMEX requires less 
F room, fits into smaller space 
New. tow oT —yet its graceful, sweeping 
lines and compact beauty 
add much in store decora- 


tion. PRIMEX cabinets 


3-Ray Control 


Wide Pp atform 


occupy but the space of 
two fitting chairs back-to- 
back for maximum space 
conservation. 


co 
Gentlemen: 
Please send me without charge or } 
obligation full details on the new and | 


EQUIPMENT co. better PRIMEX SHOE FITTER 


135 SOUTH LA SALLE STREET 
CHICAGO 3 


New X-Roy Unit 


2 YEAR GUARANTEE 














METAL BINDINGS 


for your carpets and runners 
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ry take a chance with any 
source when yeu con hove 
the finest binding available? 
Although our present supply of 
ARTUBE RIBBON is limited, we 
still have the binding you need in 


the width you need it. Our repre- 





















ACKSON 


WEST LIBERTY AVE. PITTSBURGH 2%, PA 











sentative will coll on you. 


THE ALLPEECE CORPORATION 


4059 Park Ave. 


New York 57, N.Y. 








PITTSBURGH, PA.—The opening last month of a new downstairs shoe depart- 
ment in the Frank & Seder Department Store, Pittsburgh, was a social as well 
as a basiness success when a gratifying crowd of interested adalts and children 
attended to send the new department off to a flying start. Buyer Adolph C. 
Schwartz declared, “The only thing we haven't changed here is the pains we take 
fo do exact fitting.” 

The interior of the department is done in soft, cool pastels with white trim 
w boxes. New chcirs and showcases combined with attractive decora- 
the shop a bright and fresh appearance. 
benquet was given in celebration the night before the opening. Everyone 
with the new department attended the party, at the William Penn 
Hofel. Interesting talks on shoes, their manufacture and merchandising, were 
given by guests from the Sundial Company: Elmer J. Gormley, general manager 
ef the division; Harry L. Sheehan, sales manager; and Phillip Landish, Pittsbargh 
sales representative. 
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. operated by Daniel Hutner and Bert 
Open High ee Feinstein, both veterans formerly em- 
Salon at Law, Inc. ployed by Schwartz & Benjamin, Inc., 


Hackensack, N. J.—A shoe salon, was formally opened in Law, Inc., here, 


Sept. 28. The new building, claimed to 
house one of the finest specialty shops 
in the country, is the latest of other 
New Jersey branches in Englewood and 
Ridgewood. 

The shoe salon and a women’s ready- 
to-wear department are new additions 
to Law, Inc., formerly a noted men’s 
haberdasher. The move is significant, 
it was noted, as it strengthens the im- 
portance of shoe and ready-to-wear de- 
partments for women in established 
men’s specialty stores, a trend started 
recently. 

Mr. Hutner and Mr. Feinstein, will 
operate the men’s and women’s shoe de- 
partments and a coordinated handbag 
department. The shoe salon covers 4000 
square feet of space which includes the 
handbag section. 

A balanced line of footwear from 
$8.95 to $32.95 at retail will be carried 
at Law’s, it was stated, with concentra- 
tion upon footwear that carry fine 
brand names. 





Chain Redecorating Ohio 
And Pennsylvania Stores 


PITTSBURGH—Book’s Shoe Company 
is just completing redecoration of 25 
stores in Pennsylvania and Ohio. White 
ceilings and walls of cascade blue, one 
of the new basic home furnishing col- 
ors, are lighted with fluorescent fixtures 
to give a fresh and entirely new effect 
in the interiors of these stores. 
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|| AND NOW!! 
YOU CAN GET JIM-BONS 


“KILTIE CLASSICS" 


in Teen-Agers and Women's Sizes 
in ALL GOODYEAR WELTS 


e For PLAYTIME 
e For SPORTSWEAR 
e For LEISURE HOURS 


SEE THEM at the 
NATIONAL SHOE FAIR 


HOTEL SHERMAN 
.Room 111 


SAM SCHOENFELD ... Representing 


New York Office—515-517 Marbridge Building 
JIM - BONS INC. DIVISION, Harold Shoe Co., Haverhill, Mass. 
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The New “HUNT PAC 


‘Ideal for:— 
Sportsman, Hiker and Outdoor Worker 
12” HIGH TOP 
OILED LEATHER 
BOOTS 


.. Leather Uppers, Water- 
proofed 















..Bottoms made of Fine 
Rubber 


.. Strong Rawhide Leather 
Laces 


..Felt Innersole worn over 
2 pair of sox 


.. Sturdily Constructed for 
Longer Wear 


.. Size Ranges: 6 to 13 


$ 4.65 
PAIR 
Ready for 
Immediate 
Delivery 





ARNOFF SHOE COMPANY 























Not an 
ordinary 
Shoe Polish 


WITH THE USE OF 
CINCH, 
scuffs, scratches, 
hard-wear signs 
disappear 
immediately 
* 

Safe to use 
Non-Inflammable 


* 

Light Brown, Medium Brown, 
Dark Brown, Army Tan, Black 
and White. 

* 

SWANK SHOE DRISSINGS, INC. 
NEW YORK, W. Y. 











‘When He Got There the Cupboard Was Bare’ 





MANSFIELD, OHIO.—Albert M. Schwein has been in the shoe business here for 
36 years, 16 years employed in the store of Louis P. Wirtz and 20 years in the 


same location for himself, selling quality men's shoes. 


Mr. Schwein reports his stock at an all-time low with his shelves resembling 
Mother Hubbard's cupboard. A window full of empty boxes attempts te impress 


on the public the desperate condition of the shoe industry. 


The sign reads: “No Leather. No Shoes. No Joke. No Relief in Sight.” Mr. 


Schwein doesn't look so happy either. 
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Fellman, Ltd., to Add New Unit 


New YorK—An additional unit will 
be added to Fellman, Ltd., owners and 
operators of men’s shoe stores and de- 
partments, when a new men’s store is 
opened at 855 Broad St., Newark, in 
the near future. This store will be 
part of a group comprising a store at 
6 East 46th Street in New York and 
departments in the four Browning 
King stores which are owned and oper- 
ated by the two brothers, A. C. and 
H. G. Fellman. 

A. C. Fellman, president of the com- 
pany, has only recently joined the or- 
ganization after acting as men’s mer- 
chandise manager for the past 17 
years at Hofheimer’s in Norfolk. H. 
G. Fellman, vice-president, who has 
managed the store at 6 East 46th 
Street since its inception over five 
years ago, held prior to that time, the 
position of retail supervisor in the 
Flagg Brothers and Jarman outlets in 
the metropolitan area. 

Taking 2s a motto the phrase, “In- 
dividuality in Men’s Footwear,” the 
Fellmans make it their goal to carry 
in their stock an unusual number of 
novelty styles as well as staple types. 





Move Offices 


Boston—The local office of the David 
Brown Shoe Co. is being moved to 179 
Lincoln St., Boston, Mass. 
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Short History of a 
Satisfied Customer 









NASHVILLE, TENN.—E. A. Lallemand, 
above left, Nashville business man, re- 
cently walked into the Sixth Avenue Jar- 
mon store and said to store manager 
Jimmy Hanach: “I want my 55th consecu- 
tive pair of Jarmans.” But that really 
doesn't tell the story. Good customer 
Leliemand actually has worn “from 100 
fo 125 pairs;" he merely started keeping 
written records of his Jarman purchases 
in 1930, and by September 1946, had 
written down "55th straight pair.” 

Mr. Lallemand went to the original 
Jarman plant at Second and Shelby, he 
recalled, to buy his first pair of these 
shoes. There he knew the late J. F. 
Jarman. He liked the shoes and the 
personal relationships from his first ex- 
perience, Mr. Lallemand said, and he 
just kept coming beck for more. "Com- 
fort, satisfactory service—and | just like 
fo come around a Jarman store,” he told 
) manager Hannah when the latter asked 

his reasons, All of which adds up to 
quite a record and a genuine tribute to 
the men and women who make and sell 
the shoes. 












Shoe Men Meet 
At UJA Dinner 


New YorkK—Over 150 shoe retailers 
gathered for dinner last month at 
the Hotel New Yorker to hear Eleazar 
Lipsky, former Assistant District At- 
torney, tell of the plight of the dis- 
placed persons overseas and to give 
their support: to the 1946 campaign of 
the United Jewish Appeal of Greater 
New York. Eighteen and a half cases 
of shoes donated by manufacturers and 
wholesalers were distributed after the 
dinner, and several thousand dollars 
were contributed by the shoe retailers 
to the United Jewish Appeal campaign. 

Presided over by Max L. Friedman, 
veteran shoe man and chairman of the 
Shoe Retailers Division of UJA, the 
dinner meeting gave the retail dealers 
their first opportunity to participate in 
an organized way in the UJA drive for 
$35,000,000 in the metropolitan area. 

Louis Edelstein, of the Lion Shoe Co., 
also spoke and pledged the cooperation 
of the shoe retailers in the overseas re- 
lief campaign of the United Jewish Ap- 
peal. 
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Creators of Fine Footwear 
Many 


TERRIFICALLY NEW 


CREATIONS 






For Your Sates’ SAKE 
VISIT ONE OF OUR SHOWROOMS 
MAX WEIS 


1400 Washington Ave. 
ST. LOUIS @ MISSOURI 


CHAS. TOLCOTT 
149 Duane Street 
NEW YORK CITY 


EL! FELDMAN 
1009 Commerce St. 
DALLAS @ TEXAS 








focturers Distributars COMPANY 


179 Lincoln St. 
BOSTON + MASS. 














Open Quality Store 
In Wyoming 

CHEYENNE, Wyo.—Sterling’s Inc., 
which was incorporated early this 


year in Wyoming by Sterling W. Day,- 


C. F. Shay and Mildred H. Shay, has 
opened a shoe store at 12 West 18th 
St., with Mr. Day as manager. He 
also is president of the corporation 
which is capitalized at $50,000, divided 
into 500 shares of stock. 

Lack of materials and labor forced 
the corporation to take more time than 
had been anticipated in opening the 
store, according to Mr. Day, but when 
Sterling’s Fine Shoes did open in Sep- 
tember, it represented one of the finest 
shoe stores in the state. It is of salon 
design and will carry only exclusive 
lines of nationally advertised shoes 
for men and women, featuring style 
and individuality as well as quality. 


New Department Store 


Features Footwear 


SHREVEPORT, LOUISIANA—The newest 
department store in this section of the 
country, the Palais Royal at Milan and 
McNeil Streets here, opened a new 
women’s shoe salon and kiddies’ shoe 
department, Sept. 28. 

T. A. Williams is the co-owner of 
these shoe departments, which will 
feature the smartest shoes obtainable, 
as well as corrective type shoes, with 
an X-ray machine in the children’s de- 
partment for careful and correct fit- 
ting. 

Dan Boone, who has had several 
years experience as buyer in local de- 
partment stores shoe departments, and 
Roy M. Skinner, who for the past 22 
years has been in the retail end of the 
shoe business in Shreveport, will be 
in charge of the new shoe departments 
at the Palais Royal. 
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Snuitation to Buying 


The MARBRIDGE BUILDING is at the world’s 
most famous crossroads of traffic and trade, and 
whenever you are in New York you can reach 
the Marbridge Building with speed and con- 
venience. The following systems of transporta- 
tion pass our door. The Independent Subway 
System (new 6th Avenue line), B.M.T. Subway, 
Hudson and Manhattan Tubes, Broadway, 6th 
Avenue and 34th Street buses, and just one 
block away yan have the Pennsylvania Railroad 
Station and the 7th Avenue Subway. 


Within the Marbridge Building — shoes, play shoes, 
slippers and footwear of every description from all parts 
of the country are concentrated for your buying con- 
venience, as well as shoe materials and kindred supplies. 


We extend an invitation to buying, in behalf of all of 
the Tenants in the Marbridge Building—a continuous 
shoe fair every business day of the year. 

For all the years past and all the years to come, the 
friendships made at the MARBRIDGE are resources for 
trade because we endeavor to give that personalized ser- 
vice to every tennant and every customer. 








D. S. MacpoNnatp, MANAGER 


Marsriwce Burpinc, 47 West 341TH Sr., New Yore 


1328 Broapway 
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Carlisle Holds Fashion 
Show for Press 


New York—The new collection of 
Mademoiselle Shoes by Carlisle was re- 
viewed by the press at a breakfast 
showing at the Hampshire House Cot- 
tage, September 24th. Mrs. Eleanor 
Howard, director of fashion promotion 
for Carlisle, was the commentator. 

One of the highlights of the presenta- 
tion was the introduction of a new 
flat, “The American Eaglet,” which 
has as its vamp ornament a gilt em- 
blem of the type popular on belts and 
bags. Shown in black, antique red and 
army russet calf in an all closed model, 
or with open toe or heel, the “Eaglet” 
has a matching back-buckled belt 
decorated with the emblem. Other low- 
heeled shoes, for which this house is 
well known, included a new version of 
the Mary Jane called “Merry Jane,” 
in black patent with a low ankle strap, 
and “Little Bare,” a closed toe model 
in antique calf with open vamp. 

The reptile picture was important, 
particularly for its news in color. 
Carlisle has introduced in this line 
“Sizzling Pink,” an orange-red, and 
“Blazing Turquoise,” a vividly blued 
green, both exclusive with Mademoiselle 
Shoes. They were shown in high- and 
low-heeled versions of the “Free Soul” 
sandal. 


Sandals of patent, suede, and finely 


manipulated gabardine were note- 
worthy in the group of high-heeled 
shoes, particularly the “Gentle Curve” 
sandal and the “Doublet,” whose double 
ankle strap echoes the ’20’s. However, 
Mrs. Howard called special attention 
to the return of the plain opera pump, 
which this firm has done in suede and 
moire, suggesting that a single jewel 
might be clipped on at the throat of 
the shoe. 


Prices Increases 
On Additional Leathers 


WASHINGTON, D. C.—Three addi- 
tional leathers, representing about 7% 
per cent of total consumption of leather 
in this country, were given price in- 
creases Oct. 3 by Office of Price Ad- 
ministration, similar to the increases 
previously granted on other leathers 
made predominantly from imported raw 
stock. 

Effective Oct. 3, 1946, the following 
increases were authorized to cover rises 
in prices of imported stock resulting 
from discontinuance of price agree- 
ments among importing nations: 

85 per cent for leather re-tanned in 
this country from semi-tanned East In- 
dian goatskin. 

34 per cent for chamois leather pro- 
duced from imported raw sheepskins or 
imported raw lambskins. 

3% cents a square foot for skivers 


tanned from imported untanned skivers 
or imported pickled sheepskin skivers. 
This amounts to about 25 per cent. 

(OPA classes as skivers the tanned 
or untanned grain side of sheepskins 
which have been split through the thick- 
ness the flesh side, called a flesher, is 
used in producing chamois.) 


At the consumer level, the effect of 
the increase will be felt chiefly in the 
prices of novelty leather products made 
from tanned goatskin or lamb or sheep 
skivers, as these manufactured articles 
have been removed from price control. 
On chamois skins for cleaning, which 
are under the General Maximum Price 
Regulation, the “freeze” order, the per- 
centage increases will be passed through 
in accordance with the requirements of 
the recent law calling for maintenance 
of March 31, 1946, average margins for 
distributors. In the case of skivers used 
for the shoe linings or chamois utilized 
to a limited extent for garments or 
gloves, the leathers are not important in 
the total cost and will not result in an 
increase. In the manufacture of hand- 
bags, where the leather represents a 
greater element of cost, East India 
tanned goatskins possibly may be used 
by the industry for higher price-lines. 

The increases cited are to be added to 
the base period prices and are in addi- 
tion to the six per cent increase on all 
leathers allowed on June 7, 1946. Re- 
porting provisions are contained in the 
regulation. 


Boot and Shoe Recorder 





October 27, 28, 29, 30, 31, 
Northwestern National Shoe T. Travelers’ 
Association, St. Paul Hotel, St. Paul, 
Minn. November 2, 3, 4, 5, 
Shoe Show, Tri-State Shoe Travelers, 
Hote! Statler, Buffalo, N. Y. 
November 3, 4, 
Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. 
November 3, 4, 5, 
Spring Shoe Show, Centra! States Shoe 
Travelers, cog ng and Phillips 
Hotels, Kansas City, Mo 
November 3, 4, 5, 
Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Skirvin Hotel, 
Okiahome City, Okla. 
November 3, 4, 5, 
Annual Shoe Fair, Michigan Shoe 
Travelers’ Club, Statler and Tuller 
Hotels, Detroit, Mich. 
November 3, 4, 5, 6, 
Main Spring Openings, Guild of Better 
Shoe Manufacturers, Members Show- 
rooms, New York, N. Y. 
Week of November 4 
Spring Showing, Pennsylvania Shoe Trav. 
elers Association, William Penn Hotel, 
Pittsburgh, Po. 
November 9, 10, I1, 12, 
Spring Showing, Associated Shoe Trav- 
elers, Hotel Plankington, Milwaukee, 
Wis. November 10, 1k 12, 
Shoe Market Week, Oregon Shoe Trav- 
elers Association, Portland Hotel, 
Portland, Ore. 
November 10, 11, #2, 13, 
Shoe Show, lowa National Shoe Trav- 
elers’ Association, Fort Des Moines 
Hotel, Des Moines, lowa. 
November 11, 12, 13, 
Shoe Show, Southwestern Shoe Travelers’ 
Association and Texas-Southwest Shoe 
Retailers Association, Adolphus, South- 
land & Baker Hotels, Dallas, Texas. 
November !!, 12, 13, 14, 
Spring Showing, Mid-Western National 
Shoe Travelers, Paxton Hotel, Omaha, 
Neb. November 13, 14, 15, 
Shoe Showing, Ohio Shoe Travelers 
Club, Hotel Gibson, Cincinnati, Ohio. 
November 17, 18, 19, 
Spring Shoe Fair, Indiana Shoe Trav- 
elers’ Association, Murat Temple, 
Indianapolis, Ind. November 20, 21, 
Annual Meeting, Tanners Council of 
America, Palmer House, Chicago, Il. 
November 22, 23, 
West Coast Shoe Travelers Associates 
Shoe Show and Convention, Hotel 
Alexandria, Los Angeles. 
November 24, 25, 26, 27, 
Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
mM. November 25, 26, 
33rd Annual Convention, Middle Atlan: 
tie Shoe Retailers Association, Ben- 
= Franklin Hotel, Philadelphia, 
January 19, 20, 21, 
ihe Show, Tanners Council of Amer- 
ise 7 i Commodore, New a 
March tf, 
factisa Shoe Fair, Hotels New voter 
McAlpin, Commodore, Biltmore, New 
York, N. Y. April 27 to May |, 
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WORK SHOES 
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ALL LEATHER 
“HUNTER SIX" 


WORK SHOES 


® Goodyear Welt Construction 

© Heavy grain leather innersole 

© "Pancord” no-mark outersole 

© Leather counter—Stock bellows tongue 
® Leather heelpocket and top facing 

© Plump black prime elk. uppers 

© Reinforced at all points of wear 


PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 

Henest-made since 1880 
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MEN'S CLOGS & SANDALS 
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STYLE TWINS 
CLOGS 
85¢ 


SANDALS $1" Fon. n.¥.¢, 


* Patented Molded Process 
— oo sind Rubber 
Smart i Fin 


Tailored Fit naw 
Soilproof-Washable Throughout 

















RECORDER Vice-President 
Renews Friendship 


Van Nuys, Cal.—Bernard C. Bowen, | 


above left, vice-president of BOOT AND 
SHOE RECORDER, with headquarters in 
Chicago, recently visited his associate 
of ten years, Stan S. Newell, at the lat- 
ter's attractive ranch house here. The 


two men were associates from 1916 fo | 


1926 when Mr. Newell was a live 
wire advertising salesman assisting Mr. 
Bowen. Mr. Newell is now an assis- 
fant general agent for the Equitable 
Life Insurance Company and is a mem- 
ber of the firm's Half Million Club. 

Mr. Bowen was on a business trip to 
the West Coast, in the course of which 
he renewed contacts with many friends 
and acquaintances in the shoe trade. 





Family Store Planned 
To Serve City’s Needs 


[CONTINUED FROM PAGE 292} 


in Manchester, as in many other cities, 
the family shoe store, serving the mid- 
dle income group, had been neglected. 
So. Mr. Satter determined to give the 
city a modern version of the family 
shoe store, and that is what he has suc- 
ceeded in doing. 

Many stores were surveyed and this 
one combines their best features as 
nearly as possible. The front is covered 
with beige. colored carrara_ glass, 
trimmed with wine glass and alumilite 
metal. The sign is of stainless steel, 
channeled letters, with ruby and gold 
tubing within the letters, which are 
mounted directly on the glass front. 
The windows are designed to create a 
visual front with the entire interior of 
the store visible from the street. The 
entrance is a wide lobby for easy ac- 
cess to the windows. The windows are 
illuminated by the newest fixtures to- 
gether with adjustable spotlights, which 


are recessed in the ceiling. The effect | 
is an even distribution of lights, to- | 
gether with highlighting of feature | 


merchandise. 
The store interior, 20 ft. by 100 ft. 


shows the effects of ingenuity and im- | 


[CONTINUED ON NEXT PAGE] 
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MEN'S SLIPPERS 


Exceptional Value 
MEN'S SLIPPERS 


* Heavy Leather Outsoles 
* Sturdy Bearskin Weave 
* Rubber Heels 
* Fleece Lined 


Smartly 
Made 


Long 
Wearing - 


$1.25 


Sizes: 6 to 11 
NO. 401—POWDER BLUE 
NO. 500—OATMEAL WHEAT 


ARNOFF SHOE CO.,INC., 101 Cucne $#.,N.Y.C 


Se er ere eli hl ial 


MEN'S SLIPPERS 


rm a 


MEN'S OPERAS 


Finest California Process Construction 


$2.20 pr. 


Net F.0.B. Bait. 


H-705 
Sizes 6 to 12 


e Brown ... Top Grade Leatherette 
e Genuine Top Grade Leather Sole 
© Frexisie Platform 
® Comrortasie Broad Wedge Heel 
© Lonc Wearing Linings 

IN-STOCK for 


Immediate Delivery 


PH. VOLK & CO., INC. 


2-4 Lombard S?., Baltimore 1, Md. 
also VOLK SHOE STORE SUPPLIES, INC. 
109 N. 4th St., Phile., Pa. 





Buy Savings Bonds 











Boot and Shoe Recorder 








a Family Store Planned . 
STATEMENT OF THE OWNERSHIP, MAN- e City’s Needs 

setae Acrs oF CONGRESS “OF “AUGUST To Serv y ead 1 } s 
24, 1912, Py. a, a Sl [CONTINUED FROM PAGE J 


Boor’ AND 
femi-monthly at Philadelphia 39, Pa., for October | Drovisation in the face of high costs, 


Fogg ee wath: 4 labor, and materials. 
ss. 


County of New York } A new ceiling of sound-deadening in its Field 
me, a Notary Public in and for the | tile-board was substituted for the origi- | 
Srna POT bese auy | nal high ceiling and on this were 


mounted two parallel fluorescent lines 


N banc ab “ ; - 

SHOE RECORDER and that the following is, to | O7 lighting fixtures. All interior wall dis- 

the best of his knowledge and belief, a true state- play units are also illuminated. ears 
ment of the ownership, management (and if a - * 
daily paper, the circulation), ete., of the afore- The walls are covered with shelving 
=: nave why ty A Gate sO uat Bf, 1912, | to a height which can be reached by a 
as amended by the Act of March 3, 1933, embod- | salesman standing on the floor. Single 
fed in section 537, Postal Laws and Regulations, 7 2 R 

printed on the reverse of this form, to wit: shelving was used because it is Mr. 


1. That the names and addresses of the pub- | Satter’s contention not only that it is 
lisher ’ > @ ness . “4: . 
= yas Publisher Chilton Company, Inc, | neater, but that it facilitates serving 
100 E. 42nd St., New York 17, N. Y¥.; Editor, the customer. 

L. Fitzgerald, 9912 Guilford 8t., , 
est Hills i. 1., N. z: ;_ Managing Eaitor, ; The seating arrangement, together 
anager, ve ° erhune, r., + ; ; ; ; 

Bash St. New York 17. N. ¥. with the floor display units, is intended 

2. That the owner e: (If owned ” a corpora- to departmentize the store and provide 
tion, its name and address must stated and ; ; ; in- 
also immediately thereunder the names and ad- interior display to supplement the win 
dresses of stockholders | owning or holding one dow display. 

cent or more 0 Oo amount of stock. . ® 
a4 owned by & corporation, the names and ad- Having been urogge in the opera- 
dresses of t ndividual owners must given. j j » 
aS Gi caaceee or “atheg aie tion of a children s shoe department, 
porated concera. i mame and adaress, as well which features Sundial Shoes, Mr. Sat- 
as those of eac n ual member, must : 

ren.) ‘Callton, Company, Chestnut snd 56th Sts, | ter decided to — a wes — by 

a , Pa. concentrating exclusively on the same 

Holders of more than 1% of the capital stock ; } ; j 
eutatanding of Chiton Rd Ret Bo ag By ws Sundial line for the entire family. 

usselman, lyeamore Ave., Merion Station, ° . 
Pa.—Beneficiaries: Mabel M. Musselman, Mary Children Given First Chance 
t we * aang ow, * ag One of Mr. S ‘ id is th 

§ .. New York, N. Y.; OC. 8. Baur, . 
c/o Chilton Co., 100 E. 42nd 8t.. New York agen “ atter's pet | mesythas that 
.¥3 J. H. Van Deventer. 60 Lake Shore the children’s shoe department, in most 
rove, ‘eac wake, rewster, ; ; 
|: Mrs. Beulah Fahrendort, 19 Tunstati | *@Mmily shoe stores, is an afterthought. 
Scarsdale, N. Y.; Mary M. Acton, 260 | Here, the children are given first con- 
Sycamore Ave., Merion Station, Pa.:; Mabel M. id ‘ ith I sh d t t 

+ rothy 8. Johnson. t ve.. New isti ; ; ; 

k. N. Y¥.; Ann E. Tomlinson, c/o Bankers consisting of a juvenile bench with 
Trost Company. Pig Oe Box 704 Church Street squirrel arm-rests, and mounted on a 

. ° . -3 Et 6 ° - . 
tee ow ~, Charies W. Anderson, Old Gran. | platform for easy fitting of the shoes. 
. Conn.—Beneficiaries : rt ©. nderson, - 
Percival E. Anderson, Charles W. Anderson, Jr., The lower part of the platform —_ 
Annie, 1. Clark: John Blair Moffett, 1608 Wai- tains drawers of infants’ shoes. Above 
nu reet, a nhia, ° . : : ; 
Howard Pew, J. N. Pew. Jr. Mabel P. Myrin, | the bench is a painted mural illustrat- THE 
Mary Ethel Pew; Elizabeth J. Bailey and Ell- | jng a Sundial Rhyme. Another feature 
wood B. Chapman, Trustees Estate of James . “ ” os 
Artman. Deceased. 030 Real Estate Trost Build- is the “Toy Chest” nearby, containing oe 
ing, °° .— Beneficiaries: Franklin Artman. ; +10’. () - / 
Vera Watters, Alvin C. Aftman, Elizabeth J. assorted novelties for every child’s se- rigina 
Artman, Marion A. Pratt. George H. Pratt. by lection. , 
assignment, Edwin Moll. by assignment; Fred- 


erick S. Sly, 149-40 35th Ave., Flushing. L. I. The color scheme of the store ties in 
N. Y. with Sundial color scheme—buff and X- ie A 


3. That the known bondholders, mortgagees. Sati : 
i aier gasisiiy helices ewulad or teliien maroon. All radiation is recessed. The 


1 t f 1 t of bonds, ; ; 
inittmane. ce. other securiticn are: {if there | “tock on the ehelves is arranged by size | SHOE FITTER 
are none, so state.) None. and style, to facilitate selling. Many 


4. That the two paragraphs next above, giv- | stores, Mr. Satter observed, arrange | 
ing the names of the owners, stockholders, and ° | 
security holders, if any, contain not only the list | their stock by stock number or other | ‘ 
Sepang kholders, and security holders as they | systems, to facilitate buying and stock- | FIRST in 
in cases where the stockholder or security holder taking purposes. Here, the first con- | FAVO R Too 
’ 
| 








tee ~y as other hduciary relation, the hame of sideration is selling, while buying and . = de 
- . ntinuin ¥ 

is acting, ie given: also that the said two pare. | Stock control is done by a complete in- mand $68 the sale 

Rae cae Gatat to ae tees cat | Pee Se Fale, he eae inal X-Ray Shoe 
e 0 . . - 

ne aneet which penehbetiere aut, neurite siders the most integral part of the Fitter is greater 
-~ : “ es 

a sae Sh denaen abl ibd aad oped store, since the entire merchandising of than ever—but the 

ties in a capacity other than that of a bona, fide shoes is done from this stock control delivery situation 

owner ; s a reaso’ o eve 

that sy other porvem. auupeiatien. ‘e corpora- system. looks better. Write 

tion has any interest direct or indirect in the Mr. Satter recently served almost for particulars. 

said stock, bonds, or other securities than as so ° 

stated by him. four years as inspector of shoes and 


5. Tha f copies of each i 4 
— nat = an oe < By ae leather with both the Boston and Kan 


through the mails or otherwise, to paid subscrib- | sas City Quartermaster Depots. Previ- | i} ( (¥ 
fe Guring the twelve months preci crmation | OUS to this he was connected with a | Pa \ | (1 
is required from daily, tri-weekly, semi-weekly | leather company in Boston for seven | : 
and weekly publications.) 3 years. | ' . 
BYENGusmess Manager) | Also connected with this new enter- | [AS AISA aM a ape 
Sworn to and subscribed before me this 27th | prise, as manager, is Harry J. Baker | 


of September. 1946. who has spent 26 years in the retail 
MAB A. GATZENMEIER 


| 
Notary Public, New York County | Shoe business in Manchester. Together 3533 NORTH PALMER STREET 
Clerk's No. 34, Register’s No. 390-G-8 they make an ideal combination of | MmitwAMKEE.«& wiscenie 


eengey, Ba March 30, 1948) | youth and experience which spells 


progressiveness. 


‘ 








October 15, 1946 
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“GLAMORIZERS” 


by ACE BOWS 





ACE BOWS, INC. 
20th Street Brooklyn 
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CORRECTION 





The advertisement that appeared 
in the September 15th issue of 
BOOT & SHOE RECORDER cap- 
tioned “Immediate Delivery" and 
advertising a shoe fitting set in 
behalf of the American Fixture & 
Mfg. Co. was run by mistake. The 
publisher and manufacturer apolo- 
gize for this error and for any in- 
convenience if has caused those 
whe placed orders for this mer- 
chandise. 











CHILD'S SLIPPERS 


re. 


CHILDREN’S SLIPPERS 


Genuine leather with white shear- 
ling lining and cuff. Leather soles. 





NEW YORK FOOTWEAR CO. 
10 West 32nd St. New York 1, N. Y. 
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Obituaries 





Alexander W. Tennant 


PrtTsBuRGH, Pa.—Alexander W. 
Tennant died recently, at his home, 
4614 Fifth Avenue, Pittsburgh. Born 
in Frostburg, Md., he came to Pitts- 
burgh in 1888 and shortly thereafter 
became associated with the W. M. 
Laird Shoe Company, one of the first 
large shoe stores in the city. 

He was always a progressive busi- 
ness man, and was acknowledged one 
of the most capable managers and best 
buyers in the business. Several prom- 
inent merchants tell of starting to 
work for Mr. Tennant, as boys of 
thirteen or fourteen. He taught them 
shoe business, from quality and work- 
manship to details .of organization. 
Few men have won the wholehearted 
respect and gratitude universally ac- 
corded him, 

Mr. Tennant was elected vice-presi- 
dent and general manager of the W. 
M. Laird Shoe Company about 1901 
and held this position until his retire- 
ment in 1936. In 1939 he was induced 
to go back into business, this time as 
vice-president and general manager of 
McCandless and Gordon Company, 
haberdashers. He was with this com- 
pany at the time of his death this 
month. 

A member of the First Presbyterian 
Church, he was a charter member of 
Crescent Lodge, F & A.M., a mem- 
ber of Tancred Commandery, Knights 
Templar, and Syria Temple. In 1909, 
Mr. Tennant married Sarah George of 
Irwin, Pa., who died in 1913. He mar- 
ried Mrs. Martha Stewart Graff, who 
survives him, in 1929. 


—_——— 


Joseph L. Rosenthal 


PITTSBURGH, Pa.—Joseph L. Rosen- 
thal, a wholesale shoe distributor in 
Pittsburgh for 35 years, died last 
month in his home at 1417 Beechview 
Avenue. 


A native of Montreal, Canada, Mr. 
Rosenthal, who was 55, lived in Pitts- 
burgh 41 years. Known affectionately 
as “Finnigan” throughout the tri-state 
area, Mr. Rosenthal was distributor 
for A. Krome, Lewis-Gilbert, and 
Daniel’s Bows. His son Allen and his 
wife’ will continue business from his 
office in the State Theatre building. 

Mr. Rosenthal was a member of the 
Beth El Congregation and the Penn- 
sylvania Shoe Travelers. 

Surviving are his widow, Mrs. Jean- 
nette Tafel Rosenthal; two sons, Gene 
of California, and Allen of Pittsburgh, 
a daughter, Mrs. Paul Smaller of 
Pittsburgh, and three brothers, John, 
David, and Harry Rosenthal, all of 
Pittsburgh. F 


us ‘ 


Jerry J. Haggerty 

Nasuua, N. H.—Jerry J. Haggerty, 
a local shoe dealer for many years and 
former Hillsborough County registrar 
of deeds, dropped dead recently while 
playing golf at the Nashua Country 
Club. He was 56. 

Mr. Haggerty was born here and 
became associated with his father in 
the shoe business as a young man. 
After the death of his father, he op. 
erated his own shoe store for a num- 
ber of years. 

Mr. Haggerty was a World War I 
veteran and was prominent in the 
American Legion and Nashua chapter 
of the Navy League. Besides being in 
the shoe business, he was also prom- 
inent in rea] estate circles. 

Survivors include two sisters, Miss 
Katherine Haggerty and Mrs. K. E, 
Murphy of Nashua. 


Harry Abramson 


Derrort—Harry Abramson, 52 own- 
er of the Ideal Shoe Store, 9026 
Twelfth, died last month at his home 
here. He had been in the shoe business 
30 years, opening the Ideal Shoe Store 
on Hastings and moving to Twelfth 
Street around 1930. He was originally 
a partner with Frank Schechter, now 
an east side shoe merchant. Mr. 
Abramson is survived by his widow, 
two sons and a daughter. 


J. Albert Ackerburg 


Oak Park, Itu.—J. Albert Acker- 
burg, for sixteen years a resident of 
Park Ridge where he lived with his 
son, died recently at the West Subur- 
ban Hospital here. He was 83 years 
of age. 

Formerly a shoe buyer for A. M. 
Rothchild, Chicago, he retired when 
it was taken over by The Davis Store, 
now Goldblatt Brothers, Inc. 

Interment was in Memorial Park 
cemetery, West of Evanston. 


Rowland C. Dunlap 


Dayton, On10—Rowland Clark Dun- 
lap, aged 72, who formerly operated 
the Dunlap Shoe Store in Columbus, 
O., died recently in Veterans’ Hos- 
pital in Dayton, after a long illness. 
After his retirement from the shoe 
business, he was engaged in insurance. 
Mr. Dunlap was widely known among 
older members of the shoe trade. In- 
terment was in Columbus. 


John Lappley 


Harrispurc, Pa.—John Lappley, 82, 
founder of the Lappley Shoe Store, 
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RUBBER SOLES 





ARNOFF SHOE COMPANY 


SKI and CLIMBING BOOTS 


* Developed by U. S. Army 
* Heavy Army Retan Uppers 
* Grooved Heels to fit Ski 


Bindings 
* Square Toos 
* Felt inner soles 
* Leather Gussets 
* Worn over 2 pairs sox 
* Minimum order 12 pair 


Widths 
Cc; D, E, EE 
Shipped in pro- 
portionate size 
range 


search. 











A TREASURED GIFT. 


to carry your name for years and years 


EMERSON B10 
If you want an advertising novelty of distinction—worthy of 
your name and your standards, here is the object of your 


22 cents each—minimum order 500 (for 
of trade mark or special type, cost of die additional). 


EMERSON PLASTICS CORPORATION 
202 East 38th Street 


New York 16, N. Y. 











died at his home here last month. 

Mr. Lappley, who founded the shoe 
store in 1886, was a member of the first 
board of directors of the Sixth Street 
Bank, which later became the Camp 
Curtin Trust Co., and was vice-presi- 
dent of the bank at the time of his 
death. He was an active member of 
Harris Street Church, serving as trea- 
surer and a member of the official 
board for 52 years, and was also active 
in numerous fraternal organizations. 

Mr. Lappley is survived by a daugh- 
ter, Mrs: William J. Scheiffley, and two 
sons, John M. and Clayton J. Lappley, 
all of this city; three grandchildren 
and five great-grandchildren. 


Frederick Tendick 


MILWAUKEE, Wis.— Frederick Ten- 
dick, 87, who retired four years ago as 
Senior partner of the Tendick Shoe 
Mfg. Co., 129 E. Center St., died 
Sept. 14. 

Before organizing the shoe company 
with his son, Leonard B., in 1920, Mr. 
Tendick operated the Tendick Ortho- 
Pedic Shoe Co. for 20 years. 

Surviving are his widow, Margaret; 
two sons, Leonard B. and the Rev. 
Armin Tendick, Baxter, Iowa; and a 
daughter, Norma Tendick of Mil- 
waukee. 


October 15, 1946 


William E. Holston 


OKLAHOMA City, OKLA.—William E. 
Holston, general manager of Nissen’s, 
well-known shoe store of this city, died 
recently after a brief illness at the age 
of 53. 

Mr. Holston, who had a wide circle 
of friends among shoe men, at one time 
operated his own shoe department in 
Atlanta and had, more recently, man- 
aged departments not only in that city 
but in Birmingham, as well. He had 
been in charge of operations at Nissen’s 
for the last seven years. 


Gustave Loeb 


CINCINNATI, Onro—Funeral services 
were held for Gustave Loeb, 75, father 
of Sylvan and Albert Loeb, founders of 
the Loeb Shoe Co., who died Aug. 28 
in Chicago of a heart attack. 

Coming to Cincinnati in 1921 from 
Alsace-Lorraine, Mr. Loeb had been as- 
sociated with his sons’ shoe firm. He 
and his wife, Mrs. Caroline Loeb, lived 
with a daughter, Mrs. Harry Baron, 
Cincinnati. 


Solomon H. Feineman 


ROCHESTER, N. H.—Funeral services 
were held here last month for Solomon 
H. Feineman, 77, one of the last mem- 
bers of Feineman Brothers, men’s and 
women’s clothing and shoe dealers here 
since 1854. 


Mr. Feineman, a native and lifelong 
resident of Rochester, died at a con- 
valescent home after several months’ 
illness. He was a 50-year member of 
Humane Lodge of Masons and also be- 
longed to Rochester Lodge of Elks. 


Victor J. Christman 


WicuitTa, Kans.—Victor J. Christ- 
man, 82, well-known Wichitan, at one 
time associated with the John Braitsch 
shoe store for 18 years, died at his 
home in Wichita September 11. 

He came to Wichita from Wheeling, 
W. Va., in 1884. 

Mr. Christman was also associated at 
one time with the Christman real es- 
tate and insurance firm here. He re- 
tired from business in 1928. 

Surviving are a sister, Miss Carrie 
Christman; a niece, Miss Josephine 
Christman, and a nephew, G. F. Christ- 
man. 


Isaac Mallin 

Detroit, Micu.—Isaac Mallin, 71, 
died here recently following a long ill- 
ness, at the home of his daughter, Mrs. 
Charles Robinson. He was well known 
in the shoe trimming field, having 
founded, about 1906, the Boston Shoe 
Trimming Company, which sold to shoe 
manufacturers over a wide eastern and 
mideastern territory. He remained 
president of the company until ill 
health forced his retirement last year, 
when he moved to Detroit. 
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Often Copied 


COLISEUM BOOTS 


© Brown Cowhide Uppers 

® Rich Shearling Collars 

® Warm Fieecy Linings 

@ Non-Skid Rubber Soles 

© Felt Insulated Platforms 

Secure Lockstitch Construction 


© 40 Below Protection 
© Ladies’ Sizes 4-9 
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No Increase on Non-2(a) 
Shoes, OPA Repeats 


New Yorx.—OPA policy with respect 
to price adjustments on 2(b) and 3(b) 
shoes was restated with the declaration 
of William A, Molster, Price Executive 
of the Leather, Furs and Fibers Branch 
of OPA, that any general increase on 
non 2(a) shoes is out of the question. 
Mr. Molster made the statement in a 
letter to Theodore Simons, chairman of 
the shoe manufacturers’ industry ad- 
visory committee, following the at- 
tempts of the committee, working in 
conjunction with the National Shoe 
Manufacturers Association, to bring 
pricing relief to shoes in the 2(b) and 
3(b) categories: The letter follows: 

“At the shoe manufacturers’ industry 
advisory committee meeting in Wash- 
ington on June 26, 1946, the committee 
presented to OPA officials estimates to 
show the extent of cost increases that 
had occurred for shoe manufacturers 
since the 4% per cent industry-wide in- 
crease was granted on Jan. 5, 1946. On 
the basis of the large increases in costs 
estimated by the committee, it was the 
unanimous opinion of the committee 
members present that shoes priced un- 
der section 2{a) of the GMPR above 
the cut-off points specified in SO 162 
were very tightly squeezed, and that SO 
162 should be extended to cover all 2(a) 
shoes to provide price relief. As you 
know, this office accepted your recom- 
mendation and proceeded to provide 
substantial price adjustments for 2(a) 
shoes near and above the cut-off points. 

“At that same meeting the committee 
requested us to examine the price situa- 
tion for shoes priced by methods other 
than 2(a) and to grant adjustments to 
those shoes that could be shown to be 
tightly priced. It was the contention 
of the committee that with cost in- 
creases as great as those estimated 
manufacturers of non 2(a) shoes could 
not operate profitably, and, therefore, 
price relief was necessary. Assuming 
for that moment that the contention of 
the committee was correct, we agreed to 
examine the problem and to take any 
necessary action within one week after 
the 2(a) action. Members of our staff 
immediately began to examine the data 
to determine the necessity for action, as 
is required by the law. As you know, 
price adjustments can be granted by the 
OPA only where they can be justified 
by the law and standards set up by the 
Administrator. This, of course, was un- 
derstood by the members of the commit- 
tee at the time of the meeting. 

“After we began working on this non 
2(a) problem, we received the first ac- 
counting report from the recent shoe 
manufacturing industry survey. We 
found, contrary to expectation, that the 
earnings position of the industry was 
very favorable. After taking account 
of increased costs not reflected in the 
survey and making allowances for in- 
creased prices permitted, by SO 162, we 
found that the earnings of the industry 
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CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 
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were greatly in excess of the 1936-1939 
rate. Under these circumstances any 
general increase on non 2(a) shoes is 
necessarily out of the question. We 
wish to take this means of informing 
the Committee concerning our decision 
and the reasons for it. 

“This decision does not pertain to the 
question’ of passing through on non 
2(a) shoes the large increases in cost 
of kid, goat, kangaroo and other leath- 
crs made from imported raw material.” 
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“FOOT RELIEF GUARANTEED 


OR YOUR MONEY BACK” 


KEEP ABREAST OF THE TIMES 


WITH 


Vex Va-Saue 


ARCH RESTORERS 
TRADE MARK 


THE MOST SENSATIONAL ADVANCEMENT 
IN FOOT COMFORT APPLIANCES 
IN 35 YEARS 


While Attending The Show In Chicago Come In and Look Over Velva-Sole 


VELVA-SOLE PRODUCTS COMPANY 


1211 STEVENS BLDG. NATIONAL DISTRIBUTORS 


CHICAGO 2, ILL. 







PAT. PENDING U.S.A. 











Manages Wetherby 
Kayser Store 





LOS ANGELES, CALIF.—Charies M. 
Reedy, who has just joined the staff of 
Wetherby-Kayser in the capacity of 
manager of the Seventh Street store, 
brings a wealth of mature experience as 
@ retailer and buyer to the organization. 
Mr. Reedy is well known on the West 
Coast, having spent many years as 
buyer for O'Connor & M & Co. in 
Sen Francisco, and he is equally weil 
known in the Eastern shoe market. 





Buys 12-Store Chain 
Iota, Kans.—C. D. Triplett of St. 


Louis, recently purchased the 12 Brady 


October 15, 1946 


Shoe Stores located in six Southeast- 
ern Kansas towns and Nevada, Mis- 
souri, from the heirs of the late John 
S. Brady, according to Dale Newland, 
manager of the Iola, Kansas, store. 

Mr. Brady died several months ago 
and his heirs have been operating the 
store which include two in Fort 
Scott, Kans., two in Independence, 
Kans., two in Coffeyville, Kans., two 
in Parsons, Kans., two in Chanute, 
Kans., and one in both .Nevada, Mis- 
souri, and Iola, Kans. 

Mr. Triplett has been a field rep- 
resentative for the International Shoe 
Company, St. Louis, for several 
years. He plans to make his home in 
Southeastern Kansas. 

The new owner, who has already 
taken charge, will continue to use the 
name Brady and expects to make no 
changes in personnel at present. 





Shoe Company to 
Sponsor Broadcasts 

San Francisco, Cauir. — Gallen- 
kamp’s Shoe Stores, Inc., will promote 
sales of footwear in its Pacific Coast 
stores with a new radio show originat- 
ing at KGO San Francisco and going 
out over the complete Pacific Coast net- 
work of the American Broadcasting 
Company. 

The new show is a mystery-thriller 


titled “Pat Novak For Hire” and will 
go on the air Sunday nights from 8 to 
8:30 p.m. 





To Operate Retail Department 
In Phoenix, Ariz. 





William Goldstein, veteran New York 
manufacturer better known as Billy, has 
formed William's Shoes to operate the 
shoe department in the Towne —— 
high grade ladies’ apparel store 
Phoenix, Ariz. He has been engaged in 
retall operations in Phoenix since 1942. 
Mr. Goldstein recently left the New 
York market after an extensive visi? 
spent renewing acquaintances and re- 
establishing business contacts. 
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SATIN SLING 


SLIPPER 


With Leather Soles 


ELASTIC GORE — CUSHIONED HEEL 


MILDRED 
275 wer 


Colors: White, black, 
pink, light blue, red 


and royal blue. 
SIZES 4 TO 9 — F.O.B. PHILA. 


VANITY SHOES 


34 N. 4th ST. PHILA. 6, PA. 





TENNIS & GYM SHOES 





© Made in U. S. A. 

© Quality Canvas Uppers 

© Scientific Lasts 

® Tailored Comfortable Tops 

© Wear Tested Compounds 

© No-Mark Rubber Soles 

follows: 
costs Sika: Youths 112-2: Boys’ 212-6 
Child's 8-12; Misses’ 122-3; Ladies’ 4-9 
Men's Sizes 6-12 
Marathon Sporting Shoe Co., Inc. 
116 Duane St., New York 7, N. Y. 
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NSMA Sees Production 
Return in Spring 


[CONTINUED FROM PAGE 353] 


of the free flow of materials necessary 
for full shoe production. At that time 
the board named a hide and leather 
committee to explore the supply situa- 
tion and recommend action to be taken. 

As a result of these deliberations and 
discussions, the committee reached the 
following conclusions: 

1. That the crux of the present 
supply problem lies in the re 
duced rate of cattle slaughter and can 
be cured solely by the decontrol of live- 
stock and meat. The committee believes 
that substantial quantities of hides are 
being held by small packers and deal- 
ers, but no feasible method is known 
for forcing these hides to move. The 
committee also feels that the movement 
of such hides as are being held would 
constitute only temporary relief and 
would have little effect in solving the 
long term problem being created by 
reduced cattle slaughter. 

2. That tanners’ inventories as re- 
flected by the statistics of the Tanners’ 
Council, which the committee believes 
to be factual and accurate, are at a 
minimum level. 


The following recommendations were 
offered by the committee: 


1, That the association, in coopera- 
tion with other interested associations 
and industries, use every legitimate 
means in its power to obtain the de- 
control of livestock and meat. 


2. That the OPA be urged to reverse 
its interpretations of Section 2X of the 
Stabilization Act which does not permit 
a pass-through of higher prices paid 
for imported cattlehides and calfskins. 
In view of the existing emergency it is 
felt that the importation of cattlehides 
and calfskins should be encouraged by 
government agencies and that a full 
pass-through of the increased cost 
above domestic ceilings should be per- 
mitted. 

3. That CPA be urged to discontinue 
charging hide imports against tanners’ 
allocations. 

4. That during the period of the 
present critical conditions, and based 
solely on emergency reasons, the Office 
of International Trade be urged to dis- 
continue issuing licenses for the ex- 
portation of leather. 

5. That a fact-finding committee be 
organized consisting of economists and 
statisticians representing all trade 
levels affected by this problem, and that 
this committee be charged with the re- 
sponsibility of developing a full and 
comprehensive report of conditions in 
each affected industry. 

6. That the advice of public relations 
counsel be sought in determining the 
feasibility of a publicity campaign de- 
signed to bring to the attention of the 
public, conditions existing in the shoe 


industry. The committee requested that 
such a counsel be brought before the 
board of directors’ meeting scheduled to 
be held on October 29. 

Other industry representatives, from 
the New York, New England, Pennsyl- 
vania and St. Louis areas, held a meet- 
ing with OPA and CPA officials in 
Washington, Oct. 1 and urged the end 
of controls on meat but the continuation 
of controls on hides, leather and shoes. 

In this group were Morgan Gross- 
man, Morris Delman and David Cohen, 
of the Shoe Board of Trade of New 
York; Harold Gessner, Philip Sobel and 
Fred Diamant, of the National Associa- 
tion of Slipper and Play Shoe Manufac- 
turers; Jerry Burke, I. Hoffenberg and 
Max Bregman, of the Stitchdown Shoe 
Manufacturers Association; George 
Kreider, Ernest Stephens and Frank 
Payne, representing the Pennsylvania 
area manufacturers; and Maxwell 
Field, of the New England Shoe and 
Leather Association. Benjamin Selig- 
man, legal counsel for the Shoe Board 
of Trade also represented a number of 
St. Louis and California producers. 

During the course of the meeting the 
delegates conferred with Phillip Mc- 
Guire, deputy administrator of CPA; 
John W. Lake, also a deputy director; 
Geoffrey Baker, OPA deputy adminis- 
trator; William A. Molster, Price Ex- 
ecutive of the Leather, Furs and Fibers 
Branch, and others. 


Plan to Relieve 
Leather Shortage 
[CONTINUED FROM PAGE 353] 


ment in the supply of hides and skins, 
Mr. Steelman said, hundreds of tan- 
neries and shoe factories throughout 
the country may be forced to operate 
on a part-time basis in a very short 
time. Many already are doing so, and 
workers are beginning to be laid off in 
great numbers, both in the tanneries 
and in the shoe factories. 

The CPA action to modify allocation 
controls and the OPA price adjust- 
ment program will be effective upon 
issuance of directives now in prepara- 
tion. 

The exports permitted under the pro- 
gram will total only about 1 per cent 
ef total leather production in this 
country, it is estimated. The reason 
that any exports at all are counten- 
anced in this period of acute shortage 
is that for many years the United 
States leather industry has been a sub- 
stantial exporter of leather with long 
established foreign markets. To shut 
off exports entirely would result in 
severing the business relations be- 
tween our leather industries and their 
foreign customers and friends. This 
the industry does not desire. Hence, 
in order to permit our leather industry 
to maintain its trade connections, these 
small exports are necessary. 
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FRotosho| TIMES A MINUTE 


© Comes complete with 18" table 
® Carries up to ll. OS Ibs. 

© Sturdy, ail 

© .For ti Volts Acc. 50/60 mee cycles 





ROTO-SHO revelving display in your window will attract 

to three times more customers into the store then « sSill” dies 
play. Create more interest in your displays activating them 
with ROTO-SHO. It frequently pays for itself in the first few 
hours of operation. * Delivery is imm ¢ from stock. Why sot 
write TODAY for complete information. 


GENERAL DIE & STAMPING CO., 262-E Mott St., New York 12, N. Y. 





The ACTION Display-Way To Boost Sales! 




















Shoes in Fall Opening 
[CONTINUED FROM PAGE 326] 
break in the sole for easier walking, and platforms 
ranged from low-cut sling pumps to an exotic mesh- 

work of straps. 

For wear with short dinner frocks, the usual black 
shoe was displayed but with a new low heel in one win- 
dow, and the ultra high heel opera pump with ankle 
strap in another. Also shown were sling pumps with 
little ermine bows to follow through the touch of ermine 
on a dinner suit or a small white fur muff. Black satin 
ballet slippers furnished the needed balance for the low, 
dipping hemlines. New double ankle straps twining 
from the closed-toe, open-heel low-cut pumps were shown 
for complimenting slim ankles. About 50 per cent of 
shoes displayed were open toed, but a trend was evi- 
dent to the closed toe sandal with a d’Orsay line. 

Due to the shortage of men’s dress shoes, they were 
not plentiful in the Lincoln windows, but enough were 
available to impress the men with the fact that good, 
solid, rugged shoes are tops for the coming season. The 


‘brown wing-tip brogue was played up as a sure favorite, 


and thick soles were much in evidence. The moccasin 


also rated a No. 1 spot in windows, along with the 


straight tipped blucher. 

Chukka boots were exhibited as a “natural” with 
tweed sport jackets and suits. Brown was easily the 
prevailing color in men’s shoes. 
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PAGES 36-37 
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eFOR WORK! 
eFOR SKIING 
eFOR MOUNTAIN CLIMBING! 


No. D2295 — Made to rigid 
U.S. Gov't specifications! 
Water-resistant Natural Rus- 
set Retan uppers, with tough, 
extra-heavy, stitched and 
nailed leather soles. Leather 
heels have center rubber in- 
sert (see small picture). Square 
toe front. Comfortable, heavy- 
weight-felt double insoles are , 
removable. “Rocker Bottom” NOTE: This price includes 
last assures maximum walk- ov inbound freight, and 
ing comfort. Excellent for ‘ehondling, repackaging 
farmers, workmen, sportsmen, ‘erges. 

hunters, hikers, etc. 
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1/6 + 2/6% * 2/7 + 4/7% * 4/8 + 3/8% + 4/9 
4/92 + 2/10 + 3/10% + 311 + 3/11% + 1/12 
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s= Net Cash, 10 Days, F.O N.Y 


HENRY MODELL & co., INC. 


698 BROADWAY NEW YORK 7, WN. Y. 





FELT EVERETT s 


Best Grade 


SELECTED FELT EVERETTS 


with Genuine Suede Leather 
Padded Soles 


Men's, Women's, Boys’ 


Grey, Brown, Blue, Wine 


Women’s Sizes 5-9 85¢ 
Boys’ Sizes 1-6 85¢ 
Men's Sizes 6-11 95¢ 
36 pair lots only 

Packed one color to case 


Immediate Delivery 


CONJOR SHOE COMPANY 
287 Broadway New York 7, N. Y. 


WORK SHOES 





| Men's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 








GOODWILL SHOE COMPANY 
Holliston, Massachusetts 





MEN'S SLIPPERS 


ALL LEATHER MEN'S OPERA 
Full Leather Lined, Lockstitch Construction, 
Leather 


Also in Everetts at $3.25 


SELBURN SHOE CO., Inc. 
153 Duane Street New York 13, N. Y. 





Buy Savings Bonds 














Mother and Son Run Prosperous Shoe Store 


Above is the store of Ethy! Lattimer and her son, William J. Lattimer, at 6 Mein 
Street, Hamburg, New York. The sixty year old building has always housed a 
shoe store and Mrs. Lattimer has been the proprietor for the past 13 years. The 


store caters to farmers of the area who like to browse among 
footwear in the “basement department.” Mrs. Lattimer is standing at the 


heavy 
left, her son is at right. 


HampBure, N. Y.—The history of the 
Lattimer shoe store, here, tells the suc- 
cess story of a prosperous retail busi- 
ness in an enterprising little town of 
6500 people. Proprietors are Ethyl 
Lattimer and her son, William J. Lat- 
timer. Mrs. Lattimer has owned the 
store for thirteen years; carrying on 
with the business after the death of 
her husband, and more recently being 
joined in it by her son. 

The building they occupy is sixty 
years old, and has always been a shoe 
store, owned for many years by 
Jacob Hauck, well-known shoe mer- 
chant throughout the state. When the 
Lattimers took over the store it was 
still a dark, cluttered, old-fashioned 
shop, they have remodeled it twice un- 
til now it is an attractive, modern shoe 
store, well situated on the busiest 
corner of this city. It draws customers 
from a radius of over twenty-five 
miles, from several neighboring towns 
and villages and from residents of the 
nearby summer cottages on Lake Erie. 

The improvements to the store were 
first a complete re-decoration job and 
the lowering of the old-fashioned, ceil- 
ing-high shelves. The original furnish- 
ings included came benches for the 
customers. These were replaced by 
theatre type seats, which were used 
for several years, being replaced only 
this Summer by the overstuffed, metal 
seats, which are both attractive and 
very comfortable. 

The old store had gas lights until 
1931 when electricity was installed. 
During this. Summer’s remodeling 
these were again changed to the more 
modern fluorescent lights. Mrs. Lat- 
timer also installed a new cash register 
soon after acquiring the business and 


the boots and 


replaced the old stoves with a gas 
furnace. More recently an X-ray 
machine was added and this Summer 
two shadow boxes for the better dis- 
play of merchandise were set in on 
the rear wall and more will be added 
on the side walls later. A few years 
ago the old front door was removed 
and a more attractive entrance built, 
which, however, still does not please 
Mr. Lattimer and a further remodel- 
ing of the entire front is planned. 

This store has catered to the farm- 
ers of the area since it opened sixty 
years ago. Mr. Lattimer smiles as he 
tells of his “basement department,” as © 
he calls it. The old store always kept 
boots and other heavy farm footwear 
in the basement and there the farmers 
went when their purchases were for 
those articles. It was the only store 
in town where they had such freedom 
and where they could visit for hours 
on end if they wished while shopping. 
When the Lattimers took over they 
decided to close the basement depart- 
ment, but they soon saw that it would 
really hurt their business with the 
farmers if they did so. The self-serve, 
well-stocked “cellar,” as the farmers 
call it, is still an important section 
of the store and probably the secret 
of much of the Lattimers’ good busi- 
ness among the farmers’ families. 

Lattimers is a family store and the 
stock includes shoes and rubber goods, 
slippers, findings and hosiery. 

Mr. Lattimer is president of the 
Hamburg Chamber of Commerce and 
both he and Mrs. Lattimer belong to 
several local organizations and are 
well-known and very well liked 
throughout the community. 
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POLISHING WINDOW SHOES 


GREETINGS 


TO OUR MANY CUSTOMERS AND FRIENDS! 


we EEE ue 


A hearty welcome awaits 
you at our exhibit headquarters 


CLICKED e « « because it’s made to the speci- 


Suite 910-W, 939-W 


PALMER HOUSE, Chicago 


: fications of shoe dealers, themselves. Makes the du rin g th e N AT | oO N A L 4 on re] e FA | k 
tough job of shining window shoes easy. 
October 27 to 31st 


QUICK e e « the shoe goes in or out; self-adjusting 
spring accommodates any size shoe, either right or left. 


Neoprene rubber padded grips hold the shoe without SHOW TIME IN CHICAGO WILL AFFORD US THE 
marring. 

PLEASURE OF GREETING OUR OLD FRIENDS AND 
CONVENIENT e « « held rigid and flat with wrinkles CUSTOMERS. CRITICAL SHORTAGES OF RAW MA- 


pulled out. The shoe is fully exposed for cleaning and 
shining. 


TERIALS, PARTICULARLY UPPER LEATHER, MAKE IT 


DETACHABLE . . . out of the way when not in use. IMPOSSIBLE FOR US TO SOLICIT NEW BUSINESS FOR 
Shinemaster is convenient for home use and a profitable AT LEAST ANOTHER YEAR. 





item for resale. 
Made of 14 gauge slotted steel plate, Shinemaster is 


ore ee = | ; 
sturdy and strong, simple in construction, light in weight The W. L KREIDER SON $ MFG. CO., Inc. 


and will last a lifetime. 
RETAIL PRICE $2.89 
When Ordering Give Findings Dealer's Name 
ROGER H. DAVID CO., 3177 Ist Nat'l Bank, St. Paul 1, Minn. | 


PALMYRA, PENNA. 


Makers of High Grade Juvenile Footwear 





Maintain Tradition Begun By Founder Forms! Opening for 


INDIANAPOLIS, IND.—Approximately 100 officiais and employees cf the Marott 
Shoe Store, Inc., continued a tradition started by the store's founder, the late 
George J. Marott, by contributing $250 to the Star Salvation Army Penny ice 
Fund. Mr. Marott, widely known business-man philanthropist, annually made a 
contribution to the Penny ice Fund in behalf of his employees. 

In the above photo, Miss Kathryn Bush {left}, representative of the Stor-Salva- 
tion Army Penny Ice Fund, is shown accepting a $250 donation to the fund from 
Lewis H. Noble (ceater], president of the Marott Shoe Store, Inc., with Virgil H. 
Gebauer, vice-president and general manager of the store, looking on. 
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LINCOLN, Nes.—Formal opening of 
Baker’s remodeled shoe store at 1123 
“OQ” St., was held September 30 despite 
the fact that a number of materials, 
especially metal fittings and the glass 
tile front, had failed to arrive. E. G. 
Gothard, manager, said that the glass 
front, which will extend to the top of 
the two-story building, curved glass 
display windows, and glass selling fix- 
tures for the interior, will be installed 
as soon as needed materials can be pro- 
cured. The remodeling will not be com- 
pleted before next Spring, he believed, 
but added that a substitute front and 
the old glass will have to suffice for the 
interim. 

A special stock of cobra and lizard 
shoes with matching bags was offered 
for the formal opening. Interior of the 
store as well as the exterior has been 
entirely remodeled, including indirect 
lighting, deep carpeting, and alteration 
of the air-conditioning system to pro- 
vide hidden vents introducing air near 
the ceiling. When the metal panels are 
available, the display windows will 
have glass backs so that passersby can 
see clear to the back of the store. 
Lucite double doors also have been 
ordered, along with glass for a swank 
new bag bar. 
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*STADIUM BOOTS* 
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ORIGINAL 
*Trade Mark Reg. U. S. Patent Office 
Exotically Beautiful 


LEOPARD 


Leopard Skin Motif 

Water Repellent Velvet Uppers 
Rich Shearling Collars 

Genuine Alpaca Linings 
Non-Skid Rubber Soles 
Felt-Insulated Platforms 
Secure Lockstitch Construction 
40° Below Protection 

Ladies’ Sizes 4-9 


12 Leopard, Alpaca Lined.... $6.85 
05 Bik. Velvet Shearling Lined $6.50 








WOMEN'S D'ORSAYS 





WOMEN'S KID D'ORSAY 
Smooth Kid Leather Uppers 
Flexible Hard Leather Soles 














Salute John Slater 
On 86th Birthday 


New YorkK—Approximately 25 people 
closely associated with shoes and leather 
met for luncheon at the Hotel Drake, 
here, Oct. 3, to celebrate the 86th birth- 
day of John Slater, chairman of the 


JOHN SLATER 


board of J & J Slater. Widely known 
throughout the country as one of the 
pioneers and one of the most successful 
among independent retailers, Mr. Slater 
recently was named chairman of the 
board when Larry Horan became presi- 
dent of the company. 

In addition to Mr. Slater and Mr. 
Horan, among those present at the 
luncheon were Esther Lyman, Harper’s 
Bazaar; Rhea Nichols, Allied Kid Com- 
pany; Morgan Grossman, Grossman 
Shoes, Inc.; Carl Callenberger, vice- 
president of J. & J Slater; Corinne 
Lederman, secretary of J & J Slater; 
Everit B. Terhune, president, Boor AND 


Suor Recorper; Harry Koomrian; 


Debutante Footwear; John Marino, 
Jehn Marino Shoes; Mildred Morton, 
Vogue; Maggie De Mille, Mademoiselle ; 
Bill McDonald, Wendell P. Colton Ad- 
vertising Agency; Laura Benham, of 
the J & J Slater publicity staff; Joe 
Schmidt, D. Armstrong Shoe Co.; Jane 
Grey and Eleanor Montgomery, Vogue; 
Manny Tobias, Pincus & Tobias, Inc.; 
L. E. Langston, executive vice-presi- 
dent, National Shoe Retailers Associa- 
tion; and Virginia Pope, fashion editor 
of the New York Times. 
_Congratulatory letters and telegrams 
from Mr. Slater’s many friends about 
the country were read during the 
luncheon. 


Indiana Retail Sales Increase 


BLOOMINGTON, IND.—The independent 
shoe stores in Indiana realized a 15 per 
cent increase in their July 1946 retail 
sales over those in July 1945, according 
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OUTDOOR BOOTS 
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Scarce Item — Buy Now! 
LADIES’ RUGGED WEATHER 
OUTDOOR BOOTS 


Toasty-Warm 
BROWN COWHIDE 
Fleecy Lining 


Immediate 
Delivery 





Style 
Write for Folder. Other Styles 


CONJOR SHOE COMPANY 
287 Broadway CO. 7-7972 New York 7, N. Y. 


. rm srr — 


METATARSAL PADS 


RUBBER MET PADS 
$4.80 per gress prs. 
Send for illustrated circular showing 
all sizes and shapes carried in stock. 


SCHILLER'S METLONGS 
4126 Perlita Ave., Los Angeles 26, Callf. 














SHOE FORMS 


ied 
CELLULOID — ladies’, = » children’s — flesh 
Cher cats, varied hes! heights sud'siaee—-immediats 


Aiee PLASTIC (Lucite) DISPLAY SHOE STANDS, 
's @& women's—attrastive. 





QUALITY SHOE STORE SUPPLIES SINCE ‘1900 

















to the September Indiana Business Re- 
view, published by Indiana University. 
However, the July 1946 retail sales 
were 80 per cent less than those in June 
1946. The 15 per cent increase is less 
than the average of 39 per cent in- 
crease made by all kinds of independent 
retail business in Indiana. The 30 per 
cent decrease is a greater decrease than 
the average 6 per cent decrease sus- 
tained by all kinds of independent re- 
tail stores in Indiana. 
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News of the Salesmtnt and Syyplitrs 


Shoe Foremen Attend National Meeting 


NASHVILLE, TENN.—Above are members of General Shoe Corporation's Fore- 
men's Advisory Committee shown leaving Nashville to attend the September 
convestion of the National Association of Foremen, held in St. Louis. General 
Shoe's foremen also held their own monthly conference while in St. Louis. 

Shown in the picture are the following foremen and other representatives from 
various plants of the company: 

Dan Bivins, Gallatin, Tennessee; George W. Noland, vice-president and director 
ef Industrial Relations, Nashville; Horace Brown, ile, Tennessee; R. N. 
Durham, Gallatin, Tennessee; Robert Sweeney, General Wax Company, Nashville; 
Cartes Holland, Hohenwaid, Tennessee; Marion Burgess, Huntsville, Alaboma; Ollie 
Galbreath, Nashville; Bill Ellis, Cowan, Tennessee; R. C. Tottey, Nashville; J. J. Ray, 
General Shoe's director of training, Nashville; Dick Moore, Pulaski, Tennessee; 


and Clyde Vannctta, Lewisburg, Tennessee. 





Infants’ Shoe Manufacturer 
Acquires Additional Space 

Str. Lovis—The O’Kay Shoe Com- 
pany, manufacturer of babies’ and in- 
fants’ shoes, has acquired an additional 
factory which is located at 2247 Gra- 
vois, according to an announcement by 
Harry Klein, president of the company. 
Mr. Klein plans to retain all of the 
present personnel of the factory. 

The additional productive facilities 

thus acquired will be devoted by the 
O’Kay Company to the manufacture of 
the California-type of babies’ shoe, fea- 
turing soft platforms. This design 
gives toddlers better balance while they 
are learning to take their first steps 
and will help to develop guod posture at 
an early age. In addition, the soft plat- 
forms will protect babies’ tender feet 
from bruises. 
_ ‘The present 600-pair per day ca- 
pacity of the Gravois plant will shortly 
he increased to 1000 pairs, according to 
Mr. Klein, to supply the rapidly grow- 
ing demand for this type of shoe. 
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July Production Drops 
In Canada 


MONTREAL—Canadian production of 
leather footwear dropped to 2,991,000 
pairs in July from 3,655,000 the pre- 
vious month but was higher than the 2,- 
701,000 pairs produced in July, 19465, 
the Dominion Bureau of Statistics re- 


“ports. Total output for the first seven 


months of the year was 25,544,000 
pairs, compared with 21,946,000 in the 
corresponding period of 1945. 


Brown Company Holds Outing 


Beruin, N. H.—Five hundred office 
workers of the Brown Co., manufac- 
turer of shoe innersoles, and their 
guests enjoyed the company’s annual 
outing at the Shelburne Inn, here re- 
cently. 

During the afternoon the program in- 
cluded softball, horseshoe pitching, tug- 
of-war, races and a concert by the 
Brown company band. After a luncheon, 
dancing was enjoyed. 


Selby Names Additions 


To Sales Staff 


PoRTSMOUTH, OH10—Continuing its 


policy of expansion the Selby Shoe Com- 


pany has made known the addition of 


George F. Knoche, Jack Evans, Henry 
Brachman and J. Ray Reid to the sales 
staff. 

Mr. Knoche resigned October 1, from 
the advertising department of the New 
York Daily News to become the Physi- 
cal Culture sales representative for 
New York and the metropolitan area. 
Mr. Knoche joined the Daily News 
June 25, 1923, and for the past ten 


JACK EVANS 


years has specialized in shoe advertis- 
ing. He is well known to the trade, par- 
ticularly in the Eastern section of the 


country. 
[TURN TO PAGE 383, PLEASE] 





Three “Cover Girls” Appear in Person 


Gloria O'Connor, one of the Sandler "Cover Girls", steps off a teen-age magazine 
cover fo visit the shoe department of Abraham & Strauss, Inc., Brooklyn, N. Y. 


Boston, Mass.—A unique promo- 
tional tour has just been completed by 
the Sandler “Cover Girls”—three young 
models whose photographs are familiar 
to millions of teen-age fashion maga- 
zine readers throughout the land. 

The personal appearances of the 
three girls—Taffy Barnes, Gloria and 
Consuela O’Connor—was tied in with 
the individual store’s presentation of 
Sandler sport shoes for Fall. The girls 
are the same Conover models appearing 
on the front covers of recent issues of 
the leading teen-age magazines, and 
the shoes are those they are shown 
wearing on the respective covers. Thus, 
almost literally, the models stepped 
right out of the covers of these na- 
tional magazines and mingled with 
their admirers in the shoe sections of 
the stores. 

The extensive tour, financed by Sand- 
ler of Boston, covered a total of 63 
stores all the way from Miami to Chi- 
cago and from Kansas City eastward to 
Boston. 

Using this presentation as a spear- 
head for the Fall promotion, Sandler 
made available to retailers a selection 
of specially prepared promotional ma- 
terial, including counter display cards 
in full color, newspaper mats in two 


sizes and photographic blow-ups for 
newspaper reproduction. . 

Appealing as it did to one of the 
strongest urges among young people 
today the desire to be right up in the 
style forefront (or “hep” in the ver- 
nacular) the demonstration brought an 
instantaneous respense. In the various 
shoe departments the “Cover Girls” 
chatted informally with the audience 
on matters of dress and grooming. 
First empahsis, however, was on shoes. 

Traveling by plane, train and bus, 
the three models toured a circuit that 
had been carefully planned and timed. 
In order to provide adequate merchan- 
dise to back up the promotion in the 
stores, Sandler representatives in many 
cities worked out the coordination in 
advance with stores in their areas. The 
arrival of the “Cover Girl” in each city 
was heralded by press releases in local 
papers, and her actual appearance in 
the store was keyed to newspaper ad- 
vertising and special window and inte- 
rior displays. 

In some cities the girl was guest on a 
local radio program; in others she was 
the central figure in a teen-age style 
show or a guest at special breakfast or 
luncheon events. 





N.H. Representatives Appeal 
To President Truman 


MANCHEsTER, N. H.—The seriousness 
of the leather shortage, as it affects 
New Hampshire’s shoe factories, was 
emphasized recently when this state’s 
congressional delegation appealed to 
President Truman to call a conference 
of government agencies and represen- 
tatives of the shoe and leather industry, 
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Meanwhile, periodic closings have 
been announced by the J. F. McElwain 
Co. of Manchester and Nashua, as 
leather supplies dwindle and the Hub- 
bard Shoe Co. in Rochester and East 
Rochester has been forced to shut down 
two days a week. 

Leaders in the industry predicted 
other plants in the state would be com- 
pelled to curtail operations unless the 
leather situation improved. 


J. E. Poole 
Joins Enna Jetticks 


Ausurn, N. Y.—J, Everett Poole has 
joined the sales staff of Dunn and Mc- 
Carthy, Inc., Auburn, N. Y., with Enna 
Jettick shoes. He will represent that 


J. E. POOLE 


company in the states of Washington, 
Oregon, Idaho and Montana and will 
maintain headquarters in: the New 
Washington Hotel, Seattle. He succeeds 
Myron Parsons who found it necessary 
to resign on account of ill health. 

This territory is familiar ground for 
Mr. Poole, as he has covered it for sev- 
eral years for a St. Louis factory. He 
is also conversant with retailers’ prob- 
lems from his long experience in the re- 
tail business. 





Hampton Joins 
General Shoe Corp. 


NEW YORK—Monroe S. Hampton has 
recently joined the Sewanee Shoe Com- 
pany, a division of General Shoe Cor- 
poration, and will sell Fortunets in New 
York State and New Jersey, according 
fo an announcement by R. J. McGinty, 
sales manager. 

Mr. Hampton was with Middletown 
Footweeor, inc., for 8 yeers, covering 
New England, New York and New Jer- 
sey. For over two years he was in the 
Armed Forces serving seven months in 
Japan where he was a Lieutenant with 
the 33rd Infantry Division and later with 
the 8th Army. 
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CHILDREN'S SLIPPERS 














Children’s Felt Slippers 


Hilows with heavy 
Lo: pga and matter 










In Stock 


Sizes 3 to 6—85¢ 
Sizes 7 to 3~—90¢ 


Net 10 days 
No. 58 F.0.8. New York 


Blue and Red. 36 pair of a color to case 
Same as above—Zipper Style—5S¢ extra 


POLONER SHOE CO. 
156 Duane Street New York 13, N. Y. 











~_, 





i el 


MEN'S SLIPPERS 
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Geauine Corduroy — with Chrome 
Leather Soles 
Padded heels—Sturdy Counters—Plaid Linings 


In Steck—Net 10, 
F.0.8., N.Y. 





Men's 


Biue—Wine—Breown 36 pr. of a color te case 
See us at Boston, Chicago, Autusta Shows 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 














GIRLS' SHOES 











GIRLS’ LEISURE SHOES 


F.0.8. N.Y. 
Net 10 Days 
BLACK or BROWN 
Sizes: 4 to ? 

Packed 36 prs. to a case 
Also in Black or Brown Loafer Styics 
See us at Boston, Chicago, Autusta Shows 


POLONER SHOE CO. 
156 Duane Street New York 13, N. Y. 





Buy Savings Bonds 
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Selby Names Additions 
To Sales Staff 


[CONTINUED FROM PAGE 381] 


Mr. Knoche succeeds E. B. Beattie 
who has been named general manager 
of Calzado Clark, Sao Paulo, Brazil, 
an affiliate of the Selby Shoe Company. 

Mr. Knoche is now located at the Sel- 
by Physical Culture offices in Room 926 
of the Marbridge Building, New York 





HENRY BRACHMAN 


City. He is being assisted there by Miss 
Kay Stevens. His -successor on the 
Daily News is George W. Hussennetter 
who has been a member of the adver- 
tising staff for 15 years. Mr. Hussen- 
netter was recently discharged from 
the Navy after service as a lieutenant, 
junior grade. 

Mr. Evans has recently joined the 





J. RAY REID 


Selby Shoe Company to cover the West 
Coast Tru-Poise division with his office 
in Los Angeles. He was formerly with 
the United States Rubber Company in 
the Los Angeles office. 

Mr. Brachman will cover the South- 
west for the Arch Preserver division of 
the company. Prior to service in the 
Navy he was with Boyd-Welsh Shoe 
Company. 

J. Ray Reid will cover the South- 
eastern states for the company’s Arch 
Preserver division. During the war he 
served in the European Theater in the 
9th Troop Carrier Command. Previous 
to service Mr. Reid was with the Hol- 
land Racine Shoe Company. 
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Pre-Christmas Special 
QUILTED BENGALINE SLIPPERS 





See us at Boston, Chicago, Augusta Shows 
POLONER SHOE CO. 
156 Duane St. Ba. 7-1998 Wew York 13 
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CHILDREN'S SHOES 
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POLONER Presents PEDICROSS 
Long-Wearing Children's Shoes 









$210 Biack or Brown 
ne 4 w.Y. ia ae, © ome 


al Sizes 8% te it 


mht 


Available in Stitched Wing Tips 


POLONER SHOE CO. 


156 Duane Street New York 13, N. Y. 
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WOMEN'S SLIPPERS 
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A Real Buy! in Stock 
SILK EMBROIDERED BOOTEE 
Rabbit yA Trimmed 

1 Wedge Hee 


California Process 


F.0.8., N.Y. 






Sizes 4-9 
Pink, wey” Was Blue, 


3% prs. 7 ees to case 
See us at Beste ago, Augusta Shows 


POLONER ‘SHOE co. 
156 Duane Street New York 13, N. Y. 








Buy Savings Bonds 
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MOCCASINS 








NATURAL COLOR 
Genuine Hand Sewn 


MOCCASINS 
$3.25 Me, ine. 


Women’s Sizes 4-9 
IN-STOCK FOR 
IMMEDIATE DELIVERY 
A Real Value . . . While they last! 
ORDER NOW FROM 


KRISCHER-KLINE SHOES 
34 No. 4th St. Phila. 6, Pa. 








STORE EQUIPMENT _ 
NO 2 WEEKS 
DELIVERY 


QUALITY CHROME 
CHAIRS 


Neo. A300 
Tubular chrome chair with padded back 


and seat. Choice of Red, Blue or Green 
upholstery. Heavy polished chrome plat- 
ing thruout. 


140. 


HECHT FIXTURE CO. 
212 S. Franklin St., Chicago 6 


F.0.B. St. Louis 
Factory 
































Heads Shoe Division of Disabled Vet Fund 


NEW YORK.—Barney B. Kimiess, ceater, eastern representative of Carmo Shoe 
Manufacturing Co., St. Louis, and vice-president of the Shoe Club, has been ap- 
pointed chairman of the Shoe Division of the National Service Fund of the Dis- 
abled American Veterans, which is raising 10 million dollars for the training of 
400 er more disabled veterans as National Service Officers of the DAV. 

Flanking Mr. Kimless are his two sons, Hilton, left, and Clifford, right, both of 
whom are ex-Gi's with extensive service records in the Pacific war area. 


The New York 


quota for the National Service Fund is $1,000,000. Headquarters 


of the fund is at 41 East 42nd Street, New York 17, N. Y. 





Joins Sbicca as Ad Director 


Eleanor Kamb has joined the firm of 
Sbicca, Inc., in the capacity of adver- 
tising director, with her headquarters in 
the Sbicca plant located in Los Angeles, 
according fo a recent announcement 
from the company. 

Mrs. Kamb was advertising director 
of Joyce Inc., Pasadena, leaving in June, 
1946, after five years with the firm. 
Prior to that time she was with The 
Emporium in San Francisco for five years, 
handling fashion advertising. She at- 
fended Bryn Mawr College, and is a 
graduate of the University of Washing- 
ton school of journalism. 





Firm Names Officers 


PITTSBURGH—The Pana-Raffia Cor- 
poration has announced appointment of 


the following officers: president, George 
Von Brevern; vice-president, James E. 
McCarthy; secretary-treasurer, Allen 
H. Kent. Renovation of the plant is 
going ahead rapidly and production 
manager Nat Flaum has purchased a 
quantity of new machinery. Most of the 
former employees of the corporation 
are being hired for the new organi- 
zation. 


Veterans Form Company 
To Make Moccasins 


Dover, N. H.—Connors-Weiss, Inc., 
of Dover and Portsmouth, which was 
recently organized by a group of 
World War II veterans for the manu- 
facture of hand-laced moccasins, has 
announced the leasing of office space 
at Wentworth Acres in Portsmouth 
and manufacturing space in the for- 
mer Pacific Mills property on Wash- 
ington Street in this city. 

Company officials said preliminary 
cutting and stitching operations would 
be handled by the Dover plant and 
the moccasins will then be taken to 
homes of ex-servicemen at Wentworth 
Acres for hand-lacing. 

The firm will employ about 75 work- 
ers, according to Joseph N. Connors 
of Dover, a former Navy lieutenant, 
who is president of the company. 
Other officers are Charles E. Laurence, 
vice-president; Ted Weiss, treasurer, 
and Herbert D. Wensley, secretary. 
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MEN'S OPERAS 





ALL LEATHER 


OPERA SLIPPERS! 


8 Iron Flexible Sole, Leather Lined. 
Rubber Heeled Compo. 


$3.50 


per pair 


Brown Capeskin, Brown, Blue, Red, 
Burgundy Maracain, Brown and 
Black Genuine Pig, Brown Allliga- 
tor Calf. 


Sizes: 6 to 12—36 pair case 
Terms 5% 10 Days F.O.B. Factory 
OCTOBER/DECEMBER DELIVERY 


ECONOMY SHOE CO., INC. 
MARBRIDGE BLDG. 


ROOM 944 
47 WEST 34TH ST. NEW YORK 1, N. Y. 











JOBS 


WE SELL 
QUALITY SHOES 


Quality Shoes Since 1932 


From the Nation's 
Leading Manufacturers 


M. K. WEIL SHOE CO. 
While in Town See Weil 


1213 Washington Ave. 
St. Lovis 3, Mo. 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS SHOE CO.., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 
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Two New Salesmen 


At Monogram 

New York—Archie Bregman, presi- 
dent of Monogram Slipper Company, 
has announced the addition of two new 
members to the sales organization. 


JAMES SWANSON 


James Swanson, who has been mer- 
chandising manager and buyer at 
Vogue’s Mademoiselle in Fresno, Cali- 
fornia, for the past two years will rep- 
resent the company from Denver West. 


MILTON SHUPACK 


Mr. Swanson will be located in Los 
Angeles, at the Haas Building, Room 
1020-1 as of November 5, but will 
join Monogram as of October 15 in 
St. Louis. Prior to his position with 
Vogue’s Mademoiselle he was with the 
Crescent Department Store in Spokane, 
Wash., as shoe buyer, and has had a 
great deal of merchandising and retail 
experience. 

The other member, Milton Shupack, 
who is now with Monogram, wil! cover 
the Southern territory. Mr. Shupack 
has also had a great deal of retail shoe 
experience and knows the South very 
well as he spent the major part of his 
business life in that section of the 
country. 

In discussing the two new appoint- 
ments, Mr. Bregman felt that in the 
future selling and merchandising would 
be more closely associated than ever 


wy 


-- 


HUNT PACS 





"HUNT PAC" 


12” HIGH-TOP OILED 
LEATHER BOOTS 


* Leather Uppers, Water- 


* Bottoms made of fine Rubber 
* Strong Rawhide Leather 
Laces 


°F innersoles wern over 2 
° Sturdity constructed fer 
longer wear 
* Size Range: 6 te 13 
$4.65 
PAIR 


ARNOFF SHOE CO., INC., 101 Duane St..N.Y.C 


=_—— 


PLAID SHOE LACES 





PLAID SHOE LACES 
In Stock for immediate Delivery 
Write for Color Card TODAY 

LYONS & COMPANY 


120 Deane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES for 44 years 











RUBBERS 

















before, and that a salesman who had 
retail background would be in a better 
position to understand the retailer’s 
merchandising problems and viewpoint. 


Compo Authorizes Common 
Stock Split 


Boston, Mass.—At a special meeting 
of the stockholders of Compo Shoe Ma- 
chinery Corporation, held September 
19, 1946, authorization was granted for 
an increase in the number of shares of 
common stock of the company to a total 
of 500,000 shares. Also authorized was 
a share for share distribution to the 
holders of voting trust certificates and 
free common stock of record as of the 
close of business on October 2, 1946. 
The stock will be distributed as soon 
thereafter as available, effecting a two 
for one split up. 
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MOCCASINS 





Smooth Full Grain Elk Uppers 
Brown Orthopedic Soles 


BROWN OR BLACK 
Boys’ Sizes 2-6 Men's Sizes 6!/2-11 


(Also in Women's) 
Packed 24 prs. to case. Minimum Order 
—I!2 pairs. 


KANDEL SHOE COMPANY 


Men’s and Beys’ Fine Shoes 
114 Reede Street New York 13, N. Y. 











MEN'S SLIPPERS 





BLACK and RED CALF 
Combination in 
ALLIGATOR PRINT 
DIAMOND CHECKERBOARD 


California Process 
Genuine Leather Sole 


$4.05 


Per Pair 


No. 2462 


Sizes 6 to 12 
Packed 36 pairs to a case 
Minimum 18 pairs of a color 
Also Available in 
BROWN CALF LEATHER WITH ALLIGATOR 
PRINT DIAMOND CHECKERBOARD DESIGN 


KANDEL SHOE COMPANY 


Men's and Boys’ Fine Shoes 
114 Reade Street New York 13, N. Y. 








Buy Savings Bonds 














Hollywood Star Visits New York Show 


NEW YORK—Visiting the Shoe Manufacturers’ Spring Opening at the Hotel New 
Yorker, actress Elia Raines of Universal International Studios, discusses the Spring, 
1947, advertising campaign for Honeybugs slippers, made by Holiday Casuals, with 
Edward N. White, sales manager. Miss Raines will be featured in a series of color 
ads for Honeybugs which will appear in several trade and consumer magazines. 





. of office with the A. C. Lawrence Co. 
nai incorporated He has been succeeded by W. E. 
Houston, Tex.—The Paul Parrot Crosby who takes up the duties and 
Shoe Company has been chartered here yespnonsibilities as head of the credit 
with a capital stock of $1,000. Incor- 
porators are Maurice and Florence 
Margolis and Seymour Lieberman, all 
of Houston. 


Crosby Succeeds Handy 
At A. C. Lawrence Leather Co. 


Preasopy, Mass.—A. H. Handy, credit 
manager of A. C. Lawrence Leather 
Co., retired as of Oct. 1 after forty- 
eight years of service with the company. 


W. E. CROSBY 


department. Mr. Crosby has been as- 
sociated with the A. C. Lawrence 
Leather Co. for twenty-seven years, 
serving in many capacities. He was 
formerly in the credit department in 
New York and Peabody and for the 
past six years has served as assistant 
to H. N. Goodspeed, president of the 
firm. 


Fire Damages Slipper Factory 


A. H. HANDY HONESDALE, PaA.—Fire at the Banner 

Slipper Company factory recently dam- 

Mr. Handy has been recognized as one aged a storeroom in the rear of the 

of the outstanding credit men in the plant and spread to the main building 
leather industry during his long tenure before it was checked. 
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SHOE CLEANER 


Se OR. 6 OF Oe, OP, oF ree 





Packed | Doz. 
Assorted Colors 
In Display Carton 





SPEED-AX 





Sy 
Price—$2.00 doz.—$21.00 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2900 $. MICHIGAN 


SUEDE BRUSH 


Retail 25¢ 
Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 








CHICAGO 16, ILL. 














SHEARLINGS 








~~! 





ADJUSTABLE 
DRAWSTRING 
AND 





SHEARLI-KINS 


INFANTS AND MISSES MOCCASINS 


Design Patented (U. S. Pat. OMes) 
INFANTS 5-8 $1.85 


MISSES 9-3 $2.40 
5%—10 DAYS F.0.8. LONG BRANCH, WN. J. 
AMERICAN RED 


Lined throughout with electrified White 
Mouton Lamb. 


Packed 36 Pair of a Color to a 
Gove. Runs § to 8 or 9 40 3: Minimum Order 


OCTOBER/DECEMBER DELIVERY 
ECONOMY SHOE CO., INC. 


ROOM 944 
47 WEST 34TH ST. 








MARBRIDGE BLDG. 
NEW YORK 1, WN. Y. 


High Style 
South American Line 












NEW YORK—Walfer Marx, secretary 
and treasurer of Marx & Newman Com- 
pany, Inc., importers with offices in the 
Marbridge Building, reports an enthasi- 
astic reception by leading retailers and 
department stores for their Cormons 
Creations, high grade, high style line of 
women's shoes from South America. 
These shoes are being distributed cur- 
rently under the trade mark names Der- 
aler Cri, Gondola Walk, and Jungle 
Flats. Besides being weil known in the 
shoe importing field, Mr. Marx is also 
siee'e representative of the Welico 
_— Corp. of Waynesville, North Caro- 





Heads Consumer Relations 
For Sandler 


Boston—Appointment of Beatrice R. 
Sarver as manager of merchandising 
and consumer service departments has 
been announced by Sandler of Boston. 






















BEATRICE R. SARVER 


Miss Sarver and her staff will carry 
on specialized work in consumer rela- 
tions, handling the Jarge amount of 
correspondence, inquiries, and similar 
contact work. Other duties include 
formulation and sending out of dealer 
aids. 

The influx of mail from all over the 
world concerning Sandler shoes for 
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sportswear has reached very large pro- 
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WOMEN'S SLIPPERS 












Faille Leisure Slipper 


$2.25 Net 10 days, F.0.8., N.Y. 








immediate Delivery 


J. & $. SHOE COMPANY, Inc. 


26-42 Jackson Ave., Long Island City |, N. Y. 




















portions, requiring this special atten- 
tion. In view of the importance of 
maintaining close relations between 
manufacturer, merchant, and con- 
sumer, the work of this department as 
coordinator is held to be extremely 
vital. 

Miss Sarver is a graduate of Bent- 
ley School of Accounting and Finance, 
Boston, and has been working as 
assistant to Jack Sandler, head of the 
firm, and William Giddon, vice-presi- 
dent in charge of marketing. She has 
been associated with the firm for over 
six years. 


New Tissue Carries 


Brand Names 


New York.—Believing that shoe 
manufacturers, who expend much time, 
money and thought in producing attrac- 
tive boxes for their trade mark prod- 
ucts, could profitably carry the idea fur- 
ther, Whiteford Paper Company has de- 
veloped a trade mark tissue for use in- 
side the shoe box. The company works 
with manufacturers of branded shoes, 
reproducing the brand name in a design 
on the tissue. This is available in a 
number of colors and combination of 
colors. 

The company is the originator of the 
trade mark tissue which has been well 
accepted by a number of manufacturers 
of nationally advertised shoes. Main 
office of the firm is in New York; 
branch offices are located in Chicago, 
Boston, and Greensboro, N. C. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN 
YOUR OPPORTUNITY TO CARRY 


Nationally Advertised ROLLICKERS— 
Ladies’ Casuals, retailing $5. to $10. 
and CREAM PUFFS—Slippers $4. to 
$6. in (1) Texas, (2) West Coast, (3) 
Illinois, (4) New York State, (5) New 
England, (6) Missouri, (7) Other parts 
of Southern and Midwestern territories. 
Excellent sideline for shoe salesmen. 


ELKIND BROTHERS 


78 Reade Street, New York 7, New York 











SALESMEN WANTED 


for high grade branded line of Dress 
Shoes, Casuals, Evening Slippers, 
Sandals and House Slippers for men 
and ladies. Following territories: 
Illinois Michigan 


Indiana ‘Ohio 
State references, age, past experience 
and present line carried. Send recent 
photos. Only experienced men with 
personality, initiative and self con- 
fidence should apply. We have follow. 
ing in the above mentioned States. 
Write in confidence giving complete 
details about yourself, or apply for 
a interview at the Chicago 
sg Show, Hotel Chicagoan, Room 
99, 


FRED JACOBS SHOE 


AND SLIPPER CORP. 
200 Church St.. New York, N. Y. 











ANUFACTURER 
Line 


OF 
LISH seeks i 
salesmen i 


am. Y. 


QUALITY SHOE 








CAPABLE SALESMEN 
FOR TOMORROW'S BUSINESS 
One of the leading Rubber Footwear 
Manufacturers (established 78 years), 
is expanding its Line and its Sales Force. 
High quality line of staple and new items 
backed with a powerful and unique Ad- 
vertising and Sales Promotion Program. 
Write in confidence, outlining experience 
and qualifications. A real opportunity 
for young men with retail footwear sales 
experience. Write: Sales Personnel Man- 

ager, 
Box #313, Care cf BOOT AND SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














WANTED EXPERIENCED TRAVELING 
SALESMEN to sell established line Wo 
men’s Novelties; Litteways; and Casuals. Ex- 
cellent commission earnings. In stock for im- 
mediate deliveries. The following States open: 
Ohio, Pennsylvania, North Carolina, South 
Carolina, Tennessee, Kentucky, Missouri, Kansas, 
Arkansas, Oklahoma, Illinois, Indiana, Michigan. 
Washington, Oregon and California. State trav- 
eling experience in detail. Address #B-285, care 
ugh Shoe Recorder, 10 High Street, Boston 
, Mass. 





Men selected must have excellent following 
and be well established in the territory de- 
7 aoe foo Seeeuty and 
territory is ; how long 

the = Hines 


TRES HERMANOS 


Attention: Leonard S. Hertman 
309 North Third Street 


Albuquerque, New Mexico 








TRAVELING MEN! 
Experienced Salesman who can use 
excellent side line should GRAB this 
offer. Firm wholesaling fast Women’s 
Novelties has several territories open. 
to build f " = wae oe ree SRLLST 
a ‘or . 
> re w ne that SELLS! 


Address: Box #8-294, BOOT & SHOE RECORDER 
10 High Street, Besten 10, Mass. 








SALESMEN WANTED 


Missouri - Kansas. 





SCHWARTZ FOOTWEAR COMP. 
419 North Water St., Milwaukee, Wisconsin 











| 


| 
| 


| 








SALESMEN WANTED 


To carry Suede Way as a Sideline—sold in 

Stores, Stores, Shoe Repair 
Shops and Drug Stores. High commission and 
bonus. Any territory. 


VAN DAMM INDUSTRIES 
435 South Jefferson St., Orange, N. J. 











WANTED: REPRESENTATIVES WITH 

GOOD FOLLOWING among Shoe Stores 
x0 take over exclusively full line Stain Boot 
Polishes and Shoe Dressings, beautifully pack- 
aged. Drawing against commission for the right 
man. Address #305, care Boot & Shoe Re 
sorder, 100 East 42nd Street, New York 17, 
oa we 





EXPERIENCED SALESMEN FOR WHOLE- 

SALER’S LINE of Women’s Casuals and 
Slippers, in stock: 5% commission. Established 
Chicago firm with active accounts in each of 
the following States open: Alabama, Arkansas, 
Florida, Georgia, Kentucky, Louisiana, Missis- 
sippi, North Catélina, South Carolina, Tennes- 
see, Virginia, and West Virginia. State full 
experience in detail in territory desired. Write 
or apply at: William Cohan Company, 19-23 
South Wells Street, Chicago 6, Ill. 





WANTED: SALESMEN NOW CALLING 
ON SHOE STORES to take over a high 
grade package of Stain Boot Polish and Shoe 
ings as a sideline. All territories open. 
Commission basis. Address #306, care Boot & 
6 ee 100 East 42nd Street, New York 
17, N. Y. 





CAN EARN $10,000 to $15,000 yearly. St 

Louis firm with established accounts, has 
good opening for shoe men to carry women’s 
high grade Novelty Shoes, Play Shoes and Sport 
Welts covering South Carolina, Georgia, Ala- 
bama, Mississippi and Florida. If now carry- 
ing manufacturer’s line can be carried as side 
line or carry line exclusively. Give full par- 
ticulars in your application ability, 
lines handled and territories covered. Address: 
Box #302, care Boot & Shoe Recorder. 1221 
Locust Street, St. Louis 3, Mo. 





WANTED—SALESMEN—A FEW TERRI. 

TORIES OPEN for industrious men to 
carry side line of fast selling Moccasins and 
Leather Sandals; stock proposition. Advise 
where and whom you sell; also line now carrv- 
ing. Address #308, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





SHOE SALESMEN: FOR WHOLESALE 
DISTRIBUTOR, on commission basis. We 
are expanding — Following territories open: 
Michigan, Mississippi, Arkansas, Missouri. Illi- 
nois, Oklahoma, Nebraska, Colorado, California. 
To sell retail and Chain stores—Boys’ McKay 
Rubber Sole Shoes, Boys’ Leather Sole Good- 
year Welts, Misses’— Growing Girls’ and 
Women’s McKay Welts. Women’s and Men’s 
Moccasins, Men's Slippers. Only men with ex- 
perience need apply. Give full particulars in 
detail. Address #309, care Boot & Shoe Re- 
torder, 10 High Street, Boston 10, Mass. 





for each insertion. 


at the word rate. If advertiser’s own name and address is used, 

Classified advertising is payable in advance. Send 
, ertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $7.00 an inch with a maximum of 46 words per inch. 


Advertisements for this page must be in our New York Office 10 days preceding publication date 


advertising except for regular adv 
a 


CLASSIFIED ADVERTISING RATES 


The rate for undispiayed classified advertising is 19 cents a wo-d under 
When a box number is desired, addressed to any of our offices, 


any of our classified headings. Minimum rate is $1.80 
12 words must be added for this and charged 
count each word (street number is one word) at word rate. 
cheek er money order with your copy. No accounts are opened for c 
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SALESMEN WANTED 


L'VE WIRE SALESMAN WANTED for 
following territories: Florida and Southern 
States; Illinois and Indiana; Kentucky and Ten- 
a Leather Casuals and high heels; Cali- 
ja construction. Ad in this issue. Apply: 
SEN ORLICK, 134 Broadway, New York 13, 
New York. 








EXPERIENCED SALESMAN WANTED to 

carry as side line, Factory Line of Children’s 
California Process Playshoes. Exclusive terrt- 
tories open, Southeast, East, Northeast, and 
Central States. Address #316, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y¥. 





SIDE LINE SALESMAN WTD. 








GOODY SHOE COMPANY 
47 West 34th Street, New York City 




















RETAIL SHOE UNIT 
CONTROL EXPERT 


RARE OPPORTUNITY 
Large exclusively Pacific Coast family 
Shoe Chain wants unit control execu- 
tive to take complete charge of unit 
purchase and distribution of Women’s, 
Men’s and Children’s Shoes. Must = 
retail shoe background. Sal 
mensurate. Live in California. o Replies 
confidential. Give complete ina 
include recent photo. 

Address: Galle Stores e 
Attention: D. ©. Chendlon See eae Maneger, 
422 Second 








Street, 
Sen Francisco (7), California. 





CUTTING ROOM FOREMAN WANTED 


for Ladies’ Novelty Shoes. One experienced 


in judging quality of leather and reptiles. Phila- 
delphia firm. Address #310, care Boot & Shoe 
a +» 100 East 42nd Street, 


New York 17, 








GENERAL MANAGER 
FOR MEDIUM SIZED FACTORY 
Ladies’ Novelty Shoes; broad back- 

ground manufacturing, buying, supervi- 
pt sales. Compensation commensurate 
with ability. Write including 
salary, references. Replies confidential 
Bex BSR 365, 113 West 42nd St., New York City 

















POSITION WANTED 





& Shoe 
East 42nd Street, New York 17, N. Y. 


CAN YOU USE THE SERVICES OF A 


CAPABLE, PERSONABLE MAN, => 








October 15, 1946 





























LINE WANTED FOR RENT 
FOR THE MIDDLE WEST Section IN LEBANON, PENNA. corer 


Manufacturer's Line of Women's and or 
Growing Girls High Quality Welts; pre- 
fer to retail from $8.50 to $13.50. 
Straight commission basis. Want all or 
any part of Ohio, Michigan, Indiana, 
Northern Kentucky, Central lilinois. Con- 
sider short specialty Welt Line and small 
pairage allotment. Must be high qual- 
ity. 
Address: GEORGE RISLEY, 
2048 Wickford Road, Columbus 8, Ohio 


Contact at Chicage Shee Fair, care Hotel Continental 
October 25th thru October 30th 











YOUNG VETERAN WISHES REPRESENT 

REPUTABLE MANUFACTURER of We 
men’ Correctives and Novelties. Ohio, Indiana, 
Western a a ae —— 


large following. 
#317, Core of Best nad Star Reacstns 10 Hien 





Street, Boston 10, Mass. 
LINE WANTED 
Vv wishes represent reputable manu- 





Address 304, care BOOT & SHOE RECORDER 
East 42nd Street, New York, WN. Y. 














EXPERIENCED SHOE SALESMAN, with 
established trade Baltimore, Washington and 


ing. Address 
el ak, hg pentane 





Address 308, care BOOT & Ray RECORDER 
100 East 42nd Street, New York, N. Y. 











ESTABLISHED JOBBER SINCE 1897 would 

to represent manufacturer with a Men's 
ead De? Dress and Work Shoe Line. Also a 
Slipper, Romeo and Moccasin Line. Will sell 
on commission or will guarantee accounts. Ad- 
dress #312, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





SIDE LINE WANTED 


SPELINE WANTED to fit in with Line of 

Ladies’ ety O Shoes for territory. 
Good following. Best references. Address #301, 
care Boot & Shoe Recorder, 209 South State 
Street, Chicago, Il. 








BUSINESS OPPORTUNITY 








FOR SALE 
ireviate ChAUDE H, BANINES, 
e la at 
Stamford, Conn. 


largest manufacturers in the country. 
For further particulars address: 
om CLAUDE H. ug 
436 Fairfield Avenue, Stamford, Conn 











EXPorT: We have the best connections over- 
seas. Manufacturers i 





ING, 


non, 


For details call or write R. F. 


“Realtor, 10 South Eighth Street, 





FOR SALE 











EXPORT TO SWITZERLAND 


American Manufacturers 
of Quality Footwear de- 
sirous to- get in touch with 
the Swiss Shoe Market 
please write to 


M. IMGRUETH & E. ENGGIST 


Weggisgasse 4-6 Lucerne, Switzerland 





(COMPLETE SET OF 


pst 


TANDS x all sizes 


Dg ang SHOE 
win- 
‘Write for details, 


best 
NANKIN SHOE STORE, 158 East Flagler 


Street, Miami, . Fla. 











tion. 


FOR SALE 

SHOE STORE completely equipped, in 

New England City of 30,000 Ryn 

Good loca Established 

shows net profit of about 32,000. yearly. 
0,000. with at least $7,000 

er wishes to retire. 

299, care BOOT & SHOE RECORDER 

East 42nd Street, New York, H. Y. 


in cash. 





years; 








acs Sees STORE: MEN’S AND CHILDREN’S: 
estchester County, 


established 


twelve years; W: 


Now Tete, Lemmy | Fixtures; New Front, Ex- 
Bet. Shoe Recorder, 100 East 42nd 
Street, New York 17, W. 


#307, 








FOR SALE 


New Model—9A Sheridan Press, 
Size 48 x 26. 


Address 315, care BOOT & SHOE RECORDER 
00 ‘East Sand Strest, Now York, N.Y. 








ONE OF THE MOST BEAUTIFUL — 


handled, or to you, 
Address #320, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





WANTED TO PURCHASE 





















City. 
N. 


eo 100 East 42nd Street, New York 17, 

















WANTED TO PURCHASE 


WANTED TO PURCHASE 








1215 Washington Avenue—St. Louis, Mo. 





TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert into cash—any quantity 
YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


Central 4898 





[ NTERESTED IN BUYING NARROW 
WIDTH SHOES; They must be good 

and medium heels. PAUL’S FINE SHOES, 
503 Penn Street, Reading, Pa. 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Shoes for Men, Women and 


FOR CASH 
BROITMAN-GAFFIN SHOES, INC. 
147 Duane Street, New York 7, N. Y. 

Telephone: Worth 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 


POREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-6878-9 














WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 














MERCHANTS’ NEEDS 








Fischer Self Bunion 
Adjusting 
Se ee S Sate ee 
tects E Joints. 

Shape of ildes Detonnity, 
Ask Your Shoe Findings 
Jobber 
Est. over 40 years 





BARIS BUYS 


= Shoes for Men, 
4 and Children 


omror CASH. 
BARIS SHOE CO.., lac. 


WOrth 2-5180-i 
79-81 Reade $t., New York 7, N. Y. 








MY HOBBY 
Buying, Selling Shoes for 35 years. 
CASH TOP PRICES 



































GET TOP VALUE 
° SURPLUS STOCKS or 


* COMPLETE STORE 
CAMITTA SHOE CO. 


10 te, Phila. 6, Pa. 
Phone — LOMbard 2062 











Correction . 


The advertisement that appeared in 
the September 15th issue of Boor & 
SHOE RECORDER captioned “Immediate 
Delivery” and advertising a shoe fitting 
set in behalf of the American Fixture 
& Mfg. Co. was run by mistake. The 
publisher and manufacturer apologize 
for this error and for any inconvenience 
it has caused those who placed orders 
for this merchandise. 


Richard Sachar Joins 
Father at M. Wolf 


New York—Another father and son 
combine has joined the shoe industry 
with the announcement by Lou Sachar 
that his son, Richard, has joined the 
sales force of M. Wolf Sons, Inc. 

A graduate of the Wharton School of 
Business and Finance at the University 
of Pennsylvania, Richard Sachar joined 
the training squad at Bloomingdale’s 
here last December, after his discharge 
from the armed forces with four and a 
half years of service. 


MERCHANTS’ NEEDS 


FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 





$45.00 


Special combination offer $32.50 (fluids 
included in above prices). 


Send your order er write for detail information. 


E. C. SMELTZER CO. 
121 B. Gist Street, Indianapolis, Ind. 








—here's how to get 
More Business! 





et ee nay ee opel len = 
poper ad cli a special 
shert term tria 

















He joins the M. Wolf Sons, Inc., staff 
as sales representative for the East 
coast and the southern section of the 
coast area. Before he starts his selling 
duties, he will spend several months in 
the M. Wolf Sons factory in Brooklyn, 
acquainting himself with production 
problems and factory operations. 
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Harold Shoe Co. 
Hecht Fixture Co... 
Herbst Shoe Mfg. 0. 
Heywood Boot & Shoe Co, 


Portland Shoe Co 
Posner, Dr. A., Shoes, Inc. 
AADAC SRR BS Primex Equipment Co. 
Promenade Shoe Co.. 


Queen a a! Shoe Co. 
Holiday Casuals ................:.s+s- 
Holland- Racine Shoes, Inc... 
Hollywood Polish re f 
Hollywood Skooters 


Reed, BE. P., & CO... scececscees 
Republic Bullding 

Rice-O’Neill Shoe Co.. 
Roberts, Johnson & Rand. 
Rogers of California 
Rosenberg, Ben, Shoe Co. 
Royal Footwear 


Howard & Foster Co.. 
Hubsechman, E., & Sons, Inc. . 


Ideal Shoe Company 
Illing of California. 
International Business ‘Machines. 
International Fabrics \gereceeraen 
International Footwear ..... 
Iselin, Wm., Co., 


We cudin cn Badd pbs Cac Wee ed ben cogs 
Saks, M. J., Shoe Corp 
Sambros, of ry tees 





Jacobs, Fred, “Shoe ‘& Slipper Come Saturday Evening hey 


Jefferson Shoe Co. 
J. G. Furniture Co 
Jim-Bons, Inc., Division. ; 
Johansen Brothers . 

Johnson, Stephens & Shinkle Shoe Co... 
Julian & Kokenge Co.. 


Schaefer, Jack, & Associates 
Schillers Metiongs .....- 
Schneider Shoe Co. 


Scott Foot appliance Co. 
; Selburn Shoe Co. 
wy Shoe Corps of America. es to Selby Shoe Company, The. 

‘o d . 
Servus Rubber Company 
Seton Leather Co. 


Sewanee Shoe “Co. 


Sir W Iter Shoes. 
Keystone Slipper Co... Skippy Footwear | Co... 
Smith, J. P., Be “Co 
Spalsbury, Steis, on Aer < Co. 

Speciailt oemakers. 
Knight Slipper aan Co <4 Works, Inc. 


Kreider, A. _ Shoe Co., The 


Stacy Adams Company 

Stone-Tarlow Co., Inc. 
Stensgaard, W. L., & 
Step Master Shoes, Inc.. 


Krippendorf-Dittman Co. 
Krischer Kline Shoes. 
Rogers & Fischer. 






Stetson Shoe Company . 
Sundial Shoe Company. 
Surpass Leather Co. 
Swan Shoe Company 
Swank Shoe Dressings. . 
Swant Arch Support Co.. 
Sylven Display Co. 
S & M Chemical Co.. 


La Marquise Footwear, Inc... 
Lamet, Irving, Shoe Co... 
Lawrence, A. C., Leather Co..... 
Lederer Industries, Inc 





Lion Sandals, Inc............ 
Lockwedge Shoe Co......... 
Lushan Company 
sc weet n= ce waned Taylor, Thomas, Mer Sons, sae. 
Tober-Saifer Shoe Mfg. Co. 

Transparent Shade Co. 
Tray Ware Mfers.. 
Trimfoot Company 
Trostel, Albert, & Sons Co.. 
Tweedie Footwear, Inc 


Marathon Sporting Shoe Co. 


Mar-Belle Shoe Co 
Marbridge Building 
Marxmilier, H. C., 
Marx & Newman Co., I 
McBreen Shoe Co. 
Mercury Footwear ... 
Metropolitan Shoe Co 


Unique Metal Products & se. Co. . 
Shoe Machinery Soe, 


Milius Shoe Company 
Miller Shoe Company 
Miracle Tread Division. . 


United States Rubber Co.. 


Vaisey, S. B., Shoe Co., Inc, 
Alfred 


Velva Sole Products Co 
Victory Shoe Company.... 
Vincent Edwards & Co.. 
Virginia Shoe Co 
Vitality Shoe y ag 4 
Volk, P. H., & Co., I 


Monogram Slipper Co.... 


Moulton, Bartley, Inc. 
Mutual Shoe Company 
Myers, D., & Sons 


Natural +s gl ay peepee 


Wearwell Shoe Co i; 
Weigert- eae Shoe ae becsseve 






Nevelk Company 
New England Shoe Co. 
New York Footwear Co 


Northrop, R. D., Company 
Northwestern Leather Co. Trust 
Nunn-Bush Shoe Co....... 


Whittemore Brothers Polishes. . 
Winthrop 7 Company... ..-.--+-+*> 


Wright, E. T., . Co., Inc 


X-Ray Shoe Fitter Co... 


Yankee ny 








Ziegel Bieman Co........ 


styles for Spring. The latest in style 
news and last creations will be avail- 
able for your approval at: 

Booths number 66 & 67 


Exhibition Hall 4th Floor 
Palmer House Hotel 


UNITED LAST COMPANY 


t-Foremost Lasts © 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


Boot and Shoe Recorder 








Nunn-Bush 


IT’S THE Plus THAT COUNTS 


Giye customers more than they can get elsewhere for 
their money and you'll enjoy a thriving business. 
Isn’t it reasonable to believe that you can get more 
to give them from a manufacturer who earnestly 
strives to build the world’s finest shoes for men? 


NUNN-BUSH SHOE COMPANY + MILWAUKEE 1, WISCONSIN 


. 
’ 


) TY 
BEYOND } 


THE CAL 
QU ALITY 


—_ —_ 2 — 

The Clyde The Clyde The Bristel 
Style 45 i7 Style 805 Style 4305 
Scotch Grain Arctic Veal Scotch Grain 


Stout Leather Sole Stout Leather Sole Stout Leather Sole 
Leather Heel Leather Heel Custom Heel 


“SHOWING NATIONAL SHOE FAIR, PALMER HOUSE HOTEL, ROOMS 700-736" 
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ee 
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The production of both our units still 
far from keeps pace with the demand. However, 


there is immeasurable satisfaction on the 


part of ourselves and our dealers in knowing that 


more children can now have the many 


advantages provided by Stride-Rite shoes. 


THE GREEN SHOE MFG. CO., Boston, Mass. 





